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BIGGEST 
PROMOTION 


In Hunter’s 
69-year history! 


VY Big space ads in 
leading magazines! 


V Liberal CO-OP 
advertising plan! 


VY New sales-building 
displays! 


i Complete promotion 
plan for dealers! 


Feature the 
complete Hunter line of 
srace sees highest quality fans 


WINDOW « HASSOCK « ATTIC « OSCILLATING « CEILING « EXHAUST « INDUSTRIAL FANS * ROOM AIR CONDITIONERS 


HUNTER FAN AND VENTILATING COMPANY 
392 S. Front St., Memphis 3, Tenn. 





FOR ROCK-BOTTOM INSTALLATION COSTS 


SPECIFY GEONEV/ 


GEDNEY FITTINGS are machined and threaded _— ensure absolutely top quality. That's why they're 
with utmost accuracy ...smooth-finished, with no quickest, least costly to install ...Specify Gedney 
metal particles or burrs...made of malleable iron _‘Fittings and you'll find, like thousands of others, 
to eliminate breakage ....individually inspected to _ that this is the most profitable line available today! 





Gedney 90° — Ells and 
Adapters with Neoprene 
gasketed cover and self- 
retaining screws. These 

gs may be used to 
convert a 5 box con- 
nector into a 90° connec- 
tor, or as a 90° box con- 
nector for rigid standard 
pipe coupling. Ells have 
emale eads at both 
ends. Adapters have male 
threads at one end and 
female at the other. Made 
of malleable iron and 


cadmium plated. Sizes 4%” 
to 2”. 





Gedney Corner Pull-in Elbows 
are outstanding for space 
saving, machine wiring, 
easy wire pulling. Malle- 
able iron, cadmium plated. 
Made in %”, %”, 1”, 14", 
1%4° and 2” sizes. 








Gedney Offset Connectors — 
eliminate the necessity for 
offsetting conduit at 
knockout entrances of 
standard boxes. Threaded 
for rigid, set screw for 
EMT. Made of malleable 
iron, cadmium plated, in 
sizes from %4” to 2” 





Gedney Offset Coupling — 
female both ends —for use 
as an offset between boxes. 
Can also be used with 
conduit nipple (Gedney 
7-50 series) to give more 
room in box than other- 
wise possible. 

Gedney Offset Nipple, male 
both ends 


Both of these fittings are 
made of malleable iron, 
cadmium plated. Availa- 
ble in sizes from %4” to 2”. 











RKO BLDG. « RADIO CITY + NEW YORK 20 


Foundry, Foctory and Shipping Point: Terryvilie, Conn. 


GEDNEY FITTINGS FIT 
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TRIPLEX 
and Save 


@ SAVE ON FIRST COST 
@ SAVE ON INSTALLATION 
@ SAVE ON MAINTENANCE 


COPPER or ALUMINUM 
FROM STOCK 


You know the advantages of Triplex service drop conduc- 
tors—how they save up to 30% over conventional open 
wire service. But do you know about the extra advantages 
you get when you specify Southwire Triplex? You get 
extra quality, assured by extra care in manufacture; you 
get genuine Southwire Neoprene covering that assures 
long, trouble-free performance; immediate shipment 
from stock in quantities to suit your immediate needs— 
freeing you of costly inventory problems; full inventory 
of all standard sizes; and you get individual attention 
to your order, no matter how small or large it may be. 
Next time specify Southwire Triplex and see why it will 


pay you, like others, to use it exclusively. 


Prompt Shipment by Our Own Trucks 
o ; 
MIMO LA 

Gy CUM 


J 
TELEPHONE 1500 * - foe 41 1e)4010), eee) 28) cere 
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There's an 


Mr. Craig L fe e 4 


Needed Something P 
Representative 


Near YOU! 


&@ Little Different 


. oe . — 
in Lighting Fixtures Sl teee jhieeee tilees on 
L & P fluorescent fixtures—standard 
r ‘‘custom-made check the follow 
ing list, and phone r write the L & Pp 
representotive neorest you 


. B. Nichols 
) Bishop 
ck, Ark 


Craig-Owen 
73 ) Ave 
Tenn 
Cc. V. Hammon 
723 S. W. 29i%h St 
sh mo City Oklo 
John C. Fox 
45 E. Milford Dr 
rocuse New Y 
E. A. Ishler 
737 East Main St 
jmoDu 13 Ohic 
C. K. Ramond 
P Made the Difference! 2 Coma oe 


New Orleans, La 


Traweek-Healy & Assoc. 
Complete air conditioning of the 20-story Exchange Build- 0 Cole 


Texas 
ing in Memphis, Tenn., posed a problem for Mr. Richard 


G. Craig, Building Manager. T-bar construction of a new 


Elmer Hyden 


inione 


Py eae Houston, Texa 
ceiling required special lighting fixtures—standard troffer , 


. re ‘ eM T. B. Allen 

types were too long and too wide. 3918 Beard Ave.. S 
Minneap Minn 

Light & Power supplied a quick answer: “Custom-made” 

M. B. Mendenhall 

4506 Country Club Blvd 

made in their own plant from start to finish! That’s why ux City, lowa 


fixtures at no extra cost. For L & P fluorescent fixtures are 


L. & P is uniquely equipped to build lighting fixtures exactly J. Louie pet oe YF « 
; ¥'|4 Rutherford Ave 


to your particular specifications, too Louisville, Ky 


; r+“ ” R. O. Whitesell 
For all the advantages of “custom-made” fixtures at the ee Wtetdien Ave 
E gto 
cost of standard ones, wire or write today for catalog and ndianapolis, Ind 
prices. : W. J. Milner 
48 Walker S. W 
Atlanta, Ga 
Simons Island Ga 


Distribute d by John Irvin 
Electrical Wholesalers Box 816 


shville. Tenn 
Only N. W. Trowbridge 


le en 


32 Clemson Ave 


Light & Power Utilities Corp. pert 
1035 FIRESTONE BLVD. 247 Bonk St 


rfolk V 


MEMPHIS, TENNESSEE Light & Power Utilities Corp. 
035 Firestone Bivd 
Memphis Tenn 
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Economic comment 





by J. Whitney Bunting, Ph.D. 


Labor-management relations — Part | 


@ Pernaps the most widely dis- 
cussed phase of our economic 
activity at present is that of 
labor-management relations. Every 
member of society has at least an 
opinion to put forward when the 
subject is open for discussion. 
But, by and large, the majority 
of the people, even those in labor 
and management circles, fail to 
understand the basic principles at 
issue. An abundant supply of 
propaganda information is circu- 
lated daily. Much of it is directed 
toward a critical appraisal of some 
single feature of the problem, fre- 
quently leaving the recipient with 
a violent “pro or con” reaction. 
This very wealth of factual in- 
formation, bombarding all mem- 
bers of society, unfortunately leads 
to a woefully uninformed citizenry. 
It has led to many actions, which, 
if carefully thought out and ana- 
lyzed at the time, would not have 
been accepted by the great mass 
of American people. It is necessary, 
therefore, that there must be a 
clear and concise statement of fun- 
damentai facts affecting better 
labor-management understanding. 


Human understanding a necessity 


The crux of the problem is the 
gradual divorce, over a period of 
years, of labor and management 
from each other. No matter how 
many specific cases can be quoted 
by one side or the other showing 
faithlessness, deceit, chicanery, or 
other problems, the major issue is 
still lack of understanding of hu- 
man beings. 

The “old days” are often quoted 
as being the “good ones.” Those 
were the days when industries 
were small enough so that the in- 
dustrialist knew his workers in- 
dividually and they knew him. 
America has not bred two distinct 
classes of “ogres” since those days. 
But what has happened has been 
the construction of massive indus- 


Dr. Bunting, well-known southern 
economist, is president of Oglethorpe 
University, Oglethorpe Univ., Ga. 


trial empires with the friendly re- 
lations being severed by distance. 
There are many miles, in some 
cases, between top management 
and the man on the job. 

This gulf was supposedly bridged 
by the new functional army of in- 
dustrial relations experts who 
moved into the job of serving both 
management and labor. But here, 
the common language was in many 
cases missing. This is not a con- 
demnation of industrial relations 
personnel but only a statement of 
fact that many such persons with 
that title were unable to bridge the 
gap between their employer and 
labor because they failed to under- 
stand the fundamental problem — 
the production of the goods. 

Labor has become distrustful of 
the industrial relationist in many 
cases and thus of the employer. It 
has thus become the tool of many 
union organizers, some of whom 
look for personal gain rather than 
the benefits to be gained by the 
membership. Many industrial firms 
have made great strides in the edu- 
cation of the worker, particularly 
in regard to a complete knowledge 
of the product and their part in it. 
Many labor unions have excellent 
educational programs to improve 
the understanding of their em- 
ployees in the economics of pro- 
duction. However, these programs 
barely scratch the surface of the 
great mass of workers. If the gap 
between labor and management is 
to be bridged, a new approach 
must be forthcoming. This must be 
one that will return the confidence 
that labor and top management 
should have in each other. 


Industrial costs, profits, prices 

The last few years have given 
wide publicity to the position of 
industrial costs, profits, and prices 
in our economy. The application 
and use of each of these terms has 
been dependent, in large part, upon 
the situation involved. In the case 
of labor, high prices have signified 
a need for increased wages and a 
cut-back in industrial profits. 


On the other hand, management 
has used wage increases to show 
growing costs of production and a 
consequent need for increased 
prices. The conflict of these differ- 
ent philosophies has caught the 
general public somewhere in the 
middle. Unfortunately, the average 
citizen knows little or nothing of 
the facts in the case, but is willing 
to accept the version that appeals 
most to his economic position at 
the moment, and past social and 
economic background. 

The point usually forgotten by 
both sides is the fact that they can 
have a stronger economic position 
if the costs of production are cut 
down. For example, any raise in 
wages accorded to labor should be 
accompanied by more and better 
production. Failure to do this in- 
creases the cost of items to be 
bought and results in a reduction 
of purchasing power (even to 
those obtaining the wage increase). 

On the other hand, industrialists 
must understand that the answer 
to increased wages for their work- 
ers does not necessarily require 
added price increments on their 
products. Complete cost analysis 
and more scientific planning of the 
industrial process frequently al- 
lows the producer to absorb the 
wage increase and maintain the 
same price level. In fact, certain 
industrialists have been able to 
lower prices even in the face of 
wage increases. Unless producers 
realize this point they will alienate 
a good deal of the public opinion 
that they have tried so hard to 
develop. 


Effect of wage demands 


Labor, on the whole, does not 
understand the effect of their wage 
demands. A 15 per cent wage in- 
crease does not mean a 15 per cent 
additional purchasing power. Un- 
less both labor and management 
accept the fact that further price 
increases are both unnecessary and 
unwarranted, their position with 
the public will be imperiled. Labor 
frequently declared that 
would rather have lower 
prices, that many persons believe 

(Continued on page 120) 


has so 
they 
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new CLIFTA 


UF CABLE 


means lower cost 


single conductor avail- 
able in sizes 14 through 
4, standard color 

is black. 


Two conductors 
available in sizes 

14 through 10, with 

or without ground wire. 
Standard color is Ivory. 


Here’s the all purpose cable that 

solves a great many of your prob- 

lems. Tough, durable CLIFTALL 

UF is the economical answer to 

underground wiring, including di- 

rect burial, as feeders, and branch 

circuits, when provided with ov- 

ercurrent protection. 

In addition, CLIFTALL UF can Pa Rayman 
be used either exposed or con- § 14 through 10 
cealed in dry, wet or corrosive without ground. 
areas, in masonry block, or im- Stenderd ester ts ivery. 


bedded in plaster. 


In CLIFTALL UF, bare copper conductors are insulated with high quality 
thermoplastic, color coded for convenience, then covered with reinforced 
fiber glass. The parallel conductors are then sealed as a unit in high quality 
thermoplastic that can withstand the most rugged conditions. 


Also recognized 


- f 
Approved by Underwriters Laboratories, Inc., and recognized by National ay oad 5 


Electric Code (1953). CLIFTALL UF is available in sizes 14 to 4 AWG, lic sheated cable, 
single conductor only; 14 through 10 in two conductor with and without corrosive resis 
ground, and 14 through 10 in 3 conductor without ground. Use CLIFTALL — — 
UF and be sure! aaa sie 





MAIN OFFICE ») 
WRITE TODAY Y 4 , 
For Full information Ae OS ea chy 2.0 ’. 
Warehouses Throughout the Country. Ns LF ee Oa : “i i / a 
REPRESENTATIVES ~ ADA WE ALTINO 


wi i BALTIMORE 
° . : 
IN PRINCIPAL CITIES ' . Maryland 





WIRE CABLE..RIGID CONDUIT._-ELECTRIC METALLIC TUBING..CLIFTALL ve 
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EXPERIENCE 





= 10 Seconds 


could have 


saved $10,000 


There is too much at stake not to know 

whether the tape you use has the adhesive 
strength to stay — on the job the life of the job. 
Why wonder or worry when you can prove to 
yourself that there is a tape that will do it... 


.. in just 10 SECONDS? 


Send today for your 

ACCURATE 10 SECOND TEST KIT... 

no claims, no hearsay . . . the proof 
Pee On, is in the product for you to see. 


ACCURATE «>: TAPE 


~ 
“cra \* FRICTION TAPE 
RUBBER TAPE 
PLASTIC TAPE 


ACCURATE MFG. CO. 
50 Hepworth Place, Garfield, New Jersey 





Please send me, without obligation, an ACCURATE 
10 SECOND TEST KIT. 

Visit the L. Morris Landers Co. iuiee 

Biltmore Hotel . . . February 2-4 wenn 


FIRM 
SEWA Industry Day meeting. ADDRESS 


city. . ZONE STATE 
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1011—lectrical Conduits 

“Natural Electric Conduits” is the 
title of the 30-page Catalog No. 603 
which describes and illustrates the 
many types of electrieal conduits that 
are manufactured by National Elec- 
tric Products Corp., 2 Gateway Cen- 
ter, Pittsburgh 22, Pa. 


1015—Squeezon Connectors 

The Squeezon, a new compression 
connector for power lines, is fully de- 
scribed in bulletin “SQ” available 
from the James R. Kearney Corp., 
4236 Clayton Ave., St. Louis 10, Mo. 
The Squeezon features greatly in- 
creased electrical and mechanical 
. efficiency. 


1019—Service Panels 

Information on protective electrical 
control centers for homes, apartment 
buildings, service stations, and in- 
dustrial applications is contained in 
Bulletin PM-355, “BullDog Push- 
matic Electric-Centers,” issued by 
BullDog Electric Products Co., 7610 
Jos Campau, Detroit, Mich. 


1051—Transformers 

“Care and Maintenance of Marcus 
Dry Type Transformers” manual No. 
M-100 goes into a complete descrip- 
tion of the proper method of install- 
ing dry type transformers, particular- 
ly Class B, in all of the sizes which 
they are available today. Marcus 
Transformer Co., Inc., P. O. Box 551, 
Rahway, N. J. 


1071—Plugs and Receptacles 
Additional loose-leaf sheets for in- 


Pa 


$$ and BULLETINS» 


wailable Free to Readers of 
, str sal South upon Request 


ce = 


sertion in the Pylet Catalog 1100 are 
available from the Pyle-National Co., 
1354 N. Kostner Ave., Chicago 51, IIL. 
These pages describe a wide range 
of plugs and receptacles for special 
purposes. 


1079—Washer Lugs 


Krueger and Hudepohl, 3 E. Third 
St., Cincinnati 2, Ohio, in their Bulle- 
tin 8-DF, give information and cata- 
log listings for their complete line of 
K&H solderless terminal folding 
double cupped washer lugs. The 
folder explains uses and applications 
of all the lugs. 


1081—Busduct Data 


Various applications of the FA 
busduct for industrial purposes are 
illustrated in this bulletin made 
available by the Frank Adams Elec- 
tric Co., P. O. Box 357, St. Louis, Mo. 


1085—Lighting Fixtures 

Eastern presents their most com- 
plete catalog, 32 pages of engineered 
lighting data, including a variety of 
fixtures for all architectural, com- 
mercial and industrial applications. 
Eastern Fixture Co., Inc., 170 Vernon 
St., Boston 20, Mass. 


1087—Fittings Catalog 

The M. & W. Electric Mfg. Co., 
Inc., East Palestine, Ohio, has avail- 
able their new 28-page catalog 53, 
covering Service Entrance Mast Fit- 
tings, Service Entrance Cable Fit- 
tings, Ground Clamps, Rods, BX and 
Romex Connectors, Conduit Fittings, 
Wireholders, Insulator Supports and 
Cable Racks. 


1097—Cord Catalog 


A complete 48-page catalog is 
available from the Cornish Wire Co., 
50 Church St., New York 7, N. Y. 
containing all data on flexible and 
portable cords, lamp cords, heater 
cords, cordsets, radio and electronic 
wires. 


1099—Lighting Fixtures 

Fluorescent and incandescent lumi- 
naires for schools, offices, stores and 
factories are illustrated in a series of 
bulletins issued by Curtis Lighting, 
Inc., 6134 West 65th St., Chicago 38, 
Ill. The entire series or any indi- 
vidual bulletins may be obtained 
upon request. 


1103—Electrical Connectors 

Burndy Industrial Catalog 52, fea- 
turing a complete line of general- 
purpose connectors for industrial 
wiring is available. Published by 
Burndy Engineering Co., Inc., Nor- 
walk, Conn. 


1107—RW and RHW Wire 

“The Ampere Squeezer,” a booklet 
explaining visually the effect of 
ambient temperatures on current 
carrying capacities of RW and RHW 
Wire. Simplex Wire & Cable Co., 
79 Sidney St., Cambridge 39, Mass. 


1109—Anchoring Devices 

An illustrated 32-page catalog, 
No. 65, describing more than 25 an- 
choring and drilling devices for 
making fastenings to masonry, is 
available from the Arro Expansion 
Bolt Co., Marion, Ohio. 





ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 


Circle numbers below. Bulletins and 


January, 1955 catalogs will be mailed promptly. 


Gentlemen: | 1011 1015 1019 «1081_~—«1071 
Please send me the bulletins and catalogs indicated. | 1079 1081 1085 1087 1097 
(Print Plainly) | 1099 1103 1107 #1109 + # 1115 
Title 1131 1135 1149 21S1 8 1153 
| 1155 1163 1167 1169 #41175 
1177, 1183 #«1187 1195 1197 
1199 1203 1205 1207 1209 

1211 1213 
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TROFFERLITE ACCESSORIES 


A 


Af 
/ — 
4 = es . 


DIRECLITE 


-” 


COMPLETE RANGE 
OF SIZES 





BAFFLE LOUVER 


Versatility plus efficiency and distinctive 
appearance . . . that’s Trofferlite. Offices, stores and 
commercial establishments of all kinds take on a 
new look of distinction with these trim, slender 
units which appear to be a part of the ceiling. 


remorse Ovriomt 


Al P= 
MOUNTING STYLES 
—general purpose ba 
GLASS ENCLOSED s a Coilis pla 
ans less maintena fra wood furring | 





MOLDED PLASTIC 
LOUVERS 


waroa 





There is no limit to the variety of designs, 
5S LAMPING ARRANGEMENTS s 
gon —_ arrangements and architectural effects you can 


3 \ 

AON 

; J — 
amp 12°—2 lamps 


achieve with these recessed Troffers. They are 





available in a wide range of styles and sizes, in 
individual units or continuous rows, as shown at left. 





For Interiors of Distinction, specify Versatility 








“Plus” ... specify recessed Trofferlites. Complete 
catalog data sheets sent on request. 








7B-273RR 
Sold Exclusively through Electrical Distributers 
miamin Electric Mig. Co., Leader Division, Dept. Z-1, Des Plaines, Ulinois, also makers 
fam iglawia lighting equipment and sound signals for Industry, Institutions and Commerce. 
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- Here’s 
JPANG 
OTA GUTERU 


at work... for you! 
; f 





| 





These dials, gages and recorded graphs 
are the story behind SPANG quality 
control, Located beside the heating fur- 
nace, they automatically control the 
furnace heat zones at pre-determined 
temperatures as top-quality skelp is 
heated prior to the forming and welding 
of SPANG Conduit. 

It’s the right combination of con- 
trolled gas and pre-heated air entering 
the various sections of the furnace that 
produces top-quality SPANG Conduit. 








and here are the results of Quality Control... 


EASY TO THREAD 


Girvan vs 


Add to this the fact that each length of SPANG Conduit 
1s especially processed to give it a fine, corrosion-resistant 
finish . . . is thoroughly tested and inspected io give you 
a top-quality product .. . 
SPANG quality-control story. These quality features make 
SPANG Conduit easy to work with on the job . . . save 
you time .. 

All this means that SPANG Conduit is tops for pro- 
tecting wiring in all types of electrical installations. You 
get this top-quality in both SPANG Hot-Dipped Galvanized 


and you have the complete 


. Save you money on installations. 


10 


EASY T0 CUT 


\ “ a 


“ _ we 
iiiietiaaaallt 1 a*, t arr a 


a" EASY TO BEND 


Conduit or in SPANG Black Conduit. Your nearby 
SPANG Distributor has a compiecte line of -all SPANG 
Conduit and Fittings. Let him serve you! 


SPANG-CHALFANT . 


- . Division of The Netione!l Supply C any 
GDANS wens Conve 
GENERAL SALES OFFICE 


CONDUIT / «wo Gateway CENTER, PitrssuRGH, PA 
ves 


District Offices ond Seles Representot 


nm Principal Cities 
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Red Throat 


B-M 216, THE NEW INSULATED THROAT 
INDENTER 
CONNECTOR 
FOR E.M.T. 


a Protruding rounded red plastic lip 


of bushing prevents cutting of 
insulation — eliminates shorts. 

Full thread screws into all conduit 
fittings. Lip of RED THROAT bushing 
protects thread from damage. 


Deep dished eight pronged lock 
nut is easier to drive on— screws 
flush to shoulder and digs into 
metal of box for vibration proof 
positive ground. 

Permanent locked-in bushing in- 
sures smooth burr-free raceway 
for easy fishing. No extra work 
and costs no more. 


Briegel, the Original Indenter Fittings are neater 
in appearance, easier and faster to use. Installation 
is simple and less expensive. Two quick squeezes 
sets them forever. Try B-M Indenter Fittings and 
get more profits from each job! 


Your Wholesaler! 


All B-M indenter METHOD 
Fittings ore U.L. Approved 

es concrete-tight and for general %, BI : 1001 

use (File Card £10863). Also comply ) 

With Federal Specifications W-F-406. . . C0. 


GALVA * ILLINOIS 
n Principal Cities for Immediate Delivery! 
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1115—Remote-Control Wiring 

An eight-page, non-technical book- 
let on remote-control wiring, publi- 
cation No. 16-330, written expressly 
for the consumer, is available from 
the G.-E. Construction Materials 
Dept., Bridgeport 2, Conn. The book- 
let gives a picture story on the con- 
venience, safety, and economy of this 
new wiring method. 


1131—Fluorescent Units 
Fluorescent Units for Slimline 
Lamps. This new, illustrated, 20- 
page bulletin gives complete specifi- 
cations of general purpose, “Magna- 
Flo” lighting systems for 96, 72 and 
48-inch, T12 Slimline lamps. Write 
Benjamin Electric Mfg. Co. Des 
Plains, Ill., and ask for bulletin “mf.” 


1135—Wiring Devices 


Catalog No. 51, containing com- 
plete electrical wiring device line of 
Leviton Mfg. Co., Brooklyn 22, N. Y., 
is a 96-page thoroughly illustrated 
one. Included are such features as 
the Kwik-change line, with wiring 
diagrams, a general index, and an 
index to catalog numbers. 


1149—1Insulator Catalog 


Victor Insulators, Inc., Victor, 
N. Y., has available a complete cata- 
log of Victor high, medium and low 
veltage insulators and line hardware. 
Complete contour shapes, dimen- 
sions, specifications and engineering 
data are included. Write for Bulle- 
tin No. 4 or use reply coupon. 


1151—Circuit Breakers 

A concise and well-illustrated 28- 
page catalog, No. C. B. 1000, on the 
new Stab-Lok Circuit Breaker Sys- 
tem has been announced by Federal 
Electric Products Co., 50 Paris St., 
Newark 5, N. J. Advantages of the 
system comprise headings under 
which are listed complete specifica- 
tions. 


1153—Wiring Devices 

A new catalog issued by Clyde W. 
Lint Co., 2323 West 18th St., Chica- 
go 8, Ill., discusses details of the 
company’s line of tools and electrical 
wiring devices, pole line hardware, 
and standard porcelain. 


1155—Wire and Cable 

Two catalogs—Bulletin RS-5, and 
Power and Control Cables, No. 24— 
available from Rome Cable Corp., 
Rome, N. Y. Power and Control 
Cables catalog is intended for utility, 
construction, and industrial engi- 
neering and purchasing personnel as 
a guide in selection of proper wire 
and cable types. 


1163—Connection Methods 

A 20-page booklet illustrating 
practical and proved methods of 
making geod connections with alumi- 
num conductor, especially in distri- 
bution lines and service drops. Avail- 
able in any quantity desired free of 
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charge from Kaiser Aluminum & 
Chemical Sales, Inc., 1924 Broadway, 
Oakland 12, Calif. 


1167—Industrial Lighting 


A four-page catalog insert is now 
available from the Multi Electric 
Mig. Co., Inc., 4223-43 West Lake 
St., Chicago 24, Ill. The leaflet de- 
scribes Multi’s line of lighting equip- 
ment and wiring devices, which in- 
clude floodlights, vaporproof fixtures, 
and fluorescent and incandescent 
fixtures. 


1169—Lighting Fixtures 

Fluorescent and slimline lumi- 
naires, for schools, offices, stores, etc 
Illustrated in the new catalog issued 
by Sta-Brite Fluorescent Mfg. Co., 
P. O. Box 6352, Miami, Fla., may be 
obtained upon request. 


1175——Slimline Fixtures 


The Light and Power Utilities 
Corp., 1035 Firestone Blvd., Mem- 
phis, Tenn., has recently issued a 
new catalog describing its line of 
fluorescent and slimline lighting 
fixtures. Typical installations of the 
fixtures are shown and discussed. 


1177-——Portable Furnaces 


A new eight-page folder has been 
issued by Meier Electric and Ma- 
chine Co., Inc., 3525 East Washington 
St., Indianapolis, Ind., giving de- 
scriptive information on the com- 
pany’s line of small electrical heat- 
ing units. The booklet explains how 
the equipment may be used as pri- 
mary or auxiliary heat. 


1183—Electrical Equipment 

The Wadsworth Electric Mfg. Co., 
Inc., Covington, Ky., has issued a 
new catalog Con 15-0 and Bulletin 
W. C. B. 53-1, containing data on 
their lines of Safety Switches, Serv- 
ice Equipment Distribution Panels 
and “E-Z-RED” Circuit Breakers. 


1187—Fans and Blowers 
Complete information on Peerless 
Electric Company’s fans and blowers 
is available in illustrated Catalog 
SDA-160. Detail drawings, product 
specifications and rated capacities 
are included. The Peerless Electric 
Co., W. Market St., Warren, Ohio 


1195—Kitchen Ventilation 
Descriptive eight - page folder, 
Bulletin 620H, showing typical in- 
stallations cf all models in the Clip- 
per line of ventilators is available 
from Trade-Wind Motorfans, Inc., 
5725G S. Main St., Los Angeles 37, 
Calif. Folder includes dimensional 
drawings of installations helpful to 
building and electrical contractors. 


1197—Convenience Outlets 
Four-page bulletin gives complete 
information on the new P&S No. 500 
for adding extra outlets to existing 
installations. Everything you need in 
a single package—no steel boxes re- 


quired. Available from Pass & Sey- 
mour, Inc., Dept. ES, Syracuse 9, 
ie Ee 


1199—Volt-ammeter Catalog 
Amprobe Catalog No. 134 shows 
a complete line of snap-around volt- 
ammeters. Available from Pyramid 
Instrument Corp., Lynbrook, N. Y., 
the catalog includes detailed speci- 
fications and features of three high- 
voltage Amprobe Junior models for 
industrial use; four Amprobe Junior 
models for electricians and service 
men; new Amprobe Energizer. 


1203—Incandescent Lighting 


Catalog includes technical data, 
specifications and recessed, indirect, 
semi-indirect, specific location and 
general lighting units, as well as 
equipment for processed lamps. The 
Art Metal Co., 1814 East 40th St., 
Cleveland 3, Ohio 


1205—Radiant Electric Heating 
Complete information on Thermo- 
Ray Radiant Electric Wall Heaters 
is found in descriptive literature and 
article, “How to Sell Electrical 
Heating” available from ThermoRay 
Corporation, South Buckhout Street, 
Irvington-on-Hudson, New York. 


1207—Heating Panels 

Four page catalog in two colors 
completely describing the full line 
of radiant glass electric heating 
panels for wall mounting produced 
by Berko Electric Mfg. Corp., 212-40 
Jamaica Avenue, Queens Village 28, 
N. Y. This catalog presents all speci- 
fications and features of Berko elec- 
tric heating panels 


1209—Fluorescent Ballasts 

Advance Transformer Co., 2950 
N. Western Ave., Chicago 18, IIL, 
has recently completed the compila- 
tion and printing of a 20-page cata- 
log on fluorescent ballasts and their 
use. Included are data sheets on 
available Advance ballasts and a 
comprehensive installation and op- 
eration section and testing pro- 
cedures. Copies of the booklet are 
available on request 


1211—Fluorescent Fixtures 

Catalog folder No. 911, “Peerlite by 
Guth,” has been announced by the 
Edwin F. Guth Co., 2615 Washington 
Blvd., St. Louis 3, Mo. Copies of this 
new eight-page booklet are available 
from the company upon request. The 
booklet is designed for the lighting 
specialist, giving complete engineer- 
ing data and dimensions 


1213—Cable Boxes 

G&W Electric Specialty Co., 7780 
Dante Ave., Chicago, lists in their 
Bulletin BA52 various styles of 
splice boxes, with and without armor 
and conduit fittings; and several 
different types of secondary and 
primary cable sectionalizing boxes. 
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GENERAL CONTRACTORS 
Long Construction Company 


Turner Construction Company 


— D. 
Fr PLANT 0 
fixtures by 


Electro Silv-A-King Corp., Chicago, Ill 
: PLANS AND 


Advance Fluorescent Lamp Ballasts Used Throughout SPECIFICATIONS: 


A” Giftels & Vallet 


and L. Rosseti 


8.424 two-lamp slimline fluorescent fixtures were used in this modern aircraft 


wing plant. ADVANCE BALLASTS were purchased for use in this installa 
: Associated Engineers, Detroit 
tion. You too can depend on ADVANCE “Certified” ballasts for longer life 


and more efficient operation. Time-tested for your assurance. Electrical Contractors 


Evans-Kelso-Burnett 


Desigued & Engineered a joint venture of 
BY THE 


‘WORLD'S LARGEST MANUFACTURER : 
DEVOTED EFxclucsdoely 10 THE PRODUCTION OF Kansas City, Mo 


FLUQRESCENT LAMP BALLASTS Kelso-Burnett Electrical Co 


ADVANCE ate 


NESTA OD 


Evans Construction Co 


Cable Address 
“ADTRANS” 


2950 N. WESTERN AVENUE, CHICAGO 18, ILLINOIS, U.S.A. 
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Every Cable Top can be or- 
dered with or without cover. 











PENN-UNION 


Originated and fully developed by Penn-Union, the “TYPE PC” CABLE TAPS 
are widely preferred for a neat, compact connection — that holds tight 
permanently. 





The bodies are high copper content alioy. Large socket-head tap screws. 
Carried in stock in a complete range of sizes up to 1,000 MCM mains. 








y leod 5 wholesole 


Cs 


L. MORRIS LANDERS CO., 


4 











Eoch Bakelite Cover takes 
several sizes of cable tops. 


CABLE TAPS ame 


MOLDED BAKELITE COVERS, high dielectric and strong mechanically, can 
be ordered with all Penn-Union PC taps — for 90° and parallel taps in any 
of the combinations shown, and others such as 4-way fittings connecting two 
separate mains and two separate branches. 


PENN-UNION ELECTRIC CORPORATION « ERIE, PA. 


¥ leodir whole 
Worehouse stock 
WALTER J. HUEMMER, 
erm. Worehouse Bidg 
BEN K. PATTON, f 


"9 





PENN-UNION 


Penn-Urion Electric Corporation « Erie, Pa. 


(_] Send sheets showing full line of “Type PC” Coble Top: 
(_] Send new Pocket Catclog—complete Penn-Union li 





(Nome) 


(Company) 


(Address) ___. 











es 


“ALL-SQUARE”’.. for recessing. One-piece 
die-cast frame. Light-leak proof. Wi 

or concentrati --. sizes 644" eq., 8” 

& 12” sq. PRE-WIRED. Removable top, 
cep Singe bottom for servicing from  bove 
or below. Catalog 49. 





@. “ALL- SQUARE” 


SEELUX ... totally indirect 
mn bottom Luminaire 
for Silver Bow].Lamps, with 
modern ALZAK 
—— louvres; 
or stem suspension GUTHLITE 
or close mounting. the revolution- 
Bulletin 864. 


ary “Jacknife” 
Hinge Lumin- 
Panis) & aire that swings 
down for easy 
relamping or 
cleaning right 
from the floor! 
For 2 40- or 2 85- 
watt or 2 4-ft. SLIMLINE lamps; ceiling 
or suspension, unit or continuous mount- 
ing. Simplest fixture to install. Bulletin 
845. 


ARISTOLITE ...hinged glass panels swing . 
open for easy cleaning from floor with handy 4 GUTHLITE 
servicing tool. Also with center Eggcrate 

louvres. For 2, 3 or 4 40-watt or 2 or 4 4-ft. 

SLIMLINE lamps; ceiling or suspension, 

unit or continuous mounting. Write for 

Bulletins 812 and 820. 


ARISTOLITE 


“Vv” CORRIDOR UNIT... with GrateLite** 
Louver-Diffuser. Fills wide hallways and 
corridors with practical, wall-to-wall 
light. Lamps shielded by easily main- 
tained GrateLite. Models: 4’ & 8 for 1 
or 2 lamps. 


PEERLITE ...the new, ultra-modern 
fixture offering great flexibility. Forms any 
pattern—T, H, (J, +, I. 20% uplight. Top 4 V" CORRIDOR UNIT 

lates available for 100% downlight. For 2, 

or 4 lamps—4 or 8 long. Supplied with 
ba of louver or dite beats you wish. 
{Shown with new GrateLite** Louver-Dif- 
fuser.) Bulletin 911. 


a PEERLITE * 


... versatile, highly efficient, 
semi-direct type; can be used open, with Egg- 
crate louvres or diffusing glass bottom. For 
2, 3 and 4 40-watt lamps...also 2 and 4 4ft. 
or 8-ft. SLIMLINE lamps. Ceiling or sus 

sion, unit or continuous mounting. Bul- 
tins 814 and 852. 


a TRUCOLITE 


————— THE EDWIN F. GUTH CO. /ST. LOUIS 3, MO. 


WYTE-LINER ... white inside and outside 
(takes gloom off ceiling). AIRFLOW chan- 
nel for longer ballast life. Reflectors 300° 
Permalux or Porcelain Enamel. Made in 
2 and 3 40-watt, 2 85-watt, and 4- and 8-ft. 
SLIMLINE lamps. Easy to install and 
clean. Catalog 48. 


4a WYTE-LINER 


“LETE-BLOX” RECESSED TROFFERS ... 
for 1, 2, 3 or 4 lamps: 20-, 40-, 85-watt, or 
4-ft., 6-ft., or 8ft. SLIMLINE. Exclusive 
end KO's provide exact 48.0"; modular 
design for unlimited patterns. Wide variety 
of shielding and diffusing glass panels avail- 
able; also ALZAK reflectors if desired. 
Bulletin 869. 


4 “LITE-BLOX” RECESSED TROFFERS 


GUTH 4-FT. SLIMLINE available 
in every GUTH fluorescent fixture 
®@ po starters or starter troubles! 

@ easy to handle Single-Pin lamps! 

@ light in two steps almost instantly! 


* Trademark 
**U.S. & Can. Pats. Pend. 
Trademark Registered 











YOU EXPECT THE BEST VALUE FROM G-E FLUORESCENT LATS 


RATED mI ‘UNITS OF LIGHT : | (’poulars 
HOURS ~ t + > - + ' . i + o + - 


' 








~ VA wale ft asys Li. e 
mene i 
Sie. / j ie \V \ nt 
LIGHT OUTPUT) PRICE 
i 38.3% DOWN 58.9% 








Today you don’t have to pay more than $1.15 for the fin- 

est fluorescent lamp made: General Electric. Sixteen years 

16 times more value for ago it would have cost you $2.80 or $1.65 more. And while 
price has been going down, we've been pushing quality up 

General Electric has upped light output 38%, increased 


your fluorescent lamp lamp life 400% 


In terms of what you really judge lamps by. a General 
) y juUcs 


dollar than in 1939 Electric 40-watt fluorescent lamp that lists at $1.15 today 


is a 16-times bigger value than it was in 1939. 


For further information, contact your G-E lamp supplier 
or write to Lamp Division, General Electric, Department 
166-ES-1, Cleveland 12, Ohio 


Progress /s Our Most /mportant Product 


GENERAL @® ELECTRIC 
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by L. H. Houck 


Electric hammers, which are available in sizes ranging from '2-inch to two- 
inch are especially handy as time-savers in drilling holes in hard surfaces. 


Tool up for bigger profits 


@ WHENEVER A MANUFACTURER be- 
gins making a new product, his 
first and chief consideration is how 
the operation is to be tooled be- 
cause jt is the use of tools and the 
methods employed which deter- 
mines the profit. In the competitive 
market, the alert manufacturer 
who tools better makes more profit. 

During the day-to-day task of 
manufacturing, design engineers, 
time-study experts and others, 
work around the clock to improve 
the manufacturing process by in- 
stalling new tools, developing spe- 
cial purpose equipment, discover- 
ing new methods for old tools along 
with programs for rearrangement 
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of equipment and re-education of 
personnel. 


Tools as profit gauges 


The electrical contractor can no 
more afford to trudge the same old 
road than the auto manufacturer 
and the more expertly his busi- 
ness is operated and tooled, or 
equipped for the job, the more 
chance he has for profit. If he 
views his operation from _ the 
manufacturing angle which re- 
duced to the lowest common de- 
nominator is merely asking “Is 
there a better way to do this?” he 
will quickly see countless oppor- 
tunities to improve his operation. 


Every improvement in operation 
will save time or money and add 
to convenience. Study ancient bot- 
tlenecks and write down com- 
plaints from personnel for a week 
or two and then study the list for 
opportunities. A constant stirring 
of the brew that makes your op- 
eration tick will give it freshness 
and qnicken the interest of per- 
sonnel 

People always like to do business 
with a firm that is alert, progres- 
sive and interesting, and likewise 
people like to work for such a firm. 
A small labor turnover is always 
an asset. But down in their hearts 
every human being hates change 
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and fights progress so a great many 
of your improvements will have to 
be sold to your employees and cus- 
tomers. 


Planning ahead 


The starting point in setting 
sights on a profit for this year, is 
to tool up now. At least 99 per cent 
of contractors will rise up and say: 
“Tool up? I’ve been tooled up for 
years.” 

But the facts are, based on a 
eareful survey of large numbers 
of contractors in many states, plus 
additional spot checks, that few 
contractors are using enough of the 
most modern tools, and that the 
annual purchase of new tools by 
electrical contractors is substan- 
tially lower than it should be 


Tools as time-savers 


One common example. On a new 
residential construction job recent- 
ly, the electrician was driving a 
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The old wood chisel method of cutting baseboards for outlet boxes has been 
outmoded by the portable electric jig saw which cuts the time in half. 


hole through a concrete foundation 
with a hammer and a star drill 
while at the same time another 
firm was installing a metal awning 
on a brick wall over the front door 
and was using an electric hammer 
drill. He drilled more than a dozen 
holes, put up his awning and was 
gone before the electrician was 
through the wall. 


Study operating instructions 


Some contractors would say to 
substitute common labor for such 
drilling is the answer, but the solu- 
tion is to “tool up” and drill the 
hole in seconds and minutes in- 
stead of hours. A man can use an 
electric drill and a carbide tipped 
core drill and make eight inches 
per minute in concrete 

One of the main troubles with 
modern tools is the fact that too 
often the users throw away direc- 
tions with the box. For instance 
you might say offhand that every- 
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body knows how to drill with an 
electric drill and a carbide-tipped 
bit. Electric contractors have used 
such drills, particularly the core 
type to which extensions can be 
added to drill any depth required, 
to drill as much as eight feet 
through concrete and steel in re- 
modeling jobs 

Yet on a large job recently an 
drilling a hole 
through a concrete floor. He com- 
mented that the drill was not cut- 
ting. His boss, the contractor, asked 
to see the drill. It was a carbide 
tipped core drill costing about $10 
He was riding the bit in the hole 
with medium push. The contractor 
got a two by four and rigged up 
some leverage and put the bit in 
the hole and pushed until the drill 
would just turn and drilled the 
hole in less than 3 minutes 

Expensive carbide tipped drills 
can be ruined in a few minutes by 
just idling them in the hole because 


electrician was 
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the heat damages the bond of the 
carbide tip to the high-speed steel. 
Extreme pressure is to be used 
when cutting and when it is not 
cutting, it should be removed from 
the hole. 

Many electrical distributors have 
made invaluable contributions to 
tool knowledge by sponsoring 
schools set up by manufacturers to 
educate in the use and prevent the 
mis-use of tools. 

Here are some particulars about 
tools. Many of them are already 
widely used in the electrical in- 
dustry and others are not. You 
can’t fit the tools to your work un- 
less you study their specifications. 


Electric hammers 


The portable electric hammer is 
a completely self-contained tool 
with positive motor drive operating 
off 115 or 225-volt lines. It de- 
velops a hammer action by oscillat- 
ing a weight and spring assembly 
and has a definite “follow-through” 
stroke. 

Such hammers are widely used 
to drill and channel in concrete, 
stone or brick. They can be used 
as vibrators of concrete; they 
gouge and chisel. They are rated 
by the size hole they make and 
start at. %-inch size and run up to 
two inches, with possibly some 
larger ones. The efficient range of 
the %-size is listed as 4% to %-inch, 
but it will handle a hole up to 1% 
inches in an emergency. 

Most tools used with the ham- 
mers are operated with rotating 
handles so they may be turned 
similar to using a star drill with a 
hammer. There is a wide variety 
of tools which may be used: bull- 
point for demolition drilling, con- 
crete slotting, scaling chisels, cold 
chisels for chipping, edging and 
channeling, flat wood chisels for 
wood gouging and shaping. 

Tool blanks are also available 
which may be shaped to suit your 
own special purposes. 


Types of saws 


The motorized portable jig saw 
is commonly used in lumber yards, 
sash shops, and planing mills. It 
makes curved, straight, or irregu- 
lar cuts in wood, metal, plastics, 
composition boards, and fits in the 
palm of your hand. In remodeling 
jobs there is nothing faster for 
cutting out holes in baseboards or 
walls for new outlets. Various 
types of blades are available de- 
signed for most efficient cutting, 
such as non-ferrous cutting metal 
blade for brass and copper and the 


ferrous metal blade for cutting 
sheet iron, tin and plastics. 

The modern portable wood saw 
is a carpenter’s special tool but the 
electrical contractor who does re- 
modeling will hardly want to be 
without one if properly equipped 
for his work. For all kinds of cut- 
ting encountered in remodeling 
jobs, use a carbide tipped saw 
blade. A special flooring blade is 
made for sawing through nails and 
working in reclaimed lumber. The 
saw can be equipped with an 
abrasive disk for cutting and slot- 
ting ceramics, slate, marble, tile, 
transite and thin, non-ferrous 
metals. A taper-ground friction 
blade is made for sawing corru- 
gated galvanized sheets. 


Use of hole saws 


Most contractors use knock-out 
punches up to 1% inches. After 
that the hole saw is probably the 
best answer for plaster, plyboard 
walls and other places where the 
knock-out punch would not be 
usable. 

The hole saw will cut a clean 
round hole in any material that a 
hack saw will cut. They cannot 


be conveniently resharpened and 


should be considered as expendable 


as a hacksaw blade. They may be 
used with any drill or spindle with 
the proper chuck and they come 
in three types: coarse-tooth tung- 
sten steel for wood, fiber, bakelite, 
cast iron and all thick coarse mate- 
rials; fine-tooth tungsten steel for 
sheet metal, steel, porcelain and 
all thin or sheet materials and high 
speed steel for hard alloys and 
production work. 

Hole saws are made for all con- 
duit sizes as well as in other sizes 
and are widely used by contractors. 
Maximum size is a four-inch 
diameter circle and special depth 
saws are available for home insu- 
lation and other uses, such as in 
rewiring jobs. 

Each hole saw requires a suitable 
mandrel with a pilot drill but sev- 
eral sizes of saws can be used on 
one mandrel. Most cut %-inch deep 
but special depths may be had up 
to three inches 


Electric drill attachments 


No contractor is without several 
electric drills but not all have 
(Continued on page 137) 


An accessory to the electric hammer is the turning handle, which makes the 


hammer similar in use to a star drill. 


ELECTRICAL SOUTH for JANUARY, 1955 





What the future appliance market 


means to the electrical industry 


@ ONE OF THE HEALTHIEST things 
about our electrical business is that 
the prosperity of one segment is 
almost always reflected throughout 
the entire industry. The appliance 
people are very optimistic. They 
have every right to be. And the 
expanding market they so con- 
fidently expect has great signifi- 
cance for us in the apparatus busi- 
ness, also. Every appliance sold 
adds to the need for turbine- 
generators, wire and cable, line 
material, guys, studs, poles, power 
and distribution transformers, 
motors, control, and meters. Yes, 
the future appliance market has a 
great deal of significance for, and 
offers tremendous opportunity to, 
every NEMA member. 


Eight new appliances 


It has been reported that the 
industry expects to produce and 
sell 428 million new appliances in 
the next five years. Of course, this 
total figure of 428 million does not 
imply all new load. Some of these 
new appliances are for the re- 
placement market. 

But market researchers tell us 
that there will be at least eight 
new appliances in every home in 
the country in the next five years 
Imagine, if you can, what this 
means in terms of increased resi- 
dential load. 

We predict the manufacture of 
428 million new appliances. En- 
vision, if you will, the quantities 
of electrical energy needed to 
produce them. And that’s only 
part of the incremental industrial 
load. What about appliance com- 
ponents? Take motors, for example 
To meet the demand for fractional 
horsepower motors to power appli- 


This article is adapted from a talk 
by Mr. O’Brien at the Annual Meeting 
of the National Electrical Manufacturers’ 
Association, recently, in Atlantic City. 


ances, we must produce 150 million 
units, or three motors every sec- 
ond, for the next five years. Think 
of the electrical energy needed to 
manufacture them 

To serve this increased 
dential and industrial load, the 
electric utlities must buy more and 
more generation, transmission, dis- 
tribution, and 
ment 

That’s the kind of profitable 
chain-reaction set off by prosperity 
in any segment of the electrical 
industry. It’s good business, and 
to paraphrase a song by Irving 
Berlin, “There’s no business like 
good business!” 

What does this mean to the 
capital goods producer in the next 
five years? How many more kilo- 
watts of connected load? How 
much new electrical equipment 
and apparatus must we produce to 
serve this load increase? What is 
the opportunity in equipment sales 
dollars? 


resi- 


measuring equip- 


20 million kw new load 


Let’s look at the increased load 
these 428 million 
new appliances. Planning experts 
tell us the appliance load will be 
boosted an additional 20 million 
kilowatts by 1959 

Next, let’s consider the number 
of new apparatus and equipment 
units which will be needed in the 
next five years to take care of this 
increased appliance load. We have 
established that this new apparatus 
and equipment market is 
contingent on the sale of 428 mil- 
lion new appliances. 

While power generation facili- 
ties are expanding, and will con- 
tinue to grow, surveys show that 
utilities must purchase new equip- 
ment at an even faster rate, if 
they are to serve the expected load 

To illustrate this point, we could 
break the 428 million new appli- 


occasioned by 


sales 
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by W. V. O’Brien 


Vice-President and Gen. Mar. 
Apporatus Sales Division 
General Electric Co. 


ance down into 17 million new 
refrigerators, 4% million new 
dryers, 9 million new 
million new 
television sets, 35 million electric 


ranges, 20 
toasters, 35 million 


clocks, and so on 

This, however, would give u 
only statistic Nothing is as dry 
as statistics, so let’s e cape thi 
mathematical desert by drama 
tizing the new appliance load in 
terms of apparatus 
supply it with power 

We'll consider just one type of 
appliance at a time, the new total 
the num- 
needed to 
look first 


many millions 


required to 


load it requires, then li 
ber of apparatus: unit 
keep it on the line. Let 
at toasters. Of the 
of new toasters sold in the next 
five year, over 4 million will be 
added to the existing load 

If you lined them up all together 
into one, long chromium column 
these toaste! would reach from 
Atlantic City all the way out to 
Ft. Wayne, Indiana. When these 
toasters are on the line at break- 
fast, they’d toast a loaf of bread 
slices that would extend 380 miles 

To supply power to operate these 
toasters, the equivalent of 2,400 
25-kva_ distribution 
will have to be produced, sold, and 
installed, together with 
million dollars worth of genera- 
tion and transmission apparatus 
And remember that 
alone 


transforme! 


several 


toasters, 


4,000,000 new dryers 
Now, let's 
appliance. Over four million new 
clothes dryers will be added to 
(Continued on page 136) 


consider a majo! 
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Automation through electronics 





@ CERTAIN INDUSTRIES are more 
conducive to automation through 
electronics than are others, but 
nearly every industrial plant has 
some operations which can be per- 
formed better or more economical- 
ly by harnessing photoelectric 
components to existing equipment. 
In some instances slight changes 
in existing equipment will permit 
the application of electronic control 
devices so that important opera- 
tions can be placed on an entirely 
automatic basis. 

The textile industry has many 
applications where photoelectric 
controls can be applied advan- 
tageously. The following items de- 
scribe a few such applications. In 
addition, there are many applica- 
tions which can be used advan- 
tageously in textile mills as well 
as in other types of industrial 
plants, such as automatic door 
openers, smoke indicator, tension 
and speed control, etc. 


Automatic bag stacking 


After bags are manufactured, 
they are arranged for bundling in 
piles of a predetermined number. 
Previqusly, the counting equip- 
ment was actuated by a lever arm 
triggered by the passing bag. This 
lever arm operated a ratchet wheel 
which counted the bags by the 
number of teeth in its periphery. 
When the wheel had made a com- 
plete revolution, it tripped an- 
other arm which actuated a one- 
revolution clutch. When the clutch 
engaged, it moved the conveyor 
with the counted stack of bags a 
predetermined distance thus mak- 
ing room for another stack. 

The lever arm sometimes fouled 
the bag, as some force was required 
to operate the ratchet. The asso- 
ciated mechanical linkages re- 
quired extensive maintenance. Ir- 
regularities in the count required 
extra operator labor to recount 
bags. 

The bag-operated lever arm was 
replaced by a photoelectric control. 
The ratchet wheel was replaced 
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Part 2 


by Robert J. Wilson, Sales Engineer 
Photoswitch, Inc., Cambridge, Mass. 





























Edge of bag on feeder conveyor breaks beam of light to phototube, causing 
fork to rotate 90 degrees tossing bag on racking conveyor. A counter mech- 
anism starts racking conveyor when proper number is stacked. 


with an electric predetermined 
counter. The one-revolution clutch 
and associated linkage were dis- 
carded and replaced by an elec- 
tronic timer operating an electric 
motor which drives the “carry- 
away” conveyor. An air cylinder- 
actuated fork was mounted just 
below the delivery end of the feed 
conveyor. 

On delivery of a bag, the fork 
is rotated by the air cylinder 
through an arc of 90° to deposit 
the bag on the top of the stack be- 
ing built up on a second conveyor. 
The photoelectric control beam is 
aimed betwen the tines of the fork, 
and out of the traveling path of the 
fork and bag. 

The photoelectric control beam is 
so located that it-will be inter- 
rupted by the overhang of a bag 
as it leaves the feed conveyor. It 
operates both the air cylinder- 
actuated fork and the predeter- 
mined counter. 

The inspector places the bag on 
the feed conveyor. The bag travels 
to the end of the conveyor and the 
leading edge travels practically 
straight down as the bag passes off 


the end of this conveyor. When the 
leading edge of the bag breaks the 
photoelectric control beam, the 
photoelectric control operates a 
solenoid valve and the fork rotates 
through a 90° arc, throwing the 
bag onto the “carry-away” 
veyor stack 


con- 
The bag then passes 
out of the light beam, causing the 
photoelectric control to reverse the 
solenoid valve and the air cylinder 
to raise the fork 

When the predetermined counter 
reaches the required bag count for 
a stack, it closes a circuit and trig- 
gers the electronic timer which 
closes the starting contacts for the 
“earry-away” drive motor. The 
timer contacts remain closed for a 
pre-set interval, and the “carry- 
away” conveyor moves a fixed 
distance and stops. This moves the 
stack of bags out of the stacking 
position before the next bag is de- 
livered by the stacker, thus clear- 
ing the space for building a new 
pile 

An additional feature is an elec- 
tric totalizing counter which com- 
putes the output of bundles di- 
rectly 
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Gap between pillow cases connected by threads sets shearing knife in opera- 
tion to cut threads. Process was formerly done with hand shears. 
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Beam of light directed across pressure rolls at the nip where the two rolls 
meet protect operating personnel from this dangerous hazard. 


Considerable benefit resulted 
from the increased production, the 
elimination of the necessity for re- 
counting and manual packing as 
well as the elimination of the cost 
of maintaining the troublesome 
mechanical linkages. 


Textile cutting operation 


A textile manufacturer needed 
an automatic device to cut the con- 


necting threads between pillow 


cases as they pass on a continuous 
conveyor line. The work, tradi- 
tionally done by manual shears, 
was slow, tedious and inefficient. 
Automatic shearing is now done 
with a photoelectric contro! and an 
electronic timer used in conjunc- 
tion with a solenoid-operated re- 
ciprocating knife. The photoelectric 
control is installed so as to observe 
the continuous chain of pillow 
cases below it on the conveyor. As 
long as the contro] beam is inter- 


ELECTRICAL SOUTH for JANUARY, 1955 


rupted by a pillow case, the knife 
remains inoperative. Whenever the 
control beam is restored by a gap 
between pillow cases, the control 
and timer relay completes the cir- 
cuit of the solenoid-operated knife. 
The knife then cuts the chaining 
thread. Operation of the photo- 
electric relay also operates the 
electronic timer. At the end of the 
short time interval, the timer opens 
the knife solenoid circuit to retract 
the knife before the next pillow 
case breaks the control beam. 


Machinery safeguard 


A textile manufacturer uses a 
fabric-dyeing machine which feeds 
the fabric through two sets of 
giant pressure rolls as the fabric 
comes out of the dye bath. Tons of 
pressure are applied to these rolls 
in order to squeeze the dye into the 
fibers. The operation is highly dan- 
gerous to the operator and requires 
the most reliable safeguard. 

A photoelectric machinery safe- 
guard was selected as the most 
foolproof solution to this problem. 

The photoelectric control beam is 
projected across the 12-foot width 
of the pressure rolls at the nip 
where the two rolls meet. Every 
inch of the danger area is moni- 
tored. Thus, any part of an op- 
erator’s body or any other object 
coming within the danger area of 
the nip will break the control 
beam. If the control beam is 
broken, photoelectric relay action 
immediately stops the drive motor 
and at the same time operates the 
air cylinder solenoid vaive, releas- 
ing the tons of pressure and open- 
ing the rolls 

The photoelectric control was 
designed so that if power should 
fail or tubes need replacement, the 
machine drive stops and the rolls 
separate. 


Cloth level indicator 


A textile finishing mill had the 
problem of indicating high and low 
levels of the fabric in a “Jay Box.” 
The “J-shaped container is used 
to store wet cloth between steps in 
the continuous finishing process. 
Cloth is fed into the open end at 
the top of the vertical section and 
removed from an opening at the 
end of the curved section. If the 
process for which the cloth is be- 
ing removed slows down or stops, 
the feed into the “Jay Box” must 
be controlled so that the “Jay Box’”’ 
does not overflow. 
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Electronic level controls have 
provided a simple, reliable solu- 
tion to this control problem. The 
“Jay Box” is equipped with two 
sets of level controls with flat- 
faced probes. The upper probe is 
located near the top of the “Jay 
Box” to indicate high level. The 
lower probe is located near the 
bottom of the “Jay Box” for low- 
level indication and feed control. 

Initially the wet cloth is fed into 
the “Jay Box” at a constant rate 
until it contacts the upper probe. 
The high-level indicating light 
then comes on to indicate that the 
“Jay Box” is filled with wet cloth. 
The feed is shut off until the cloth 
level drops to the low-level probe. 
When the cloth reaches the low- 
level probe position the low-level 
indicating lamp is turned on and 
the feed started. This cycling con- 
tinues in accordance with the speed 
at which stored material is re- 
moved for later stages of the tex- 
tile finishing process. 

This simple, inexpensive instal- 
lation requires no maintenance and 
eliminates cloth damage due to 
spilling or tearing. 


Edge position control 


In textile finishing plants, the 
cloth is usually guided as it runs 
through processing baths and 
driers. As it comes from feed roll- 
ers, tenter hooks engage its edges. 
It is important that these hooks 
stretch the cloth to prevent shrink- 
age. To accomplish this, the tenter 
guides, along which these hooks 
move, are made to travel in and 
out by reversible motors. 

The first attempts to control 
these tenter guides made use of 
light hinged feelers which con- 
tacted the edge of the cloth and 
operated electrical contacts which 
controlled the tenter guide motors, 
moving the tenter guides in and 
out. Light mesh or cloth is very 
delicate especially when wet. The 
feelers pressing against the edge 
of this cloth cause it to wrinkle 
before sufficient force can be 
exerted on the feelers to actuate 
the tenter guide control. 

This undesirable wrinkling of 
the cloth was eliminated by the 
use of photoelectric controls to 
Operate the tenter guides. In this 
application four compact sets of 
photoelectric controls are used for 
each installation. Two of the con- 
trols are required to govern the 
inward and outward motion of 
each tenter guide..One set of pho- 
toelectric controls is mounted so 
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Two probes on this textile “Jay Box” function to cycle the flow of cloth into 
the box proportional to its feeding out of the box to next process. 





DUAL PHOTOELECTRIC 
CONTROLS 





GUIDES = OUTER LIMIT 
Fs 


NEUTRAL ZONE 








Photoelectric controls shown here replace mechanical “feelers” formerly 
used to control edge position of cloth as it emerges from processing. 


that it is normally outside the edge 
of the web, and as a consequence 
this light beam is normally not 
broken. The other set of photoelec- 
tric controls is mounted so that its 
light beam will be normally inter- 
rupted by the edge of the web. 
The space between each pair of 
photoelectric controls determines 
the neutral zone. Accuracy is in- 
creased by using light beams of 
small diameter. Each pair of con- 
trols is mounted on the tenter 
guide frame which it controls. 


How control operates 


If either of the controls, which 
have their light beams normally 
completed, has its light beam 


broken by the edge of the web, 
the control equipment operates 
moving the tenter guide outwards 
to re-establish the light beam and 
restore the normal relationship be- 
tween the edge of the web and the 
tenter guide frame. If either of the 
units whose beams are normally 
interrupted by the edges of the 
web has its light beam completed 
due to the edge of the web mov- 
ing inward, the control equipment 
operates moving the tenter guide 
inward so that it once again cuts 
the light beam with the edge of the 
web. Thus, the tenter guide frames 
follow the contours of the edges 
of the web without the necessity of 
(Continued on page 134) 
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ART METAL 


makes your wiring 


EASIER od 
| FASTER 


The Binary Plaster Frame of Art 
Metal units has complete 
installation equipment including 
attached junction box, wire, 
Greenfield and two mounting rails. 


Cages ee oe Art Metal recessed lens box housings 


Metal pre-wired plaster frameand a 
lens boxes are found in Bulletin are easily installed as the job 

oe We er wn nears completion. Vertical slotted 
this bulletin it'll show you 

how to save installation time and mounting holes provide adjustment 


money on your next job! 


for ceiling thickness from ' 3” to 2”, 


ART METAL ou. 


CLEVELAND 3,0HIG 
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The latest achievement in fluorescent street lighting 
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FACTS about the new Westinghouse 
fluorescent street lighting luminaire 


FACT: Top efficiency--The new 4-FSL-72 fluorescent luminaire has a large one-piece 
reflector and offset lamp arrangement. No physical obstructions interfere with 
light distribution. 


FACT: Day and night eye appeal—The smooth fiber glass hood and clear plastic cover 
blend to produce a clean silhouette by day and a comfortable light source at night. 


FACT: Easily maintained—Cover opens from either side by releasing 3 spring tension 
latches permitting speedy relamping and cleaning. Sponge neoprene gasket seals out 
bugs and moisture. Cover can be easily replaced in frame by removing 4 screws— 
slide out old cover —slide in new—without further adjustment. 


FACT: Extremely durable—rugged fiber glass hood does not require paint. Extruded 
methylmethacrylate cover will not craze or discolor. Wiring is by duplex circuit so 
when a lamp fails, only one lamp in a reflector goes out. 
4-FSL-72 can be mounted horizontally or at any angle between 20° and 30° for 
different light distribution patterns. 
For more FACTS see The Man With The Facts—your Westinghouse representative: 
J-04364 


you can BE SURE... i¢ 115 


Westinghouse 


This exciting new look in street For all the benefits of fluorescent light- 
lighting is an attractive addition ing—ask about the new 2-FU-72 for 
to any community. tunnels and underpasses. 
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LOAD AND CIRCUIT CHART FOR HOME WIRING 


Kennecott Copper Corporation is making available 
to the trade copies of this 20 by 28-inch chart outlin- 
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ing appliance loads used in the home and the circuit? 
requirements necessary to assure proper operation.: 


Inadequate wiring situation must be remedied 


@ THE AMERICAN HOUSEHOLD, ap- 
pliance-rich and wiring-poor, lit- 
erally hasn’t a spare circuit in 80 
per cent of the houses existing 
today on which to hang even one 
more piece of electrical equipment 
with any assurance that it will 
operate at top efficiency. 


Relation to appliances 


Representatives of the National 
Adequate Wiring Bureau, attend- 
ing the annual meeting of the Na- 
tional Electrical Manufacturers As- 
sociation, said recently that lack of 
basic consumer knowledge of what 
an adequate home wiring system is 
has seriously slowed the expansion 
of the appliance market. It is also 
short-changing home owners where 


28 


performance efficiency of their 
electrical furnishings is concerned. 
A prediction of an average of 
$5,000 worth of electrical equip- 
ment installed in most homes with- 
in another decade has focused the 
spotlight of industry this year as 
never before on John Doe’s elec- 
trical blackouts and meager cir- 
cuit system. Industry observers 
point out that power suppliers have 
increased their generating capaci- 
ty, manufacturers wracked their 
collective engineering brains over 
new and wondrously improved 
products, but Mr. Doe has gone 
right on with precariously-patched 
home wiring of an earlier day. 
The public should understand, 
according to electrical engineers, 


that there is a critical need for 
increase in: The size of the wires 
leading into the house from the 
power supplier’s service drop; the 
size and rating of the distribution 
panel; the number of branch cir- 
cuits and their wire size. These are 
usually both too few and too small 


Situation crisis 


The situation, steadily worsen- 
ing from year to year, reached a 
crisis during the summer, the Na- 
tional Adequate Wiring Bureau 
says. This was the period when 
room air conditioning units by the 
thousands backed up on dealers’ 
shelves because most homes were 
over-applianced for their under- 

(Continued on page 134) 
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~ NEW..TRUMBULL ti: 


; 


ie a 


Tu COMMON-TRIP 
-GIRCUIT BREAKER 


FOR PANELBOARDS 
AND LOAD CENTERS 


The only Two-Inch, Com- 
mon Trip, Plug-in Breaker 
with Quick-Make, Quick- 
Break Action, Thermal- 
Magnetic Trip, and Trip- 
indiceting handles. 


Fits any load center or panel- 
board designed to take single- 
pole Type TQL or Type R 
Breakers. 








Underwriters’ Laboratories listed — meets rigid 
local code requirements for common-trip breakers 
— additional safety because current is interrupted 
on both poles if either is overloaded or shorted. 
Mechanically rugged, faster arc-quenching for 
longer life and plug-in installation. 

The new Trumbull TQL double-pole breaker is 
available now from your Trumbull wholesaler’s 
stock. See him, or write for descriptive literature. 
General Electric Company, Trumbull Components 
Department, 49-68 Woodford Avenue, Plainville, 


Connecticut. 








FEATURES: 

* 120/240 V-AC, * Trip-Indicating 

10-50 Amperes and Trip-Free 
* Thermal-Magnetic * Interrupting Capa- 

Trip city 5000 Amperes 
® Quick-Make, * Consistently Cooler 

Quick-Break Operation 

© Plug-in Installation 


TYPICAL APPLICATIONS: 


RESIDENTIAL: Main, range, water heaters dryers, 
air conditioners, attic fans, work shops 


INDUSTRIAL: Pumps, fans, blowers, heating equip- 
ment, motors, power outiets 





Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 
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MAGNETIC STARTING SWITCHES & STARTING BUTTONS 
110 VOLT ~ ACROSS LINE (1-2-3 PHASE) 


LABOR COST INSTALLED BACH AT FOLLOWING RATES 
$1. $2. $2. 


7.53 9.68 11.63 
9.93 12. 15.13 
11.20 14.40 17-69 
12.068 15.53 18.98 
13.48 ° 17. ° 21.18 
15.93 . 20. 25.03 











220 VOLT "ACROSS THE LINE" 1-2-3 PHASE 
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INCLUDES INSTALLATION AND ALL CONNECTING, MOUNTED. ON WOOD. 
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CABLE NON-METALIC SHEATHED 
FARM BUILDINGS OR GARAGES 


LABOR COST PER FT. INSTALLED AT FOLLOWIKG RATES 


$2.00 | $2.2 r -00 | $3.2 $3.50 | $3.75 
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LABOR: INCLUDES DRILLING, CUTTING, INSTALIATICN, STRAPPING AND CONNECTING TO BOXES, TIME FOR BOXING 
OR RUNNING STRIPS. NO TAPS) 
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by Estimating Handbooks Associates, DeKalb, Illinois. Copyright 1953 by Geo. L. Sherlock. 











th miller Store Lights 


DESIGNED FOR MODERN SHOPPING 


Tap the 2 billion dollar store lighting market! 


Miller's new simplified line of store lighting fixtures opens 
new opportunities for more sales—on every business 
street in every city and town. 


New Miller Store Lights—designed 
specifically to meet store owners’ 
needs—a simplified line, three 
fixture types for use with the newest 
lamp ... Rapid Start, thot take care 
of most store lighting needs—a 
packaged line—everything you 
need—all in one package—ready 
for installation... saves time and 
effort. 








Let the new MILLER Store Lights help you to tie in with the 
nation wide sales programs of NECA and NEMA—to develop 
a big volume of profitable business—NOW! 


tHE miller COMPANY 


GENERAL OFFICES, MERIDEN, CONN. 
Factories: Utice, Ohio—Meriden, Conn. in Conede: Curtis Lighting of Coneda lid. Toronto 
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UNDERGROUND CABLE (NON-METALLIC) 
ONE CONDUCTOR 





LABOR, COST INSTALLED PER FT. AT FOLLOWING RATES 

| $1.75 || $2.00 | $2.25 | $2.50 | $2.75 | $3.00 | $3.25 
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INCLUDES INSTALLATION, (NO EXCAVATING OR TAPS) (SEE EXCAVATING AND BACKFILLING) 
AND CONNECTING TO BOXES. 
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LABOR: INCLUDES INSTALIATION AND CONNECTING TO BOXES (HO EXCAVATING OR TAPS) 
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electric 


dryer 


cord sets / i 


In great demand now! Series #5533, X 
utilizing a new molded-on rubber plug 
which is equipped with “L” shaped ground- 
ing blades. Used primarily for application to 10/3 S cord or type 





SR range cable. Rated at 30 amperes, 250 volts. Approved by 


Underwriters’ Laboratories. Each unit individually packed in o 


carton that serves as ao shipping container. heavy 
y] ; 


For HOME, OFFICE and FACTORY use 



















electric 
range cord sets 


Push these rugged service units! CAT. NO. LENGTH CORD TYPE 


Husky black rubber cords in 3543 15 ft. 18/2 16/308) 

standard lengths; integral 3544 25 tt. 18/2 16/308) 

+, 4, 5 and 6M., type SR rubber covered cange exble. Tue molded-on components. Female 3545 50 ft, 18/2 16/308) 
*6 and one *8 conductors for 50 amp.—or two *8 and one #10 connector has double contact 3546 25 ft. 16/2 26/30SJ) 


conductors for 5 amp. service. CORNISH #500 molded-on rubber blades, insuring perfect connec- aed ms 4 vf 26/308) 
plug vulcanized to cable for long time woter-repelient security. tion. Moisture-proof . . . strain- ; 6/2 26/2008 
Equipped with suitable terminals and metal strain relief. U-L proof Kees Real GLUTTONS for Individually cartoned—Packed 20 
listed and approved for service ot 250 volts. Individually pack PUNISHMENT! to Standard Shipping Package 


oged in o carton that serves as ao shipping container. 


U-L Approved f replacement cord sets 


for Lamps, Radios, Small Appliances 





6-, 8- and 10-ft., 18/2 type SP-1 brown cord, with molded 
on plastic plug. Appliance end stripped %”,. Hanked, with 

QUAUTY -controlied .' ies UL Green Cord Set iabe!l opplied 
wires that you KNOW ; 
will stand the gaff — P 
on attractive spools in 6-, 10- and 20-ft., 18/2 type SV black cord, with molded-on 


. : ‘ ‘ ‘ plug. Applionce end jocket removed 2”; conductors stripped 
convenient lengths tor fast ond pro . 1”. Hanked, with UL Green Cord Set lobe! applied 


itable over-the-counter-sales 









for Vacuum Cleaners, Smaii Tools, Mixers, efc. 


for Trouble Lights, Smal! Motors, Tools, etc. 


6-, 10- and 20-ft., 18/2 16/30 SJ black cord with molded-on 


Also Neoprene-jacketed cords : plug at one end. Appliance end jacket removed 2”; conductors 
(types SVO, $JO and ite), stripped 1”. Hanked, with UL Green Cord Set label applied 
resistant to oil, heat and light ij ALSO Replacement units for Electric Irons and other Home and Office appliances 


New York 7, N. Y. 


BRIDGEPORT @CHARLOTTE @CHICAGO @CINCGCINNAT! CLEVELANT 

I@DALLAS DENVER DETROIT KANSAS CITY @LOS ANGELES @MINNEAPOLIS @PHILADELPH IA 
PITTSBURGH @ROCHESTER @ST. LOUIS @SAN FRANCISCO @SEATILE 

@ Stock corr 
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Here are the facts about Triangle’s Hor 


Triangle Hot-Dip Galvanized Rigid Steel Conduit is produced from choice sections 
of the highest grade ingots. This insures a perfect base for proper bonding of the zinc. 
Every length is thoroughly scoured and pickled in acid, leaving the pipe perfectly clean 
before the application of the protective zinc coating. 


When perfectly clean, the conduit is immersed in a bath of molten zinc, coating the 
interior as well as the exterior with a solid, unbroken layer of virgin zinc (99.9°/ pure). 
The hot-dip process results in an alloying action that bonds the heavy, pure zinc 
coating to the pipe. As added protection against corrosion, the 
conduit is submerged in special formula lacquer, then 
baked, giving the conduit a smocth, even 
finish. 


Conforms to Federal Spec. — 


WWC-58 1b (Galvanized) Combination of 
galvanizing and 

lacquer makes the 

inside smooth, 

uniform and 

well protected. 





EVERY LENGTH OF CONDUIT 
iS IMMERSED IN A BATH OF 
MOLTEN ZINC — 99.9°% PURE 





HOT-DIP GALVANIZING IS 


UNIFORM NoT 700 THIN- 


Coatings that are too thin in even one 











spot, are likely to develop tiny pin-point 
holes through which corrosion can creep. 
There is no possibility of thin spots in zinc 





Every square inch of the conduit — inside 
and outside —is thoroughly and uniformly 
coated with pure zinc. Remember, be- 
cause of condensation, the inside of con- 
duit is just as subject to corrosion as the 
outside. That's why it’s important to spec- 
ify Triangle Conduit — protected inside 
and outside. 





applied by the Triangle hot-dip galva- 
nizing method. The thickness of the zinc 
coating is uniform — exactly the same 
from one end to the other. Hot-dip gal- 
vanized coating is two or three times as 
thick as other coatings. 





Dip Galrantzed Conduit, mY 














A clear lacquer 

is applied and 

baked on the 

conduit. Not 

only does 

Triangle apply 

the best pro- 

tective coating = 

~ (molten zinc) but Triangle also bakes « on 

If the coating on conduit is too thick, it an additional transparent lacquer of 

is subject to cracking and flaking when special formula. The application of this 

being bent. Careful controls keep the baked-on coating insures a permanently 

coating of Triangle Conduit at just the smooth interior (for easy pulling) and also 

right thickness — always. provides additional protection against 
Never foo thick — rust or corrosion. It also protects the 

never foo thin. conduit during shipment. 








TRIANGLE CONDUIT is Hot-Dip Galvanized- 


and TRIANGLE’S Hot-Dip Galvanizing has never been surpassed! 
A 


TRIANGLE CONDUIT & CABLE CO., INC. New Brunswick, N. J. 


Manufacturers of Arteries for Electricity, Liquids and Gases 





WIRE-* CABLE * CONDUIT © PLASTIC PIPE + BRASS AND COPPER TUBE 
Plants—New Brunswick, N. J.: Wire and Cable Plant, Rod Mill, Brass and 


- - 5 
. 
“A MUST Be Right! Copper Tube |Mill, Plastic Pipe Plant. Moundsville, W. Va.: Conduit Plant 
a 
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CONDUIT “IN SLAB" HOTELS AND OFFICES 
THINWALL 





LABOR COST INSTALLED PER FT. AT FOLLOWING RATES 
$2. 








7108 | :1 ; 
1335 | +1558 | . 
21515 | .1768 


| ated | 
| | | 
LABOR: INCLUDES INSTALLATION OF CONDUIT AND CONNECTING TO BOXES AND TYING. (NO WIRE OR TAPS). 
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CONDUIT"ON CONCRETE SLAB"WAREHOUSE 
THINWALL 





LABOR COST INSTALLED PER FT. AT FOLLOWING RATES 
$1.25 $1.50 $1.75 $2.00 $2.25 $2.50 | $2.75 | $3.00 | $3.25 $3.50 
2030 ° -0508 .055 ° " ° 08 . 
| toe; cae | con |: . "08 | loos | lien 
o4 .076 ° 2095 ° -114 123 








. te) . 
9658 ‘ -089 -102 . ° ‘ -153 165 
-0813'_—i«w -113 13 16 P a . 











099, 22 

an 14875 
21665. .185 
.1008~—. 2075 














INCIQDES INSTALIATION OF CONDUIT AND CONNECTING TO BOXES AND TYING. (NO WIRE OR TAPS) 


111 —Suygounysy 10214499)3 











a r 
Estimating tabulations published by special permission from “Blue Book of Electrical Estimating,’’ published 
by Estimating Handbooks Associates, DeKalb, Illinois. Copyright 1953 by Geo. L. Sherlock. 








Here’s What System Operators Say About 


Allis-Chalmers 
DISTRIBUTION REGULATORS... 


We increased revenue — and profits.” = 


Because they maintain correct voltage regardless of 
cause of voltage drop, Allis-Chalmers distribution reg- 
ulators assure system operators maximum profits from 
increased loads. Their narrow + 1 volt band over a 
20% range means that new appliances and machinery 
provide maximum service to the consumer — and 
maximum profits to the system. 


“We eliminated voltage complaints.’ 


Adding load may actually mean adding maintenance 
crews and equipment unless you assure proper voltage 
levels. Allis-Chalmers distribution regulators provide 
an exceptionally flexible solution to voltage problems 
— they can be used again and again — even after feed- 
ers have been rebuilt — because they are so easy and 
so economical to reinstall. 





We get practically 
trouble-free service.” 


> Ten years of operating experience has 
proved the economy and reliability of 
Allis-Chalmers distribution regulators. 

' The first installation was on a Wiscon- ~ 
sin rural system. Field operation has 
borne out the results of laboratory 
tests which showed that these rugged 
units can withstand millions of oper- 
ations, equivalent to decades of serv- 
ice with little or no maintenance. 


@ Get all the facts on how Allis-Chalmers distribution reg- 
ulators can increase revenue and profits, can improve cus- 
tomer satisfaction, and can eliminate problems caused by 
incorrect voltage. Call your nearest Allis-Chalmers district 
office or write Allis-Chalmers, Milwaukee 1, Wisconsin. 


ALLIS-CHALMERS ... 
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ELECTRICAL ASSOCIATION DIRECTORY FOR THE SOUTH AND SOUTHWEST 


Electric institute of W 
Hillis, Managing Director, 
Washington, BD: C. 

Electrical | House of Louisville, Inc. 
W. 0. Roach, retary-Treasurer, 731 W. 
Ormsby Ave., Louisville 


. William G. 
10th and €E Sts., 


Electrical Association of New Orieons. —. H 
or Secretary, 921 Union St., New Orleans, 


— Electrical Associction. J. Russel! Hop- 
kins, Secretary, c/o Central Electrical Supply 
Co., Sali : 

The Electric Association of Kansas City. John 
S. McDermott, my wre Merchandise 
Mart Bidg., Kansas City 8, 

St. Louis nati i ar Carl H 
Christine, Secretary-Manager, 1221 Locust St., 
St. Louis 3, Mo. 

Electric League of Chottanooge. Paul J. Mc- 
Millian, 3g kee and Market Sts., 
Chattanooga 2, 

Electrical otto My po "Merfoth. Cc. R. Hegamyer, 
+ ataama il aaa P. O. Box 605, Norfolk 1, 


Sioctstagt A jation of Rich 4d, C. F. Ben- 
nett, Executive Secretary, 205 West Grace 
St., Richmond 20, Va. 

Electric League of Charleston. Guilford C. 
Smith, Secretary-Treasurer, c/o Appalachian 
Electric Power Co., P. O. Box 1986, Charleston 
27, W. Va. 

Centrei West Virginie Electrical League, inc. 
J. R. Waters, Secretary, P. O. Box 1392, Fair- 
mont, W. Va. 





UTILITIES 


Southeastern Electric Exchange. John W. Talley, 
Managing Director, 303 Haas-Howell Bidg., 
Atlanta, Ga. 

The Marylond Utilities Association. Robert L. 
Smith, Secretary, Frederick, Md. 

Oklahoma Utilities Association. Kate A. Nib- 
lock, Secretary, Suite 2415, Okiahoma Biltmore 
Hotel, Oklahoma City 2, Okla. 

Public Utilities Association of the Virginics. 
R. W. McKinnon, Executive Secretary, 5 Frank- 
lin Rd., SW, Roanoke 11, Va 


WHOLESALERS 


nm Electrical Wholesalers Association. 
L. Tice, Executive Vice-President, P. O 
in 176, Ben Hill, Ga. 
Notional! Association of Electrical Distributors. 
Arthur W. Hooper, Executive Director, 290 
Madison Ave., New York 17, N 


REPRESENTATIVES 


Seutheastern Electrical Manufacturers Repre- 
sentatives Club. Frank P. Bell, Secretary-Treas- 
urer, 806 Peachtree St., NW, Atlanta 3, Ga 
Electrical Manufacturers Representatives Asso- 
ciation, Inc. W. N. Chenoweth, Secretary, P. O 
Box 75, Riderwood, Md. 


ctelcat MM fact ‘es tatis 


. P es of 
Virginia, Inc. C. F. Bennett, Secretory, 205 
West Grace St., Richmond 20, Va 





CONTRACTORS 


A 16, of Electrical Contract 


L. L. Dick, State Ma er, 620 Stovall Profes- 
sional Bidg., Tampo 2, Fila 


A latio lad. yp 








Electrical Contrac- 
tors. R. E. Neumann, Secretary, 704 Frenchmen 
St., ies teen 16, La. 

Electrical Controct A iati of Mary- 
lend. Chories L. Greer, Secretory-Treosurer, 
404 North High St., Baltimore, Md. 

Netione! Electrical Controct Association. 
Clint J. Harder, Secretory-Treasurer, 1200 18th 
St., NW, Washington 6, BD. C. 








NECA, 24.4 Chepter. Ernest W. Weir, 
Manager, P. O. Box 1781, Birmingham, Ala. 
NECA, Gulf Coast Chopter. Ernest E. Smith, 
Manager, 402 St. Michoel St., Box 1003, Mo- 

bile, Ala. 

NECA, Central Alabama Chapter. C. A. Dart, 
Manager, 212 Hunter Lane, Montgomery, Alia 
NECA, Arkenses C . Earl G. Fisk, Man- 
ager, 904 Center St., ee Rock, Ark. 
NECA, Washington, D Chapter. Horry W. 
Kellams, Manager, 910 Sih St., NW, Washing- 
ton 6, D. C. 

NECA, Atienta Chapter. George L. Peterson, 
Manager, 709-711 Peters Bidg., Atlanta, Ga. 
NECA, Southeastern Industria! Chapter. K. D 
White, 946 W. Peachtree St., NW, Atlanta, Ga. 
NECA, South Georgie C ier. R. A. Kobs, 
Manager, 3208 Hamilton Rd., Columbus, Ga. 
NECA, North Floride Chapter. W. S. Binckley, 
Manager, P. O. Box 3172, Jacksonville, Fila 
NECA, South Florida Chapter. Charies J. Powers, 
Manager, 2607 Flagler St., Miami 36, Fla 
NECA, Konses Chopter. Charlies W. Paige, Man- 
ager, 416 Central Bidg., Topeka, Kan 

NECA, Central Kentucky Choepter. Cloir W 
Stille, Manager, 137 Bassett Ave., Lexington 
27, Ky. 

NECA, Louisville Chapter. J. C. Snyder, Man- 
ager, 120 East Brandies St., Louisville 8, Ky 
NECA, Louisiana Chapter. George A. Seaman, 
Acting Manager, 1642 Convention St., Baton 
Rouge, La 

NECA, South Louisiana Chapter. Rudolph 
Viener, Jr., Manager, 831 St. Peter St., New 
Orleans 16, La 

NECA, North Louisiane Chapter. F. J. Evans, 
Manager, 753 Daizell St., P. O. Box 1210, 
Shreveport, Lo 

NECA, Maryland Chapter. Robert L. Higgins, 
Manager, American National Bidg., Room 305, 
204 North Liberty St., Baltimore 1, Md 

NECA, North Mississippi Chepter. Woodrow C 
Bryan, Manager, 4634 Cedarhurst Drive, Jack- 
son, Miss 

NECA, Greater Kansas City Chapter. 1. A 
Scheffer, Manager, 220! Grand Ave., Kansas 
City 8, Mo 

NECA, St. Louis Chapter. R. E. Vierheller, Man- 
ager, 611 Olive St., St. Louis 1, Mo. 


NECA, Carolinas Chapter. D. L. Casey, Man- 
ager, P. O. Box 4056, Charlotte 4, N. C 

NECA, Western Oklchoma Chapter. Tom M 
Rushing, Manager, 704% North Broadway, 
Oklahoma City 2, Okla 


NECA, East Okiachome Chapter. Horace Y 
Strader, Manager, 111 South Norfolk St., Tulsa 
Okla 


NECA, Choettanocoga Chapter. W. C. Harris, 
Manager, 402 Chattanooga Bank Bidg., Chat- 
tanooge 2, Tenn 


NECA, Knoxville Chapter. W. G. Hoffman, 312 
West Jackson Ave., Knoxville 24, Tenn. 


NECA, Memphis Chapter. Raymond Calhoun 
Manager, 215 Madison Ave., Memphis 3, Tenn 


NECA, Nashville Chapter. G. Poul Crowder 
Manager, 115 16th Ave., North, Nashville, 
Tenn 


NECA, Panhandle Chapter. John H. Burt, Man- 
ager, P. O. Box 2283, Amarillo, Tex. 


NECA, Central Texes Chapter. Tom Clawson, 
Manager, P. O. Box 881, Austin, Tex 


NECA, Texes Gulf Coast Chapter. Roy R. Hayes, 
Manager, P. O. Box 2049, Corpus Christi, Tex 
NECA, Northeast Texes Chapter. L. E. Martin 
Manager, 1923 McKinney Ave., Dallas 1, Tex 


NECA, El Paso Chapter. John E. Blaine, Man- 
ager, 310 San Francisco St., El Paso. Tex 


NECA, North Texes Chapter. C. E ann, Moan- 
ager, Westchester House, Apt 102. 554 South 
Summit, Fort Worth, Tex. 


NECA, Southeast Texes Chapter. Chaories Scho- 
7 Manager, 1100 Richmond Ave., Houston 
6, Tex 


NECA, East Texes Chapter. Horry L. Wren, 
Manager, P. O. Box 1226, Kilgore, Tex. 


NECA, West Texas-New Mexico Chapter. Ed- 
word Strout, Manager, 105 College Ave., P. O 
Box 121, Lubbock, Tex 

NECA, South Texes Chapter. Frank R. Stewart, 
Manager, 774 East Locust St., San Antonia 12, 
Tex 

NECA, Rio Grande Velley Chapter. R. N. Cum- 
mings, Manager, 607 West 4th St., Weslaco, 
Tex 

NECA, Virginia Chapter. Richard R 
Manager, 6916 Horsepen Rd., 
Va. 

NECA, West Virginic-Ohico Valley Chapter. 
James E. Swan, Manager, 5102 C St., South 
Charleston, W. Va 


Smouse 
Richmond 26 


INSPECTORS 


1AEl, Alabama Chepter. Hugh Roberts, Secre- 
tary-Treasurer, Alabama Power Co., 600 North 
18th St., Birmingham, Ala 

IAEl, Florida Chapter. R. H. Wellwood, Secre- 
tary-Treasurer, 2605 I!th Ave., NW, Braden- 
ton, Fla 

1AEl, Georgia Chapter. W. S. Smith, Jr., Secre- 
tory, 713 Broad St., Augusta, Ga 

1AEl, Kentucky Chapter. E. H. Rueppel, Secre- 
tary-Treasurer, 201 Citizens Bidg., Louisville 
2, Ky 

1AEl, George Welman Chapter. J. Clifton 
Young, Secretary-Treasurer, 317 Baronne St 
New Orleans 9, La 

1AEI, North Louisiana-East Texas Chapter. P. R 
Reitzammer, Secretary-Treasurer, Commercial 
Bidg., Room 3, Shreveport, La 

1AEl, Mississippi Chapter. C. B. Grauer, Secre- 
tary-Treasurer, P Box 1790, Jackson, Miss 
1AEl, Missouri-Kanses Chapter. T. McGinnis 
Secretary-Treasurer, City Hall, Topeka, Kan 
1AEl, St. Louis Chapter. Neil W. Butteiger, Sec- 
retary-Treasurer, 7427 Canton Ave., University 
City 14, Mo 

1AEl, North Caroline Chapter. C. S. Whitaker, 
Secretary-Treasurer, City Hall, Durham, N. C 
1AEl, South Carolina Chepter. N. R. Darling 
Secretary-Treasurer, P. O. Box 390, Columbia 
S. < 

1AEl, Tennessee Chapter. R. E. Ward, Div. of 
Fire Prevention, 102 State Office Bidg., Nash- 
ville 3, Tenn 

1AEl, Texes Chapter. R. L. Payne, Secretary- 
Treasurer, 3303 Schiey St., Dallas, Tex 

1AEl, Texes Gulf Coast Chepter. M. W. Mc- 
Raven, Secretary-Treasurer O. Box 1700 
Houston 1, Tex 

1AEl, Southern Section. A. M. Miller, Secretary 
910 West 30th St., Richmond 25, Va 

1AEl, Virginia Chapter. A. M. Miller, Secretary- 
Treasurer, 910 West 30th St., Richmond 25, 
Va 

1AEl, West Virginia Chapter. H. L. Parks, Sec- 
retary-Treosurer, P. O. Box 626, Charleston, 
WwW. Vo 


MOTOR REPAIR SHOPS 


National Industrial Service Association, inc. 
Fred B. Wipperman, Executive Secretary, 818 
Olive St., St. Louis 1, Mc 

NISA, Southeastern Chopter. M. E. Assalone 
Secretary, 235 NW 2nd Ave., Miomi 36, Fia 
NISA, Electric Motor Service Association of the 
District of Columbia. John W. Lainhart, Secre- 
tory, 913 E. St., NW, Washington 4 D.C 
NISA, Louisville Chapter. W. C. Krauth, Secre- 
tary, 118 S. Ist St., Louisville, Ky 


NISA, New Orieens Chepter. William Dreis 
Secretory, 1517 Calliope St., New Orleans, La 


NISA, Mid-South Chepter. Murphy G. Miller, 


Secretary, 109 
Tenn 

NISA, Southwestern Chopter. George Foshee, 
Secretary, 203 S. Main, Fort Worth 4, Tex 
NISA, Electric Club of West Virginie. O. £ 
Jenkins, Secretary, c/o Guyan Machine Co 
Logon, W. Va 


Jennings Ave Knoxville 17 
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5S Rome FiexAll is ideally suited 


d¥O) 319VD Jwow 

















Two and three conductor Rome 
FlexAll is manufactured in 
sizes 14 AWG through 10 AWG. 
Standard color is pearl gray. 
put up in 250° cartons. Two 
conductor construction is avail- 
able with or without ground 
wire. Underwriters’ approved 
as Type UF and Type NMC— 
600 volts. 


within hollow spaces of 
masonry block or tile walls. 


ways you can use new Rome FlexAll 


for the underground wiring of 
floodlight installations. 


to cut installation costs 


Rome FiexAll is a new single, 
two, and three conductor cable 
designed for branch circuit and 
feeder services. It is the answer 
to low cost industrial ond com- 
mercial wiring. It’s ideal for 
amusement areas, outlying farm 
buildings and residences. 

Rome FlexAll, single conduc- 
tor,is approved by Underwriters’ 
Laboratories, Inc., as Type UF 
(Underground Feeder). The two 
and three conductor construc- 
tions are approved as, both, Type 
UF and Type NMC (Non-metallic 
Sheathed Cable—Corrosion Re- 
sistant). Such dual approval 
makes Rome FlexAll the inven- 
tory-saving choice for branch 
and feeder circuit work. 

Rome FlexAll is recognized by 
the National Electrical Code for 
1953 for the following types of 
installation: 

Single Conductor ¢ For branch or 
feeder circuits buried directly in earth 


when provided with over-current pro- 
tection. 


Comes 
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Multiple Conductor ¢ For branch 
or feeder circuits buried directly in 
earth as indicated above * For in- 
terior wiring, either exposed or con- 
cealed in dry, wet or corrosive loca- 
tions ® For installation within hollow 
spaces of outside or inside masonry 
block or tile walls © For embedding 
in plaster or shallow chase in 
masonry, when suitably protected 


Rome FlexAll, single conductor, 
has an integrally applied all- 
resistant Rome Synthinol, Type 
TW, thermoplastic insulation and 
sheath. Rome FlexAll, two and 
three conductor, is insulated with 
the same high quality compound, 
with individual conductors cov- 
ered with an inorganic glass 
yarn wrap. Over the assembled 
conductors is an abrasion, rot, 
moisture and flame resistant 
Rome Synthinol thermoplastic 
sheath. 

For direct burial in earth or the 
hazards of wet and corrosive 
conditions . . . ask for Rome 
FlexAll. 


..- It Costs Less to Buy the Best 


CAy 


a; ROME 


TORRANCE 


JN 3dAL OMYVO 


Rome FilexAll, single 
conductor, is manu 
factured in sizes 14 
AWG through 4 
AWG. Standard color 
is black, put up in 
500’ cartons. Under 
writers’ approved as 
Type UF—600 volts 


ROME CABLE 


()* Corporation 


NE W 


YORK 


ee oe | 








; /))) }} Maybe not, Bob! Listen 
eee to what our Kaiser 
~*~ Aluminum Distributors 
been telling me! 


“> 


§ ona 


| You see... most of your inventory is 

| unnecessary because...as a distributor... 
| our warehouse is well stocked with almost 
every aluminum conductor item on your list. 





Whats more, we can guarantee 
fast, dependable delivery as 
your schedule calls for it! 





And in a wide range of sizes 
and constructions, Bob! 


ey In other words, you 
~ virtually become 
our warehouse. L 





) f ; wa 


i 
Thats right! And you eliminate ) Makes sense 
most of the high cost of to me! 
maintaining a large inventory. 


Why not let your 

Kaiser Aluminum 
Distributor help solve 

your inventory 

problem? A phone call 
will bring friendly, 
personal attention 
On any Size order. 


Then we'll try it... 
beginning now! 7 





GET IN TOUCH with your nearest Kaiser Aluminum Distrib- 
Kaiser Aluminum Distributors Conveniently Located to Serve You: utor now. He makes available long experience, specialized 
P pe 
Line Material Co interstate Cloctrte Co knowledge, and valuable engineering services — including the 
General Electric Supply Co o reveport, Inc ’ " : na 
Westinghouse Electric Supply Co Lighting Fixture and Electric famed field and engineering services of Kaiser Aluminum. 
Capital Electric Supply Supply For his name, refer to the list at the left and your local tele- 
Central Electric Supply Co., Inc. pe es a - phone directory. Kaiser Aluminum & Chemical Sales, Inc. 
zell, 
Champion, inc. _— one -gaag General Sales Office, Palmolive Bldg., Chicago 11, IIL; Exec- 
City Electric Distributors, Inc Monroe Hardware Co ‘ . 
Corpus Christi Hardware Co., Inc Nelson Electric Supply Co utive Office, Kaiser Bldg., Oakland 12, California. 
Crescent Electric Supply Co Ozark Electric Supply Co 
Dauphin Electrical Supplies Russell Belden Electric Co 
Dutton-Lainson Co. S. M. Supply Co., Inc 


a oO 7 Cc 
~* ™ . , —m_ - ~ 
Electrical & Mechanical Supply Corp. Southern Minnesota Supply Co a £7 esd a | J 
Eoff Electric Co Stuart C. irby Co 1 F > 
Evans Electrical Supply, inc Stubbs Electric Co. WY Ad l r4 4 


Florida Electric Supply, inc. Vermont Hardware Co., Inc 
George H Wahn Co Virginian Electric, inc , 
Hampoen ciectric Supply Co. Waltrip Electric Co The Nation's Largest Supplier of Aluminum 


Hunzicker Brothers Wells Electric Supply Co., inc Weatherproof Conductor and Triplex 
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A TWIST AND UGHTS ARE CON- 
NECTED. Twistout Plugs give positive, 


safe connections in seconds. bring mobility to sm 





sl! power tools. 


F 


™ | 
| 


~ . 


IT’S A CONTINUOUS OUTLET. Cutoway view shows how copper bus bors run the entire length of Universal Trol-f 


Duct, moking it every inch an outlet. Moving trolleys that roll effortlessly or 
’ 9 9 y 


stee! wheels are also available 


BULLDOG UNIVERSAL TROL-E-DUCT 


Supports 


Them, too! 


EASY TO INSTALL! PROVIDES COMPLETE LIGHTING FLEXIBILITY! 


Avoid the trouble of suspending lights separately. 
Sturdy Universal Trol-E-Duct®—the original bus bar 
system for lights and small power tools—supports 
lights in addition to supplying flexible power to 
operate them. 


Movable weight supports let you position lights where 
they're needed. Twistout Plugs tap power anywhere 
along the duct. You can arrange, change, add or remove 


IF IT'S NEW 


... IF ITS DIFFERENT 
... FITS BETTER. IT’S 


GONSULT THE FOLLOWING SOUTHERN REPRESENTATIVES: 


lights as desired—without rewiring, power shutoff or 
dow ntime. You save on over-all costs... prov ide a safer, 


more efficient system. 


Investigate the double utility, double value of BullDog 
Universal Trol-E-Duct. Check your BullDog Field Engi- 
neer or a Qualified Distributor for all the facts. Or, 
write: BullDog Electric Products Company, Detroit 
32, Michigan. 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 
A Division of 1-T-E Circuit Breaker Company 
Export Division: 13 East 40th Street, New York 16, New 
York. In Canode: BullDog Electric Products Company 
(Conada), Ltd., 80 Cleyson Rood, Toronto 15, Ontario. 


Ceeroo 


Wilson Electrical Equipment Co., 2930 Commerce St., P.O. Box 1725, Houston, Tex.; 101 £. Maple St., San Antonio, Tex. « Walker Electrical Co., inc., 70 Bennett 
St., N.W., P.O. Box 8, Station D, Atlanta, Ga. - Standard Electric Mfg. Co., 2401 Federal St., Dalias 1, Tex. « 




















Lleevrescent Hanufactaring bf any 


Please address inquiries to P.O. Box 6352, Station B Miami, Florida 
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PAST 

From humble beginnings 
at 226 N.W. 5th Street 
in 1947... plant size 
just 1,500 square feet. 


H... is the building you have built with 
your loyalty—your patronage . . . a graphic 
tribute to you our friends, across the nation 
who have found Sta-Brite a dependable 
source for electrical products. 


PRESENT lee 


Today, a magnificent new building is now under 
construction, with new expanded facilities, new 
machinery, to serve you even quicker and 

more efficiently. 

The new Sta-Brite plant . . . 25,000 square feet 
dedicated to the manufacture of commercial and 


residential lighting fixtures and allied electrical products, 


mal 


Then the big move to 325 N.W. 
22nd Lane in 1950 and 2,500 
square feet. Within three years, 
your belief in Sta-Brite 
products and service forced 

the opening of greater facilities, 


M I A M - F L 0 R I D A 15,000 square feet. 
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PROVE TOMIC MOST 
VERSATILE THINWALL 
COUPLING OF THEM ALL! 


Pat. No. 2458276 


with TOMIC you can go from heavy 
pipe to Thinwall and vice versa 
without special fittings. Ideal for 
alteration work and additions. 


with TOMIC you can go from 
Thinwall to Greenfield or ANY type 
cable. Ideal for heating installations 
and factory maintenance. 


with TOMIC, all connections screw 
together. Will never shake loose. 


with TOMIC, you can snap tubing 
into couplings in corners or close 
quarters. 

COUPLINGS 
No. 310—%2" © No. 311—%'/ 2] 

No. 312—1”" 





Better” 
Spo the WITH TOMIC THINWALL CONNECTORS! 
NO CRIMP! NO SCREW! NO WRENCH! 
JUST TAP OR PUSH IT ON! 


Pre-filexed lock washer slips on tube with the greatest of ease—makes uniform, safe, 
permanent vibration-proof 6-point ground around entire tube. OK in concrete slabs. Perfect Pat. No 
for cramped or corner locations. No. 10—'2", No. 11—%", No. 12—1”" 2458276 


TOMIC SALES « ENGINEERING CO. 


20000 Sherwood Ave ° Detroit 34, Michigan 
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These potential transformers weigh 
800 Ibs less than older types 


SAVE TIME...SAVE SPACE 
--- SAVE STRUCTURE 


LL THAT IS NEEDED to lift these 
69-kv potential transformers 
into place is a set of rope blocks — 
thanks to the savings in weight 
made possible by new Allis-Chal- 
mers designs. In addition, they take 
up less space, require less founda- 
tion structure than other types of 
potential transformers. 


Corona-Free Design Provides 
High Insulation Strength 


The units are corona-free. They 
have high insulation strength and 
high thermal ratings. Long-time 
overvoltage tests have proved all 
voltage classes. 


Construction Sturdy 

Tanks are all-welded, hermetically f ) COMPLETE LINE OF INDOOR 
sealed to protect insulation and oil AND OUTDOOR current and 
from sludge formation. Unique serentiol trencfecmers offer 
bushing construction permits cir- siaie sesiens sunnien oo te 
culation of oil through the bushing S46 of chilar Genes, Reeiatinn 
and transformer, reducing oil re- ale cea liar in ais 
quirements and permitting reduced 
transformer sizes. 

It will pay to get all the facts on 
weight savings and quality design 
and construction of Allis-Chalmers 
current and potential transformers. 
For your copy of the technical @ High Votioge 
paper “PT’s Are Getting Smaller,” _¥s , Potential Transformer 
consult the A-C office nearest you ae 
or write Allis-Chalmers, Milwaukee 

High Voltage > 


1, Wisconsin, , 
’ A-4483 | Current Transformer 


mal ratings higher than could 


previously be provided. 


ALLIS-CHALMERS 
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FEATURES 


@ Large-head binding screws 
for conventional wiring 


@ Break-off feature for two- 
circuit installations 


@ Hexagonal green screw for 
grounding wire 


@ Will accommodate two 
armored or rubber caps 


@ Slots for 2-wire regular and 
polarized caps 

@ U-shaped slot for ground 
blades 


@ Washer-type plaster ears 
@ Wire looping slot 


wi 


For Grounding 
Exposed Metal Parts 
of Portable 
Electrical 

Equipment 


3-4 | oxvede rd 
f 


2 . 2 


-WIRE 


CONVENIENCE 


& 
- wr 
a ae. 


y 


uv 


A competitive, yet highly dependable, 
duplex flush-mounting receptacle for all 
practical applications — another ex- 
ample of Hubbell's ability to provide the 
best in design, materials, and perform- 
ance even when price is an important 
consideration. Side-wired with grounding 
terminal and parallel slots, in brown 
bakelite and ivorine. Write for full de- 
tails on its rugged dependability, or see 
your Hubbell distributor. 


Hihnat 


RING DEVICES 


HARVEY HUBBELL, INC. 


BRIDGEPORT 


Write Dept. R-2 
CONNECTICUT 
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MAKE USE 
of our 
READER SERVICE 


The editorial and business 
staff of Electrical South is 
eager to serve you. One way 
in which we can help you 
is to make it easy for you 
to draw upon the wealth of 
technical and promotional 
material available from 
manufacturers 


In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion’ information booklets, 
and technical publications 
These ore available without 
charge 


Check over the list of pub- 
lications available, circle the 
numbers of the ones you 
need, and mail the coupon 
to us with your name, title, 
company and address plain- 
ly written. We will tell each 
manufacturer to send direct- 
ly to you the information 


you want 

















No. 9916 —width 13%”. 
Height 144%". Opal glass globe. Solid 
aluminum construction. Baked satin 
black finish with solid brass trim. 3” 
post holder. 


2 new progress post lanterns with uy 


Today’s extremes in residential architecture demand the widest possible 
range of lighting fixture styles. * These two new Progress Post Lanterns 
fill a definite style need for many of America’s homes and will ring up 
many profitable sales for you. * Progress — world’s largest manufacturer 


of residential lighting — now offers the widest selection of Posts and Post 
Lanterns for today’s homemakers. 








NEW! IMPROVED 
COMPLETE LINE OF 


OVERLAPPING COVERS FOR EVERY 


HANDY BOXES 
AND COVERS 


WIRING REQUIREMENT! 


RACO HANDY BOXES ARE ONE PIECE DRAWN STEEL! 
Standard Sizes—4'' long, 2'/s'' wide by 1Y2'', 17%4'' or 2Ve'' deep 


Available with or without brackets in all sizes 


A Bracket, !/2” knock- 
outs in 114” and 17” 
deep boxes. Either 
\” or 34" knockouts 
in 214" deep boxes. 


© Bracket, 1” or 
3%," knockouts in 
2," deep boxes. 


F Bracket, 1/2” knock- 
outs in 114” and 1%” 
deep boxes. 


5 
B Bracket, '/2” or 34,” thew Q 


knockouts in 11,” 
and 2)" deep boxes. 


“A RACO BOX FOR EVERY NEED’’ 


ALL-STEEL EQUIPMENT INC. Avrora, mincis 
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NON’ 90% erICIENCY 
with Exit N ""” SERIES FIXTURES 


Fol 


SCHOOLS, OFFICES & i 


PUBLIC a 


@90°% EFFICIENCY 

@ ONE MAN LOUVER INSTALLATION 

@ EXCLUSIVE "VIBRA-LOCK" END SECTION 
@ CONFORMS WITH A.S.A. REQUIREMENTS 
@ PLASTIC OR METAL SIDE PANELS 

@ SIMPLE LOW COST MAINTENANCE 


@ AVAILABLE IN 3 CUTOFFS 
35° — 25°, 35° — 45°, 45° — 45 

@ FLUORESCENT OR SLIMLINE 
4, 6, 8 FOOT UNITS 


There's a colorful NEW CATALOG SHEET with 
complete information about the “N" Series. 
Write for yours today. 


‘ae EASTERN FIXTURE CO. 


170 VERNON STREET, BOSTON 20, MASSACHUSETTS 
Phone — connecting all departments GArrison 7-2205 


a es 
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- SEWA Industry Day Meeting 


@ On behalf of the Southeastern Electrical Whole- 
salers Association, | am extending a most cordial 
invitation to all manufacturers, wholesalers, utili- 
ties and electrical contractors to attend the SEWA 
Industry Day Meeting at the Biltmore Hotel, At- 
lanta, Georgia, February 3rd and 4th. 

I am sure that all branches of the industry will 
attend because they are convinced that there is a 
need for such a program. 

An industry that has had the rapid growth that 
our electrical industry has enjoyed, is certain to 
have its share of problems. 1954 was a difficult 
one for most phases of the industry. There was a 
decrease in volume of business in most lines. We 
saw a change from shortages to ample supplies. 
‘This left most wholesalers with unbalanced in- 
ventories. 

The contracting industry became more com- 
petitive. There was a growing tendency both on 
the part of the contractors as well as the whole- 
salers to reach out for business in an attempt to 
hold up volume and maintain an organization 
This results in little or no profit. This pressure has 
found its way back to the manufacturers and has 


Mr. Buchan is president of Southern States Sup- 
ply Co., Inc., Charlotte, N. C. 
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A forum for the electrical 
industry of the Southeast to 


discuss its mutual problems 


by B. F. Buchan 


President, Southeastern Electrical 
Wholesalers’ Association 


forced practices that resulted in price structure 
demoralization. The utilities have had their diffi- 
culties keeping up with an ever expanding indus- 
try. No one has been doing the constructive selling 
job the industry so sorely needs 

Unstable market conditions have resulted in 
confusion. Each person suspects his competitor of 
being capable of almost anything. The SEWA be- 
lieves that the lack of respect and mutual confi- 
dence can be corrected through the close co-opera- 
tion of all branches of the industry 


SEWA’s principal objective 


We support the logical and proper channels for 
the sale of materials from the manufacturer to the 
distributor, to the contractor, on to the user. There 
is no better method than this proved form of dis- 
tribution. 

Much of the Industry Day Meeting will be de- 
voted to panel and forums, which will give ample 
time for free discussion of the mutual problems of 
the industry 

All of us recall the Bible story 
ter of Daniel: “The strange handwriting on the 
wall of the Palace.” Few, if any of us recall the 
words or the meaning of them, “Mene, Mene. 
Tekel, Upharsin.” 


of the fifth chap- 
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Mene: God has numbered your kingdom 
and finished it. 

Tekel: You are weighed in the balance and 
found wanting. 

Upharsin: Your kingdom is divided, and is 
given to the Medes and Persians. 


The word Tekel is of particular meaning to us 
Are we to be weighed in the balance and found 
wanting? 

Yes, the word Upharsin also applies. Your busi- 
ness may not go to the Medes and Persians, but it 
will go elsewhere, if you do not give it the proper 
foresight by co-operating with the other members 
of the industry in which you earn your livelihood 


Program details 


Principal emphasis of Southeastern Electrical 
Wholesalers Association’s fifth Industry Day Meet- 
ing, will be upon a special forum for the discussion 
of electrical industry problems concerning several 
branches of the industry. 

The meeting, which will be held at the Biltmore 
Hotel, Atlanta, Ga., February 3 and 4, will get 
under way Thursday morning with an address of 
welcome by Burt F. Buchan, president of SEWA, 
and president of the Southern States Supply Co., 
Inc., Charlotte, N. C. 

One of the feature addresses of the opening ses- 
sion will be presented by Don B. Clayton, presi- 
dent of the National Electrical Contractors Associ- 
ation, and a well-known electrical contractor from 
Birmingham, Ala. 

Mr. Clayton will be followed on the program by 
L. C. Watson, manager of distributor sales, Allen- 
Bradley Co., Milwaukee, Wis., who will address 
the conference on “Adequate Power Wiring.” 

The Thursday afternoon session will be opened 
with an address by A. H. Gudie, president, Biddle 
Trade Bureau, Ltd., Los Angeles, Calif. Mr. Gudie 
is also president of Trade Service Publications, 
Inc., Chicago, Il., which operates a pricing service 
widely used by the electrical industry. 


Electrical industry forum 


The remainder of the Thursday afternoon ses- 
sion will be devoted to a forum for the discussion 
of electrical industry problems. The theme of this 
fifth Industry Day Meeting of SEWA, as well as 
one of its principal objectives, is to more closely 
co-ordinate the efforts of the electrical wholesaler- 
distributor branch with that of the electrical con- 
tractor branch to the end that all branches of the 
electrical industry as well as the consumer will 
benefit. 

The forum will be presided over by J. B. Carson 
president, Kingsport Electric Co., Kingsport, Tenn 
With Mr. Carson on the platform will be a panel 
of experts representing the manufacturing, whole- 
saling, and contracting branches of the electrical 
industry. 

Representing the 


manufacturers, the panel of 
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experts will include R. C. Bennett, vice-president, 
National Electric Products Corp., Pittsburgh, Pa.; 
John B. Muller, eastern sales manager, Sylvania 
Electric Products Co., New York; and P. E. Mc- 
Gaughey, general products sales manager, Fed- 
eral-Pacific Electric Co., Newark, N. J 

Representing the wholesalers’ viewpoint on the 
industry parel will be W. H. Butts, Butt’s Elec- 
trical Supply Co., Charleston, S. C.; J. J. Perry, 
Sr., The Electric Supply Co., Atlanta, Ga.; and Ben 
S. Weil, Mayer Electric Supply Co., Birmingham, 
Ala. 

The contractors’ point of view on the industry 
panel will be presented by Ralph K. Robinson, 
Robinson Electric Co., Charlotte, N. C.; Carl L 
Teal, Knight Electric Co., Birmingham, Ala.; and 
W. B. Gillespie, Henley and Gillespie, Bristol, Va 

While the panel members have been selected to 
present a group of industry men with wide ex- 
perience in their respective fields, the association’s 
executive vice-president, M. L 
that all of those attending the meeting are urged 
to participate fully in the discussions from the 
floor. Those invited to attend this fifth Industry 
Day Meeting of SEWA include electrical manu 
facturers, electrical 
tractors, architects and consulting engineers, and 
representatives of the electric utilities 


Tice, points out 


wholesalers, electrical con 


Association's objectives 
The aims of the Southeastern Electrical Whol« 
salers Association, Mr. Tice reports, are to provide 
a common meeting ground whereby all branches 


M. L. Tice 


Executive Vice-President, Southeastern Electrical 
Wholesalers Association 


of the electrical industry may meet annually and 
discuss their mutual problems; 
of outstanding ability on matters of interest ana 
education to all segments of the industry; 
create good fellowship, mutual confidence, and 
respect between all branches of the industry 
The fifth annual meeting will be concluded on 


to provide speaker , 


and to 


(Continued on page 135) 





Potential $19 billion modernization 


Mr. Clayton was asked to review 
the electrical business potentials 
for 1955, and to discuss what the 
industry can best do as a co-opera- 
tive group to cause that business 
to materialize.—Editor 


@ HAVING STUDIED the industry 
potentials as they are stated by the 
numerous interested sources, I am 
definitely optimistic regarding 
these potentials—to a point of dis- 
agreement, in some instances, with 
those who should be as well in- 
formed on the subject as I am 
maybe more so. 

I would be delighted to discuss 
“What the electrical industry can 
best do” if someone would tell me 
what it was. With eyes and ears 
both constantly open in recent 
years, I have tried to find someone 
who could tell what that best was. 
I can discuss “some things” that 
might be done, but to present my 
thinking as the “‘best thing” would 
be inexcusable presumption, de- 
serving a prompt “call down.” 


More construction seen 


First, as to potentials: in 1953, 
actual construction was 35.2 billion 
dollars. 1954 bids fair at this point 
to end the year around 37 billion 
dollars, and estimates from various 
sources, the best available, indicate 
that 1955 will call for some 39.5 
billion. So it does not appear that 
we are in a recession, or entering 
one. Private spending for construc- 
tion in 1955 is expected to reach 
27.4 billion with public spending 
at some 12.1 billion. 

Anticipated increases in public 
works next year reflect continued 
expansion of nearly all types of 
state and local public construction. 
A new high of 8 billion is likely in 
1954, and this is expected to ex- 
ceed 9 billion for 1955. School con- 
struction is being made unavoid- 
able by the modernization require- 
ments of present buildings and by 
the need for new rooms for the 
yearly increase of 1,500,000 new 
pupils, as well as by the expanding 
cities in which old schools have to 
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by D. B. Clayton, Sr., President 
National Electrical Contractors Association 


be abandoned because of their sub- 
mergence in business districts 
Commercial, highway, sewer, 
and water facilities, as well as 
military base work is expected to 
increase, with industrial construc- 
tion expected to go down slightly, 
probably leveling off next year. 
The biggest increase in construc- 
tion is expected to be in the resi- 
dential field, where homebuilding 
is expected to increase 13 per cent 
to some $15 billion or 55 per cent 
of the private building expendi- 
tures. 1,300,000 units are expected 
to be started in 1955, which will 
make it second only to 1950, in 


which starts were 1.396.000. Some 
9 million homes have been built 
since the end of World War Two. 
and by the end of. 1955 this will 
be ten million. Some were built 
during the War—and may stand 
until they can be rebuilt, if the 
rebuilders hurry! 


Potential home wiring 


“The 34,000,000 homes built 
prior to 1940 are electrically obso- 
lete” is a statement that I have 
yet to hear contradicted. The 
homes built during the War, we 
know, were given a “lick and a 


promise ”" The ] 


nillion built 


ELECTRICAL SOUTH for JANUARY, 1955 





business awaits electrical industry 


to the end of next year will be 
inadequate in capacity to handle 
the homeowners’ requirements by 
that time—as it is common knowl- 
edge that we of the electrical in- 
dustry have been too busy with 
what we considered more impor- 
tant matters than to make an at- 
tempt to see that the homeowners 
got what they require to satis- 
factorily use the appliances that 
they want, have the need for, and 
the money to buy 

No one has contradicted, so far, 
my statement that there are at 
least 45,000,000 homes that need 
to be brought up to modern stand- 
ards of electrical usefulness. No 
one has disagreed with me when I 
state that I believe that $200, on 
the average, would be required to 
modernize these homes with a 
system of wiring that the owne! 
needs, as of today, to use the sixty- 
four appliances in general use this 
year, as compared to the nineteen 
on the market in 1930. The moder- 
nizing of these 45,000,000 homes 
would cost $9 billion 

Modernizing commercial lighting 
is estimated at $3 billion; while 
that of the industrial plants is 
$2 billion; schools and institutional 
buildings, including new schools, 
call for some $3 billion; and the 
rural electrical systems, now an 
accomplished fact, need some $2 
billion in modernization 

Add it up. Nineteen billion dol- 
lars worth of electrical work that 
the owners need done. Unfortu- 
nately, it has to be sold to the 
owners, because we of the industry 
have never gone to the trouble to 
explain the electrical facts of life 
to the users of electrical energy 


Necessity for planning 

The electrical contractors in 1953 
had the biggest year they had ever! 
had with an estimated $2.5 billion 
of electrical installations. 1954 
employment of electrical workers 
appears to be headed for the same 
mark around 119,000, and the pay- 
roll for the year should be about 


the same as last year—less over- 
time, but higher hourly rates of 
pay. That rate of employment 
keeps all workers employed in the 
new construction field, practically, 
and leaves very few to take care 
of the modernization work outlined 
above 

Unless figures lie badly 
said they don’t—there is more 
electrical work (including ma- 
terials) than the industry can take 
We will have to expand 
our activities, or see more of our 
industry’s construction go the way 
much of it has gone already. In 
place of members of the electrical 
industry spending so much time 
with their “crying towels” and 
“price cutting equipment,” they 
should all be taking that time try- 
ing to find the proper way to go 
about the modernization that is so 
desperately needed, especially in 
our homes, which means that they 
will have to find ways of making 
the homeowners realize the ne- 
cessity of having a proper type of 
wiring system, if they hope to 
enjoy the benefits and pleasures 
that they expect when they pur- 
chase the present day appliances 


and ‘tis 


care of 


Utility picture 

The interest of the manufac- 
turers, wholesalers, and contractors 
are definitely bound up in this 
problem of modernization for, 
without it, all lose business oppor- 
tunities that are lying all around 
waiting to be seized and made prof- 
itable 

What about the utilities? Last 
October, I believe, the Detroit 
Edison Company installed a large 
generator which brought the total 
public utility generating capacity 
past the 100,000,000 kilowatt point 
This from some 45,000,000 kw in 
1945. It is estimated that they will 
keep up their present rate of ex- 
pansion—doubling their capacity 
every ten years—for the foresee- 
able future, and that by 1975, they 
will have installed 350,000,000 kw 

father wide inquiry and per- 
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sonal investigation indicates that 
the user of electrical energy 
spends about $150 per kw of trans- 
former capacity on his distribution 
system. With $100 per kw, you can 
see what a tremendous volume of 
construction work will be required 
to distribute for the users of this 
additional 250 million kw—some 
25 billion dollars. With electrical 
systems becoming more elaborate 
and intricate every year, this figure 
could double without too much 
trouble. Think what the first 100.- 
000,000 kw has done for us and 
the public 


Back to construction 


If the 
this basis 


utilities do proceed on 
and they are planning 
they will quite nat- 
urally sell the energy that thei: 
plants are designed to produce, and 
the owners, if they buy it, will 
most certainly use it, which brings 
us back to the contractor, distribu- 
tor, and manufacturer business 
they have not yet dis 
ways of distributing it 
by wireless—though it may be un 
wise to depend on this too long 
So we have the utilities as deeply 
interested in efficient wiring sys 
tems for users of electrical energy 
as are the other groups mentioned 
above. In fact, their interest is 
deeper than the others for the rea- 
son that they are the only ones 
who continually benefit from the 
good system, day after day, where 
as the material suppliers and con- 


that way 


again, a 
covered 


tractors have a one shot interest 
in it. They furnish the material 
and complete the installation, get 
their money, and one profit if 
any 


Dangers of expansion 


The electrical construction in 
dustry is one whose members are 
easily defined, but who, through 
selfishness have spread _ their 
activities beyond the bounds of 
their particular branch, and in- 
vaded the field of other branches 

(Continued on page 131) 
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R. S. McDonald, first SEWA presi- 
dent, and his staff have made a 
survey of what the contractor wants. 


@ ORGANIZED group activity by 
South Florida electrical whole- 
salers, to help the contractor do 
his job better, has so far been frag- 
mentary and more promising fo! 
the future than practical in the 
present. But Miami’s McDonald 
Electric Co., among others, has 
made increasing individual efforts 
to promote several SEWA con- 
structive projects, directed toward 
contractor aid. 

R. S. McDonald, first president 
of the association, and his staff 
have also made their own survey 
of the kind of industry co-opera- 
tion which local contractors them- 
selves say they really need, and 
the firm has steadily been gearing 
its whole organization for direct 
and improved service along those 
lines 


Quick price data 

Most important among. the 
SEWA and McDonald projects are: 

1. Special efforts by the jobber 
to set up a separate expert ac- 
counting and quotation depart- 
ment, to get quick and accurate 
price information to contractors 
working on bids—plus immediate 
and accurate invoices when orders 
are placed. 

2. Systematic training meetings 
for jobber salesmen, aided peri- 
odically by factory “schools,” tc 
train the staff in a better under- 
standing of the application of their 
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HOW WHOLESALERS SERVE THE ELECTRICAL TRADE 
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Miami's McDonald 


A diversified display of latest models and equipment aids is always main- 
tained. Ray Bush, left, counterman, helps a contractor select wiring devices 


equipment, to advise 
more efficiently on selecting and 
installing the best models and de- 
vices and thus 
profitable and satisfactory jobs 
The McDonald firm has also 
adopted several other 
SEWA projects, such a 
mailings to 
and the trade about new equip- 
ment and methods. Factory litera- 
ture and promotional 


contractors 


planning 


more 


routine 
direct 


educate contractors 


displays 
for home shows, all aimed at in 
creasing co-operative-creative sell- 
ing for the whole 
distributed regularly. They call on 
architects to “plug” improved 
equipment, use fixture displays in 
their 


industry are 


Lauderdale store, and di- 
versified displays of wiring de- 
vices in their counter room. These 
displays, and directly 
follow-up information, automati- 
cally educate contractors in the 
newest methods of doing jobs to 


available 


save installation costs and build 
industry efficiency 
System of stocking 


3. Even more 
these 


important than 


latter services, and ranking 


1 s-train- 

ce-quotation projects, 

is McDonald’s policy of systematic 

broad cking and fast delivery 

Veteran salesman 

that, in actual 

big service the 

addition to the 

to know the de- 

their orders The 

s this stock by means 

Cardex inventory- 

and also bends 

quick service 

n special orders and telephone 
follow-ups 

of the ac- 

most success- 

jects price 

al help from sales- 

tocking shows 

a contin s recent wholesaler im- 

provem reased contrac- 

tor use of these services. All 45 of 


the McDonald per i | re inte- 


quotin 


men and broad 


and editing 
large jobbers 
alized depart- 
ork, headed by 
His job is not 
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is promoting SEWA projects 


by Hal Newsome 


only to get prices out fast, even 
when out-of-stock or special equip- 
ment such as big switch gear and 
panels has to be secured from other 
organizations but also to “edit” 
or check every item on every in- 
voice. He makes sure that the right 
item has been specified and ordered 
from the right company or branch, 
whichever is fastest, and that all 
prices are accurate 


Quote man’s job 

As a quote man, Larry has to 
have a broad knowledge of stock, 
of the Cardex system, of all new 
factory catalogs, and must have 
this information coordinated and at 
his finger tips. He also has to know 
the uses and applications of all 
types of equipment, and take suffi- 
cient pains to draw out of the con- 
tractor facts on voltage, amperage, 
number of phases, etc. He bears in 
mind the usual type of work and 
experience of each contractor, so 
he can lay out the job as far as 
possible in the man’s _ special 
“groove,” while also meeting re- 
cent code changes, model and ma- 
terial changes, and accessory needs 

The background for this work 
Larry Duemmling built up in years 
of service with a large organiza- 
tion, starting in the warehouse and 
working up through stock records, 
service desk, order editing and 
purchasing on all types of work 
industrial, repair, wiring, and 
home installations. A good quote 
man has to know about as much 
as an experienced contractor about 
the work; and in prices, on trans- 
tormers and starters running 
around $16,000 each, he simply has 
to be right! 


Sales co-operation 
Cardex gives prices on all regu- 
larly stocked materials; but on 
sizable contracts, half or more of 
the dollar-volume items have to be 
specially ordered. Even so, con- 
struction jobs, which make up the 
bulk of Miami volume, are easier 
to stock and to quote than most Three of the McDonald company’s chief staff members are, top to bottom, 
industrial jobs Larry Duemmling, head of price quoting and editing department; Harold 
Salesmen, too, have to co-operate Denny, head of the stock handling department; and Salesman Winson Cox 
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with the quote man in securing 
and passing on complete and accu- 
rate information and helping him 
to understand the type of job and 
its needs. “A complete quote 
should tell the whole story,” says 
Duemmling, “and is a real chal- 
lenge to the jobber representative 
to see how much he can help both 
the salesman and the contractor 
to get the job and then do it well.” 
About the only time the firm falls 
down on getting quotes out fast 
enough is when they can’t get 
prices quickly from suppliers, or 
when contractors don’t give them 
enough advance notice 
Combatting local price cutting 
is one of the jobber’s, quoter and 
salesmen’s knottiest problems. Le- 
gitimate quantity prices are given 
on a sliding scale, but the boys say 
that with some suppliers the prices 
slide down almost out of sight 
as in one case on a panel, the first 
“list” of $120,000 was hammered 
down to $100,000 and then supplied 
by a competitor for $78,000. 
Buyers who know the prices on 
large equipment will even offer 
cost plus 5 per cent, and some- 
times get away with it. This makes 
the old-line houses squirm, but all 
they can do is not to have any 
part of this price “butchery,” and 
hope for reform from within the 
industry 


Pricer competition 


Builders, in particular, seem to 
buy fixtures and appliances from 
strictly “price” sellers. On large 
home jobs, where architects speci- 
fy high-grade fixtures and layouts, 
jobbers are able to help contractors 
bid and get contracts, when they 
need help. Most price cutters have 
only “price” to sell and are not 
set up for service and technical 
help, and this also goes for the 
average firm featuring immediate 
service on bread-and-butter items 
only. McDonald’s business has 
been built on serving the wiring 
contractor and they have never 
gone after retail or price buyers. 

Many Miami contractors have, in 
the past couple of years, come to 
expect the jobber or his salesman 
to make the “take-off,” or com- 
plete list of material for bid and 
job. 

This is a risk that McDonald’s 
does not usually care to accept 
unless time permits exceptionally 
close figuring. The problem is 
ordinarily met by offering full ad- 
visory co-operation and then list- 
ing only items, not complete 
“counts” of material, unless there 
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One SEWA project which the McDonald company has gone into extensively 
is the mailing of folders on new items and better methods to the trade 


is very good reason for specifying 


the latte: 


Valuable sales staff 


In the matter of competent tech- 
nical help from salesmen, which 
contractors say is hard to get on 
the average, experienced shops 
usually know upon whom to call 
Many smaller jobbers make no 
pretense of maintaining staffs 
capable of giving broad and exact 
service. But an old sales hand like 
Winson Cox, of the large McDonald 
firm, can usually supply 90 per cent 
of the information needed out of 
his head. He also knows how to 
get the rest from catalogs and 
local factory representatives on 
special “stuff.” 

Mr. Cox says that what the con- 
tractor wants most in the way of 
service is for a competent sales- 
man to keep in close personal touch 
with him every week, take an in- 
terest in his difficult jobs and really 
“put out” his best efforts when the 
going is tough. Mr. Cox is always 
available by telephone and drops 
everything to iron out any tricky 
wrinkles for his customers 

The wiring need to be 
prodded at times into giving com- 
plete and accurate measurements 
for needed equipment. Sometimes 
templates are needed, and at othe! 
times catalog sketches must be 
submitted. A salesman must look 
after these and other specifications 
as well as delivery dates. Some- 
times he can suggest ethical sub- 
stituting of equipment, to hold 
down prices when necessary, and 


boys 


f wire, such 
installation 


know when 

in order, and 

; yt. Prices usually 

be competitive, but the 

nan has to protect the con- 

tractor, the jobber and the indus- 

try by assuring a good job. He also 

has to supply application engineer- 

ing when needed yiten a vapor- 
f iy 


proof tallation will serve as well 


as explosion-proof and at less cost 


Saving for contractor 
ob a contractor thought 
run ducts the long way 
panel, until the 
d he cut a hole 
through an interior concrete wall 


and save money on a “short cut.” 


Sometimes only one type of ma- 
terial stocked, or can be de- 
livered quicker than another, and 
Mr. Cox finds this type of help is 
as valuable as technical aid. He 
to give him the 
bid inforn enough 
to really figure the job; for some, 
fearing leaks, “sit” on the deal till 
they lose it. Here close personal 
contact and follow-up pay off; and 
Mr. Cox fee that independent 
salesmen king on. straight 
more likely to 
better service 
i ) protect the 
ndustry by policing 
both prices and credit more closely 
He has t his own 
are involved as well as the long- 
(Continued page 129) 


also urges his boy 


lation quickly 


jobber and the 


commiussions 
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Write for this new folder 
about first aid 
for wiring protection 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


@Youngstown Buckeye Conduit is 
full-weight rigid steel and is manu- 
factured as Hot Galvanized, Electro- 
Galvanized and Black Enameled. It 
is available for immediate delivery 
in sizes from half inch up to six 
inches. We can also furnish Electri- 
cal Metallic Tubing in sizes from 
half inch up to two inches 

“4 Ways to Greater Efficiency, 
Lower Installation Costs” is a new 
folder giving a full description of 
each type, with complete information 
as to wall thicknesses, fittings, etc 
Copies are available at no charge to 
guide you and your customers in the 
selection of steel conduit. Write for 
as Many as you can use 

Rigid steel conduit is the SAFE 
raceway approved by the National 
Electrical Code for all hazardous 
locations. To be ENTIRELY SAFE 
use the best, use Youngstown Buck- 
eye Conduit, your first aid for wir- 
ing protection. 


Manufacturer 
Cerbeon, Alley and Y 


General Offices: Youngstown, Ohio - District Sales Offices in Principal Cities 


SHEETS STRIP - PLATES - STANDARD PIPE - LINE PIPE - 


COUNTRY TUBULAR GOODS CONDUIT 


AND EMT MECHANICAL TUBING - COLD FINISHED BARS HOT ROLLED BARS - BAR SHAPES Wire 


HOT ROLLED RODS - COKE TIN PLATE ELECTROLYTIC 
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ontractor conferences 
pay mutual dividends 


by Ross L. Holman 





A Tafel salesman goes to the rescue of an electrical contractor by going 
out to explain the merits of a new heating system to one of the contractor's 
wiring customers. Tafel sells its heating systems through contractors. 


The Tafel handy man is on the phone to help one of Tofel’s contractor 
customers work out a difficult problem. 


@ “THE MOST EFFECTIVE advertis- 
ing we’ve ever tried is calling our 
customers in and talking it over.” 
That’s the way Sales Manager 
R. Harrell explains the fine co- 
operative spirit that exists between 
Nashville’s Tafel Electric & Supply 
Company, and its contractor custo- 
mers who frequently meet at the 
Tafel plant 
Whenever Tafel has a new story 
to tell on lighting, heating, wiring 
or other late development, it does- 
n’t try to do all its promoting or 
explaining by mail circularization 
or newspaper copy. It frequently 
uses these other methods of shout- 
ing its message to the buying 
power of its trade territory, of 
course. But, according to Tafel, it 
isn’t fair to expect such mediums 
mmunication to dump a lot 
] into your lap without the 
ht kind of follow-up 


Good promotion method 

For example, Mr. Harrell has 
done a fine job of promoting the 
ystems of electric heating handled 
by the fil Dodge reports show 
that over 85 per cent of the new 
Nashville homes that have been 
constructed in the past four or five 
vears have installed some form of 
electric heat. Many old residences 
and commercial buildings are also 
using this method of chasing the 

yf the atmosphere 
course, has to sell its 


; 


produc through contrac- 


and here is where 


wholesaler-contractor meetings pay 


off. Whenever there is an impor- 
tant change in electric heating de- 
vices Mr. Harrell sends out invi- 
tation to contractors, and a 
select few homeowners, specula- 
tive builders, etc., to attend a 
meeting at his plant to learn what 
it is all about. There everything 
is explained either by a Tafel ex- 


pert or a factory representative 


First step in plan 
Frequently such a meeting is in 
the form of an elaborate dinner fo! 
which the firm picks up the check 
This helps to get the attendants 

into a mood of fellowship 
Everything is thoroughly dem- 
onstrated at the meeting itself, but 
Mr. Harrell never rests his case on 
that alone. Maybe the contractor 
is still reluctant or doesn’t quite 
understand what he is asked to 
promote or install. Mr. Harrell 
agrees to send one of his salesmen 
around with the contractor to help 
him explain the heating service to 
» homeowner for whom the con- 

(Continued on page 128) 
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It you sell, specify, 
or install electrical 
wiring devices 


aan = e 
k it calls for one or more of these lamp- 
ma e ! holders 


mode of fine P&S porcelain with a 


P&S KEYLESS LAMPHOLDERS 


Practically every wiring installation 
Strictly utilitorion, yes — but 


quality P&S interior, they will give 


yeors of trouble-free service. 


“* For 344" box — P&S 41, vaviisie 
Designed for 
Easy Wiring . . . for Hard 
Usage Year after Year 


For 34" and 4” boxes — P&S 110 


P&S PULL LAMPHOLDERS 
with CONVENIENCE OUTLETS 


P&S PULL LAMPHOLDERS 


Feature one-piece construction 


—no separate shadeholder ring 
to loosen and fall off. Built-in 
mechanism of simplified design 
with terminal screws in most 
get-at-able position, eliminates 
necessity of removing interior 
to wire 


Have some one-piece construc 
tion as the P&S 4026 Line, PLUS 
@ convenience outlet connected 
internally — no extra wires 
soldering or taping. Ideal for 
attic, basement, gorage, etc 
where inexpensive lampholder 


s@ 


with outlet is desirable 


For 3%” box — P&S 4026 with . 6 
insulated chain, P&S 4026-2 SN 
P&S 


with short chain and cord. 


For 3%." box — P&S 5026 with 
insulated chain, P&S 5026-2 
For 34%” and 4” boxes -- P&S with short chain and cord 
4046 with insulated chain, P&S For 4” box — P&S 5046 with 
4046-2 with short chain and insulated chain, P&S 5046-2 
cord. with short chain and cord 


d 


046-2 


7 
‘« 
) 


P2$ 1530 and 1570—The OUTLETS ---2--2%~ 2 rs 


with COMPLETELY INSULATED BACKS "en 


@ quality 
Both P&S 1530 and P&S 1570 are easy to 
wire. Large head binding screws ore spoced 


nced engineer 
nd rigid in 
far aport— bodies are shorter, leaving 


. 2 spectio Every P&S ring device is BUILT 
more room in box. Plate screw hole in strap 


TO LAST 


YOU CAN'T AFFORD LESS 
THAN THE BEST 


Write Now for Catalog 
Address Dept. ES 


—no rivet to twist or turn. Both ovtlets 
have long-life phosphor bronze contacts — 


washer type ears — easy find slots. 


P&S 1530 (brown) and P&S 1530-1 (ivory) — 
T slot type. O-% 


P&S 1570 (brown) and P&S 1570-1 (ivory) — 
Parallel slot type, double grip contacts. 


P&S 1530 P&S 1570 


PASS & SEYMOUR, INC. SYRACUSE, N. Y. 


OFFICES: 71 Murray St., New York 7, N. Y . 1229-W Washington Blvd., Chicago - O55, 


In Canada: Renfrew Electric & Refrigerator Co., Ltd., Renfrew, Ont: 
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Adequate fixture display 


@ IN EVERY PHASE of its merchan- 
dising program, Wells Electric Sup- 
ply Co., of Birmingham impresses 
upon the electrical contractor the 
advantages of promoting quality 
lighting and wiring—in both long- 
range business-building and im- 
mediate financial returns 

The Wells ‘program of quality’ 
is promoted through fixture show- 
room displays, mail advertising, 
direct consultation with the con- 
tractor, and in sales to the con- 
tractor’s customers. 

Basis of success 

“The really successful electrical 
jobber,” says Gewin Tucker, man- 
ager of the Wells lighting depart- 
ment, “is one who features only top 
quality fixtures. Showrooms of 
quality fixtures result in better 
financial returns for everyone - 
the contractor, the wholesaler and 
eventually the home builder him- 
self. 

“For example: a home builder 
comes in to our showroom to select 
his electrical fixtures. His construc- 
tion contract calls for $60 to $100 


60 


HOW WHOLESALERS SERVE THE ELECTRICAL TRADE 


“sn « £ 
C+ hie 


le 
~ 


worth of fixtures. Except for a 
small minority who actually can’t 
afford more, these people want, 
need and will buy better quality 
fixtures. 

“It’s up to us to convince them 

and there are very few occasions 
when we fail 


Displays sell 

“The No. 1 requisite is an at- 
tractive and appealing fixture dis- 
play, and we feel that ours ranks 
with any in the South. As do most 
electrical suppliers, we stock both 
quality and inexpensive fixtures, 
but we display only the former 
Cheap fixtures can be shown 
through the catalogue if the occa- 
sion demands.”’ 

The Wells residential fixture 
showroom (there’s an entirely sep- 
arate commercial display) covers 
2,450 square feet and features more 
than 500 pieces of equipment 

Contrary to the advice of some 
lighting specialists today, Wells has 
the fixtures grouped according to 
rooms. 

“We figure,” explains Mr. Tucker, 


VOEUUEUEVOCUOEASEOLIEDAATURDUEDU EDO EDUE EAE DM eee 


is requisite 


“a housewife had rather view all 
together, then 
make her choice. Having them all 
in one display area, she can match 
one against the other.” 


the bedroom fixtures 


A paneled wall segregates the 
outdoor brackets and enables cus- 
tomers to see exactly what they 
will look like in us¢ 

A large selection of table and 
floor lamps carries out Wells’ policy 


of offering only top-quality mer- 
chandise. “It simply wouldn’t be 
good business to offer furniture- 
store type lamps in a business like 
ours,”’ asserts Mr. Tucker: 

As further evidence of the striv- 
ing for quality, the Wells residen- 
tial showroom displays 65 imported 
crystal chandeliers 

The sales staff is headed by Miss 
Helen Schall, whose many years 
experience in merchandising elec- 
trical fixtures 
especially because such a large per- 
centage of resident 


is a valuable asset, 


al cusomers are 
housewives 

Numerous related items — wall 
and ceiling heaters, fans, etc.—are 
attractively displayed alongside the 
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to selling 


fixtures. Again — only nationally- 
advertised items are featured. 


Letter to builders 

Wells has drawn up its own form 
letter for mailing to prospective 
homebuilders. The letter reminds 
the builder his home “will be only 
as livable as the lighting you now 
. plan and the lighting will be only 
as practical as the fixtures you 
select.” 

An invitation is extended for the 
builder to come by the Wells show- 
room to discuss selection of his 
fixtures 

Wells also provides cards of in- 
troduction for contractors to pass 
on to home builders. The card car- 
ries a list of fixtures, with the con- 
tractor advised to check off those 
required for the particular job 


Plans aid selection 


Wells encourages homebuilders 
to bring along their building plans 
so that sales personnel will know 
what color schemes are being used 
and can guide the customers to the 
right combination of fixtures 

“We want the customer to see 
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Miss Helen Schall heads sales personnel in the Wells Electric Supply Com 
pany fixture display room. Fixtures are grouped in the residential display 
room according to the room in which they will be used in the home. Com- 
mercial fixtures are displayed in an entirely separate room, the old display 
room for residential fixtures in the main Wells’ building 


by Wendell Givens 


and buy quality,” says Mr. Tucker, 
“and we want him to leave here 
with the feeling he got what he 
wanted. When he brings his plans 
and we can discuss them, it’s an 
easier selling job.” 

Mr. Tucker points out that con- 
tractors too often pass up profits 
on fixtures simply because they 
don’t try promoting more expen- 
sive items. “When a contractor 
takes the time to come in with a 
customer, he is encouraged to do 
an all-out selling job because our 
showroom makes it easy for him.” 

Wells conducts a direct mail 
sales program using brochures pro- 
vided by a nationally-known light- 
ing supplies manufacturer 

The brochures stress the advan- 
tages of quality fixtures and better 
lighting arrangement and wiring 
They are mailed to prospective 
builders with the price of the 
home determining the type bro- 
chure sent 

“There is an important point 
overlooked by too many suppliers,”’ 
suggests Mr. Tucker. “Mailing the 
same brochure to a $50,000-home- 
builder that you send to a $12,000 
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one is a waste of time and money.’ 
The brochures, particularly those 
having to do with adequate wiring 
are mailed to architects and con- 
tractors, too. Through such mail, 
Wells keeps its name and its 
program for quality before all 
related branches of the electrical 
industry 
decorators 


contractor 
architect engineer 
utility lighting specialists, etc 
The company feels that this pro- 
gram also pays dividends for the 
electrical contractor-custome! 
Wells moved into it present 
main office and warehouse in 1951 
The new air-conditioned showroon 
had 200 outlets and appeared at the 


interio! 


time to be adequate 


Separating displays 

3ut within a year, the company 
outgrew the showroom. President 
T. H. Wells, Jr., felt that a larger 
display area was needed to offer 
election of met 
chandise. Thus, the Wells company 
acquired Lighting Distributors, 
Inc., an exclusive lighting whole- 
saler. The latter concern had just 

(Continued on page 123) 


customers a wider 
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When this photograph was taken the new Morgan showroom was being pre- 
pared for floor tile and installation of lighting fixture displays. Wall outlets 
on the left are next to a unit breaker which controls all of the 162 outlets 
in the room. From their desks in offices at end, sales girls can see customers 
when they enter. They help with sales in the display room. 


Exterior view of the new Morgan Supply Company building in Gadsden, Ala. 


Building for contractor service 


by W. M. Massey 


@ A LONG LOOK ahead in service to 
electrical contractors has been tak- 
en by the North Alabama firm of 
Morgan Electric Supply Co., Gads- 
den, Ala. Owner Ray R. Morgan, 
Sr., and his son Ray, Jr., occupied 
their own new building in Decem- 
ber, 1954, which they designed 
after considerable study to, “cor- 
rect faults and handicaps of custo- 
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mer service,” as the owner and 
founder puts it 

This is the third time the Mor- 
gan firm has moved to get more 
space since it was organized as a 
wholesale electric supply business 
in 1946. “We hope it will be our 
last move,” says Mr. Morgan, “as 
we have tried to provide for future 
growth and expansion while set- 


ting up a modern plant and service 
for the present.” 


Accessible location 


The new building with all-brick 
walls, built-up roof and four-inch 
poured concrete floor, is located 
near the end of River Bridge in 
East Gadsden, one block off the 
main thoroughfare of the city. It 
is a site easily accessible from any- 
where within the 60-mile range of 
territory served and readily avail- 
able for the Gadsden, Attalla, Ala- 
bama City residents who come in 
to select lighting fixtures and other 
merchandise sold only through the 
electrical contractor. 

Though many factors influenced 
the size and design of the new 
wholesale plant, it was largely the 
three characteristics of the con- 
tractor trade which the Morgans 
sum up as follows: (1) electric 
contractors, generally speaking, 
are poor salesmen, (2) their time 
is their living and they buy in a 
hurry and need service in a hurry 
and, (3) the contractors need mer- 
chandising in depth to properly 
handle the “out of the ordinary” 
installation that comes now and 
then. 


Planning for service 


A brief summary of the building 
features will show. how father and 
son planned to meet these needs of 
services to the contractors by em- 
phasizing maximum efficiency and 
comfort as a part of service 

The building sits back 20 feet on 
the 200-foot lot. Across 150 feet of 
the front this 20 foot depth is pav- 
ed for off-street parking. On the 
right side is a drive around parking 
area 75 feet wide for numerous 
trucks and cars if needed. The 
marquee across the entire front 
provides sheltered area for cus- 
tomers when they step out of their 
cars. It has three recessed lights 
underneath and across the mar- 
quee front will be the company’s 
name in wrought iron letters with 
baked aluminum finish 

On the side street and near the 
back is a pit door providing load- 
ing and unloading at floor level. 
This is covered with a metal awn- 
ing high enough to admit large 
transport trailers. At the back are 
two other large doors for loading 
at ground level 


Larger service counter 
On the left front is a double door 
entering into the contractors serv- 
ice and sales room featuring a 
counter 28 feet long. Back of this 
(Continued on page 125) 
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COLLYER offers you the complete line of wires and 
cables — all built to rigorous quality standards - 
all designed to give top service on the job. Specify 


j 
‘y 
J 


Collyer the next time you need wires and cables 
Collyer Insulated Wire Co., 245 Roosevelt Ave., Pow 
tucket, R. | 


Represented in the Southeast by 


epee 
eee 


CARY CHAPMAN AND CO 
672 WHITEHALL ST A 
ATLANTA, GEORGIA 
with offices and warehouse in Atliantc 


New Orleons 


Represented in the uthwest by 
GEORGE E. ANDERSON 
901 GRIFFIN ST 
DALLAS. TEXA 
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TYPE TW 
SYNTHETIC~RESIN 
INSULATED WIRE 











RUBBER INSULATED 
BUILDING WIRE 
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TYPE RR CABLE 
UNDERGROUND ; 
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Making sales for contractors 


Contractors introduce their custo- 
mers to Isabel Grubb, lighting sales- 
woman, and she takes over from there 
in the E and M Company’s modern 
fixture display room. 


@ THE SPACIOUS new building and 
trained sales personnel of E and M 
Supply Co., El Paso, Texas are 
geared to one major purpose — 
sales of lighting fixtures to home 
builders for the contractors of the 
area. 

“It is our aim,” says A. E. Hatch, 
general manager, “to act as more 
than a warehouse of supplies for 
our contractor customers.” 

This firm realizes that its success 
is directly dependent upon the con- 
tractors’ success. 


Nature of contractors 


“Speaking of light fixtures,” Mr. 
Hatch went on, “in many cases the 
possible. profit on them amounts to 
more than many contractors are 
making currently on both wiring 
and fixtures together.” 

Mr. Hatch then went on to ex- 
plain that the average electrical 
contractor is mechanical-minded, 
not sales-minded. “They are, for 
the most part, practical men. They 
appreciate quality ... but too 
often overlook the individuality 
and artistry of the higher priced 
fixtures. In other words they cater 
to the homeowner’s pocketbook, 
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not the customer’s individuality.” 

Before continuing, Mr. Hatch 
cleared up another point of great 
importance. 

“We have a staff of experts who 
screen every product before we 
take that line on. Therefore, both 
the contractor and his customers 
get the benefit of this screening 
something they could not afford to 
have done for themselves.” 


The inventory problem 


At this point, F. M. Coons, gen- 
eral sales manager, cleared up 
another vital point. 

“Many contractors are not in a 
financial position to carry a suit- 
able inventory of light fixtures. In 
an area where several make the 
attempt, there will always be the 
first to cut price ... to reduce what 
they consider too heavy an inven- 
tory. There is nothing for the com- 
petition to do, but follow the lead- 
er. Eventually, this ruins what 
otherwise would be a stable mar- 
ket. 

“For this reason alone, it is the 
electrical wholesaler’s duty and 
obligation to the contractors to 
carry this inventory for them.” 

While this article was being pre- 


a 


by C. Thomas 


pared, Hen: Lightolier 
Company, was visiting El Paso 
with a sales training film which he 
how to E & M’s contracto! 


customers 


was to 


Sales responsibility 


According to Mr. Stollnitz, the 
lighting fixture business has, un- 
wittingly, been sold down the river 
And to his way of thinking the in- 
dustry has no one to blame but 
manufacturers and wholesalers 

“There’s been too much of “let- 
ting George do it.”’ And George, 
the contractor, had neither the in- 
clination, the know-how, nor the 
facilities to do a real selling job 

“Take the average 
contractor. He has no patience to 
fiddle around with women’s whims 
and fancies. To him the lighting 
fixture busines nothing more 
than a necessary evil with which 
he has to contend the best way that 
he can. The result is that many 
electrical contractors have given 
up residential work in favor of 
commercial jobs.” 

Isabell Grubb, the firm’s light- 
ing saleswoman, comes to the de- 
fense of her sex by pointing out 

(Continued on page 122) 
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Henry Stollinitz, of Lightolier fixture manufacturers, has brought a film from 
the factory for showing to E and M Company contractor-customers. Con- 
tractors often lose out on profits because they do not know the sales story. 
Wholesalers can help this situation with programs such as this. 
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To meet the ever-increasing demands of Commerce and Industry there 
are now 3 big plants mass-producing the famous 


STANLEY line of Fluorescents and Slimlines in: 


\ 


& ATLANTA, GA. — 950 Ashby St. N.W. — Emerson 6345 


@ KANSAS CITY, MO. — 3312 E. 27th St. — Armour 8100 
@ PHILADELPHIA, PA. — 3700 S. 80th St. — Belgrade 2-7000 | 
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Efficient city counter 


Saves valuable 


contractor time 


by S. W. Ellis 


@ BELIEVING that the most out- 
standing aid the electrical supply 
house can offer contractors and 
dealers is time saved in waiting on 
them, the Tennessee Valley Elec- 
tric Supply Co., Little Rock, Ark., 
has gauged operations to conserve 
time at the city counter. 


Well-stocked counter 


Customers may enter through 
two doors, one going into a large 
reception room, the other into the 
city counter area. When the custo- 
mer enters he is greeted immedi- 
ately and turned over to a sales- 
man, who loses no time in supply- 
ing the item asked for. 

All supply houses have city 
counters, J. T. Hudson, manager, 
points out, but not all contrive to 
stock the counter with a stream- 
lined assortment of items called 
for most frequently and also keep 
the more unattractive items out 
of sight, yet at fingertip reach. 

_ Back of the counter and under 
it are the materials called for many 
times a day—wall plates, switches, 
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A warehouseman is always on hand to select replace- 
ments for the city counter stock to be kept up-to-date. 


switch boxes, multi breakers—all 
of it hidden except the 
attractive units 

Under and behind the counter, 
all materials are segregated, each 
in its own place, with labels. City 
salesmen co-operate with the 
warehouseman in keeping the 
counter efficiently stocked. Every 
hour or two the warehouseman 
comes from the rear, into the city 
counter area, and gives stock a fast 
check. He is always in calling dis- 
tance of a salesman who discovers 
that replacements are needed in 
advance of their demand 


more 


Inventory cards 

In the card system for inventory, 
each item has its own card, and 
all prices are given in the mana- 
ger’s office, adjacent to the counte! 
area 

“Our system of pricing elimi- 
nates errors,” Manager Hudson 
pointed out. “That is an important 
time-saver, too. Prices and ma- 
terials are the same among all 
competitors in a given area, but 


service an individual matter, 
sharply. Our idea of 
excellent service is having what 
the customer needs every time he 
calls for it, and serving him with 
the least possible delay. It sounds 
simple, but it is the very basis of 
our successful wholesale operation 

“We have planned our city 
counter to save time and trouble 
for contractors and the men they 
send to pick up materials. When 
the truck stops at our building, two 
men, representing well-paid man- 
hours, are held up in their work 
until we hand over the items 
wanted. That is what we have in 
mind when we stock our stream- 
lined counter to serve the local 
customer and when we talk about 


time-savil to personnel.’ 


and can vary 


Employee background 
Many of the 


women employ) 


sixteen men and 
yvees came from elec- 
trical constructior 
where they learned what contrac- 
tors need. With the bonus svstem 


r 


1 companies, 


¥ " 
1 effect, eact ne interested in 
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Manager Hudson helps a customer to make a selection asked for. Unattractive items are kept out of sight, but 
at the city counter from the display board of items most are always within fingertip reach 


yearly volume and larger profits in 
which they share 

When the owner, L. E. Salmon, 
selected his location five years ago, 
he picked a secondary business 
street, not far from the heart of 
the business section, with almost 
no parking problems. At 416 West 
Seventh Street, the customer near- 
ly always finds a vacant place for 
his truck 

“Fast service is not possible 
without some attention to park- 
ing,’ Mr. Hudson commented 


Utilizing space 
“Our building is not new o1 
fancy, but we've tried to make the 
best possible use of what we have 
to give customers the fastest serv- 
ice. Warehouse stocks are large 
and complete, covering every need 
f customers in the area. We don’t 
draw the line on stocking every 
tem that will serve them — ob- 
solete ones that are still called for 
occasionally, and new items that Sometimes a contractor needs special delivery of items stocked by the supply 
move slowly.” house, and two extension telephones are available for taking these calls 
(Continued on page 133) and rushing the material on its way to the job without delay 
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Quick delivery cuts 


contractor labor costs 


by W. W. Westbrook 


J. David Tillman, president of Tillman 
Electric Supply, Inc., takes a phone 
order for a 30-minute emergency de 
livery. The quick delivery system and 
other special customer services have 
helped him to increase his volume by 
50 per cent since 1952. 


@ A 30-MINUTE “jet delivery” to 
job site anywhere in New Orlean 
is the “something extra’ offering 
of the Tillman Electric Supply 
Inc., saving time and labor cost 
for the firm’s contractor custome! 
“In these days of high labor cost 
any idle laborer on the contractor’ 
payroll is money down the drain 
when that laborer is marking time This truck is used for only emergency service calls. J. Anthony Fabares, 
because of lack of materials.” ex firm vice-president, gives the order a last minute check before warehouseman 
plains J. David Tillman, head of Bob Frederick at the wheel leaves to make the delivery 
the New Orleans firm which got it 
tart only two years ago in an area 
which is enjoying one of the great 


est industrial expansion program ae a 
| rhe Pillman  firn omethu 


extra” is the emergency light de 
Locality prompts need livery truck which upplement 
the regular or routine delive: 


in the entire nation 


In a city the size of New Orlean eek oll tle. ieis dices 
over 650,000 population and es a oe a 
with much of its sprawling indus 
trial area split down the middle by 
the mighty Mississippi, the Till 


man 30-minute delivery idea on all 


which afford area deliveri« 
Forever stressing time as of ut 

most importance the Tillman 

wholesale operation is thinking 


Gueapnenes ofders meens & great eriously about adding = anothe 
leal to appreciative contractor emergency truck in the near future 
_ : ‘ , to take care of the growing volume 
of call Susine has increased 50 
. per cent since the Tillman doo 
Since this article was written, Till- 
man Electric Supply Co., Inc., has 
merged with Interstate Electric Co. ; 
Mr. Tillman has become vice-presi- have been very co-opera 
dent of Interstate and manager of abusing the 30-minute 
the electrical division. He has an- 
nounced that the company will con- 
tinue Tillman’s policies with even 4 
stronger emphasis on service. ders,’’ Mr. Tillman poin 
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were opened in August of 1952 
“Happily enough 


ervice whenever the 
livery will suffice 





The Easiest Way to Be Sure of a 
PERFECT PIGTAIL SPLICE 





Potented, No. 1,933,555 
THE SOLDERLESS, TAPELESS WIRE CONNECTORS 


With IDEAL “Wire-Nuts” you get the positive grip simplest, safest, longest-lasting pigtail splices it i 
ping action of a super-tension spring-type connector possible to make—why millions more “Wire-Nuts 
No connector grips tghter or holds longer! are used for pigtail splices than any other connectos 


But to that Wire Nuts add perfect, pre fabricated Wire Nuts require no pe tal kill or tool Just 


? > *y twist, thread, grip and insulate 
insulation that never varies, can not short out, come screw them on—they tw or " 
loose or fail with age. You get the /ifetime protec 
tion of “Wire-Nuts’ ” high-dielectric, specially formu- 


lated and molded phenolic shell itselfi—and you get it every ime! Only IDEAL 
makes genuine “Wire-Nut Look for the name 
This is why IDEAL “Wire-Nuts” guarantee you the IDEAI 


in one quick positive operator You get a pull-prool 


shake-proof splice that’s stronger than tl wir 


SOLD THROUGH AMERICA’S LEADING DISTRIBUTORS 


 cleetieeticonticntientiedtinentientions 


IDEAL INDUSTRIES, INC 


» 
~ 
i 


| 


1017 Park Avenue, Sycamore, Iilinois 
byte 





». Fully Approved! US 


Contractor sizes 74B and 76B 
are fully approved as pres 


' 
j Please send FREE SAMPLES of IDEAL WIRE NUTS 


sure cable connectors for 
general use in all types of 
branch circuit wiring, with all 
common wire combinations } City _—— 


eT ee 
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POUUOUUUE Ee 


Displays and mailings — novel promotion team 


by Grier Lowry 


Customers know that when they re 
ceive Harvey mailing pieces on a new 
product, they can go to the firm's 
showroom and see the item on ex 
hibit. Here J. M. Harvey, company 
owner, explains a display to a direct 
mail customer. 


mw Back of the Top y-like sale 
progress of the four-year-old Har 
vey Electric Supply Co., in North 
Kansas City, Missour1, is a 
ly working 

program that 


mooth 
custome! relation 
revolve around 
style displays that are tightly 
linked to a direct mail campaign 

“Product hown in the display 
John M, Harvey, own 
er, “are constantly keyed to mate 
tuffe: 
and a mimeographed letter that 
goes out at least twice a month 
All of thi 
objective of 


open 


room,” say 


rial featured in catalog 


material has the prime 
calling attention of 
the trade to new developments and 


new products on the market 


Open models featured 


“The cumulative effect of di 
plays teamed with mailings,” he 
to give the custome! 
product tory So 
that when he come 


explained, “‘ 
the complete 
to our show 
room he is well informed of the 
Then 
with the open type display arrange 


features of various product 


ment, he is able to closely inspect 
even handle, the products he ha 
been reading about in our direct 
mail pieces.” 

“Not only does this present the 
customer with an opportunity to 


atisfy his curlosity entirely about 


Direct mail pieces, including catalogs, envelope stuffers, and a twice-monthly 
mimeographed letter, are keyed to show room displays. Giving the customer 
the complete product story with this material and open-style displays has 
been a big factor in company growth, Mr. Harvey believes 
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a product Dut. it pern 
it with mu 
to read about an item | 
ings, then go direct] 
room and ee it, mean | 
lost and le trouble add 
Harvey 

“An important part 
play technique he poin out 
“involves changing the merchan 
dise promptly every ten day O 
omething dif 


ferent everyv time he come to the 


the custome! ee 


ale room 


Success with breakers 


Illustrative of the display a1 
rangement is the pecial-designed 
18-inch by seven foot « ylay board 
which is located in a focal sidewall 
point and ervice 
equipment incl Ing atety 
witche circuit breaker motor 
control elk 

“Circuit breake! 
most important line according 
to Mr. Harve “As result of good 
packed D 
direct mail bulletins, our contrac 


display informative 
tor custome! have iven thi 
product more than usual considera 
tion. In many case they decide 
to install circuit breal 

which 

useful product for the 


of fuse 


plu the advantage 


magnetic equipment 


Use of seasons 


Showroom 
tuned to the eason 
ture that has elicited 
comment from ct 
pring, for exa 
attic fan 1 
in the roon 
of kitchen and 
ing equipment 
a di play ot doo! 
compact area 

In the fall, the company make 
an all-out bid for ales of flood 
light equipment and these product 
are assigned a strategic point in 
the display room at that time of 
the year. Yard lights and REA 
lighting equipment are also year 
Fitting line 


are another permanent fixt 


round di play etup 


the showroom 
A general ispla 


{ 
(Continued on page 126) 
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ONLY 
NEW 
CURTIS 








TROFFERS 





Holophane Lo-Brite” 
Dished Crystal 
Controlens * 


Holophane Lo-Brite” 
Fiat Crystal Controlens 


Holophane Lo-Brite” 
Plastic Controlens’ 





Corning Alba-Lite 
Glass Panel 


Fine Cross Ribbed 
Giass Panel 
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OFFER ALL THESE 
OUTSTANDING 
ADVANTAGES 


NOW available with 
Holophane Controlens’ and 
a variety of glass panels 


@ Choice of TWO or THREE Lamps per 4’ or 8’ section 
. rapid start, slimline or starter type 


@ High levels of quality illumination. 


®@ Shallow housing permits installation where recess- 
ing depth is as little as 67%” 


@ Exclusive U-support yokes permit one-man installa- 
tion in any type ceiling construction and cut installa- 
tion time almost in half, 


@ Rugged construction of heavy gauge steel, finished 
inside and out with exclusive baked-white ‘'Flura- 
cite"’ enamel. 


Wire channel and side reflectors formed of one 
piece of steel with end plates riveted in position. 


Sturdy steel hinged door frame locks securely and 
is designed to eliminate light leaks. Hinged door 
frames are easily removed without the use of tools. 


@ Flange or Flush type construction. 


@ Each Troffer completely factory assembled and in- 
dividually cartoned. 


@ Complete Illumination data available, based on 
Electrical Testing Laboratory Reports 


@ All Curtis Troffers carry Underwriters’ Laboratories 
Recessing Label. 


Complete information on request without obligation 


miysants 


LIGHTING, INC. 


6135 W. 65th Street © Chicago 38, Illinois 
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A variety of services is 
offered wholesalers by 
Anderson Fixture Co., of 
Fort Worth in their mod 
ern building. Pictures 
above show exterior of the 
building and Manager 
Jack Landman demon 
strating a remote control 
switch to Marvin L 
Smith, electrician with 
Advance Electrical Co., 
Fort Worth. At right is SHOW ROOM 

shown a postcard mailing PS. ie 
piece which pictures the NDERSON fis 
up-to-date fixture display. ms 





2818 MORTON ST FT WORTH 7 


Customer protection offered contractors 


@ INSISTENCE On sales protection by Wilbourn McNutt only after agreement has been 
to electrical contractors 1 the reached with an electrical contrac- 
guiding principie under which An- tor for purchase and installation of 
derson Fixture Company operates the fixture 
in Fort Worth, Texas point across to building contracto1 “We make busine for the con 

Managers Jack Landman and and to retail buyers, that we are tractor,” says Mr. Landman. “Foi 
Arthur Gressman believe they are protecting our electrical contrac- example, the lady who was just in 
among the first to introduce this tors.” here picked out the fixture she 
concept of sales ethics in thei ; wanted. Then I asked her who wa 
trade territory No outright sales going to do the installation 

In so doing they feel they touch- Thus outright sale to building Up until I asked her she hadn't 
ed off a minor electrical storm contracto! get a flat rejection given it a thought. However. there 
which will have a healthy effect on Sales to homeowners, who are at- was a contractor whom she pre 
all concerned in the trade tracted by the firm’s extensive di ferred. We helped her remember! 

“We make a continuous effort,” plays of fixtures and who are not his name, contacted him by phone 
says Mr. Landman, “to get the ent in by contractors, are closed (Continued on page 124) 
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ue TOUGHEST, 
MOST FLEXIBLE 
WELDING CABLE 


Welders who use Carol Dynapower Welding Cable say 
that it enables them to make top quality welds with minimum 


effort. It’s so pliable it can be bent, coiled, twisted upplying 


power whenever it’s wanted. The reason: Carol pecial rope lay 
stranding that combines thousands of soft, fine wires into a flexible 
It’s plenty tough, too. Its abrasi 
ana ,; ists acids olvents, 


cable n-proof jacket of Carol 


rubber stands the toughest handling 
water and oil. Available in sizes from 4/0 to No. 6 gage in rubber 


and Neoprene jackets 
Office and Warehouse 
5 Whitehal t W Atlanta. G 
Phone. LAmar 1977-8 made better to perform better 
Represented by 


J. A. LLOYD CO. Like all Carol wire and cable, Dynapower Arc Welding Cable is 
5 Whitehall St, SW. Atlanta 
6 Lucene St. Charlotte. N manufactured under strict laboratory control in our complete wire 


tep, from drawing of wire to compounding of 


making plant. Every 
Check your 


insulation, is centralized under our single responsibility 
stock today. Write Dept. ES for complete technical information 


DIVISION OF THE CRESCENT CO, INC, PAWTUCKET, RHODE ISLAND 


Serving Industry for more than 30 years 
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Training electrical contractors 


to sell cooling equipment 


by Beatrice Miller 


@ “CALLING on individual electrical 
contractors and explaining to them 
the significance of installing cool- 
ing systems in homes is the best 
way. we have found of educating 
them to the advantages and in- 
creasing their business,” says Alvin 
Scotton, ventilating engineer for 
Wm. E. Kingswell, Inc., electrical 
supply wholesaler in Washington, 
D. C. who specializes in heat 
controls, air conditioning, panel 
‘heating, fan cooling, and gas fired 
furnaces 

“We present not only the com- 
fort and economy of a residential 
cooling system but plan the entire 
installation, showing him how to 
lay out the whole thing to meet 
special residential conditions.” 


Necessary sales material 


When Mr. Scotton goes calling 
on contractors, he carries with him 
an album of photographs of actual 
installations of cooling systems his 
company has helped put in. He 
also carries with him the cut-away 
hub of his fan that will aid him in 
describing its durability, noiseless- 
ness and low maintenance costs 

Estimating that he makes about 
100 calls a year on electrical con- 
tractors, Mr. Scotton takes a file 
of literature on their cooling sys- 
tem with him to educate by dia- 
gram and photo detail how a cool- 
ing system works 

Meetings held in their own 
showroom bring together about 25 
contractors at a time who have 
been invited to listen to the bene- 
fits of a cooling system and how it 
should be. wired, low cost of in- 
staHation and maintenance, in- 
creased value of home through an 
installed cooling system, and great- 
er business it will mean for the 
electrical contractor 

“By far one of the most effective 
means of convincing the electrical 
contractor of the worthwhileness 
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of a cooling fan is offering to in- 
stall one in his home at cost. Thi 
we have done in a couple of dozen 
cases, and once in, we have given 
the contractor the best opportunity 
of learning at first-hand what a 
fan can do, how it goes in, what 
is involved in effective operation,” 
added Mr. Scotton. “Moreover, thi 
contractor becomes a great enthu- 
Silast for cooling by fan, and sell 
it on every job where air condi- 
tioning cannot be afforded.” 

Wm. E. Kingswell, Inc., also 
sends out by direct mail to con 
tractors 100 files a year on their 
fan cooling system. This is followed 
up by the personal call that is 
standard practice of each of the en- 
gineers in their seven department 
in effectively training electrical 
contractors for doing a better job 


Contractor training 


Asked how he presented the fea 
tures of an attic fan cooling system 
on one of his personal calls or at 
meetings with contractor Mi 
Scotton said that he first make: 
the contractor aware of the current 
demand for comfort by homeown 
ers, The error of going out and 
putting in any fan in any kind of 
home was pointed out emphatical- 
ly as a source of lost business. To 
make a cooling system effective 
and a homeowner happy, it 1 
essential to study the specific need 
of each house and make wiring 
layouts accordingly 

Since contractors and builder: 
are not specialists in cooling sys- 
tems, the wholesaler feels obliged 
to work along with the electrical 
contractor in training him to lay 
out the entire job 

“It is a necessity that the right 
size fan be obtained for a house 
and that it be installed properly, 
if it is to work and do credit to the 
electrical contractor,’ said Mr 

(Continued on page 124) 
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An album of photographs of typical 
installations of cooling equipment is 
available to contractors, and is often 
taken on calls made by the ventilot 
ing engineer of Kingswell, Inc 
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EW! 
N BRYANT LOW VOLTAGE 
, MULTI-CONTROL wiRING SYSTEM 


New Systen 
LOW VOLTAG 


nd appliance 


Easy, 
Economical 
Installation— 





Added 
safety and 
convenience 


New profit 
opportunities 
for you 


types of 
buildings 


. \ J HOW LOW VOLTAGE MULTI-CONTROL 
The BRYANT MULTI- CONTROL Wiring System is SYSTEM WORKS 


the most modern method of controlling electrical 


\ 


Transformer supplies 24-Volt current 


circuits. Through the use of small relays, usually § Relay controls 125-Volt current at outlet 
- Push-button switch (momentary contact) 
ontrols relay, thus outlet 


. . Ss 
actuated by low voltage switches, lighting and i Standard duplex convenience outlet 


mounted in conventional outlet boxes, which are 


appliance circuits may be economically controlled cr . 
from one or any number of desired locations 4 ( weet } sf 
Another outstanding feature, not available in con : z minnie 
ventional wiring systems, is the Master Switch -* (506 
Control. One or more master switches may be 
installed at strategic locations for the control of 
any number of circuits. - 

This switching system operating on low voltage, Diagram shows basic circuit of the Bryant system 
is safer and the use of less costly conductors is 
possible. Flexibility, versatility and economy of 


installation are outstanding features of this system 


For complete information write 


THE BRYANT ELECTRIC COMPANY 
Bridgeport 2, Connecticut Ci) 
Chicago + Los Angeles 
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by Louis Alexander 


One Worth competitive extra is 
marking each carton for the proper 
room to avoid mix-up at the job 
C. C. Michealski supervises 


Mrs. Kay Epstein is always on hand to provide well-qualified advice to the 
customer who needs recommendations of lighting fixtures which will fit into 
her decorating scheme. Mrs. Epstein’s suggestions are backed up by the 
very large inventory maintained by Worth’s in Houston 


Service “extras please 


their contractor-customers 


@ WHEN A Houston, Texas, build- 
er wanted to produce some unusual 
outside lighting effects in the beau 
tiful planters lining the entrance 
to a swank River Oaks home, he 
went to the Worth Electric Com 
pany, which had so many varietie: 
of suitabe fixtures that C. C 
“Mike” Michaelski, head of the 
fixture room sales force, aided in 
recommending what to use. The 
builder selected fixtures from 
stock, then special ordered some 
unusual weatherproof fluorescent 
fixtures to fit the gables and shape: 
of the entrance. The electrical con 
tractor on the job, of course, got 
credit for the sale 

Worth's $30,000 fixture room 
and its unusually well-qualified 
sales force have attracted = con 
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tractors and their customers from trical contractors prefet 
all over the Houston area. Con their orders at Wortt 
tractors are more likely to satisfy Here are the major “extras’ 
their customers with the exact that Epstein and the Worth Ele« 
fixtures that the decoration scheme tric Company provide to electrical 
require be it industrial or resi contracto! and their custome! 
dential through the operation of the 
: , 2,500-square foot fixture room 
Fixture displays With some 1,000 outlets, all in 
Jule Epstein, owner of Worth working order, the number and 
Electric Company, firmly believe variety of lights on display . 
that his investment in complete tremendou This provides con 
lines of fixtures, the sales judg tractors and their customers with 
ment of his fixture room force of plenty of live fixture ideas s¢ 


pla ¢ 


) 
men qualified to serve interior they can best complete the decora 
decorator and the $30,000 fixture tion scheme of residence ¢ 


' 
i Mu al 


room are paying off in more busi commercial building 
ness The displ: include hundred 
It’s the constant effort to give of recessed light dozens of dif 


the customer a little extra, Mr ferent decorative dea fron 
Epstein believes, that makes ele (Continued on page 135) 
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For Superior QUALITY 


Get 
NEOPRENE-COVERED 
WIRE and CABLES 
from... 


Southern Electrical Corporation 


SOUTHERN ELECTRICAL'S Neoprene covered wire 
and cables manufactured under Western Electric 
Company's new and improved Room Temperature 
Extrusion Method, produces WIRE and CABLES with 


outstanding uniformity. 
This top quality wire also has maximum resistance to— 
Installation damage 
Abrasion 
Compression cutting 
Weather 
Corrosive atmospheric conditions 
Temperature changes 
Aging (time has no perceptible affect) 


All our wire and cables meet and exceed all the latest 
- sagen ype of ASTM — ASA and IPCEA insuring 
the most serviceable wire on the market. Our label 
is your guarantee of the finest wire obtainable. 





CHATTANOOGA, TENNESSE! 
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@ IN THEIR MODERN 
nowroom on tne 
combe Avenus 
Effi + di | ‘ ili . bile, Ala 
icient display facilities Suppl 
id h FE 
aid the contractor is diapla 
POs ha I 
to Ha ana or pie 
by Jean F. Fitzgerald lighting fixtu and equipment 
the entire area. Many people 
we Nave realized tnat 


; 


from the tandpoin 


election and bec: 
unique and 
locating and | 


dise 


Continuity of system 
The latte: accomplished 
electing 
which ha 
to each f 
These identif 
duplicated 
in numerical 
nformation 
facture! 
price list 
ceiling 
fixture 
othe: 
brought 
number alwa 
fixture which 1} 
“We encourages 
electrical contracto! 
clients into the 
ownel and oper: 
“Thi 
talk 
Cu 
and pec 
pre ence 
hamper the 
From e) 
that there 
the part of 
merchandise 


representative 


appeal 


Classifying fixtures 
continued The t 
oned so that the 
directly overhead 
ipon ente 
You work bi 
throug! h tore 
moderately priced 
least costly merch: 
The contractor invites his customers into the F. E. Smith company display entire stock is m« 
room to select fixtures without the interference of wholesaler salesmen ceiling and 
After the selection has been made, and the Cardex system has aided in writing Since ni 
up the order, contractors often go over their plans with Mr. Smith, whose are in 
years of contracting experience can offer them good advice on lighting and itself 
wiring systems. Contractors appreciate these services and pi 
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Sell greater customer satisfaction with the 


COMPLETE AMPLEX LINE 





AMPLEX 

’ FLUORESCENT 
-) TUBES 
There's an Amplex Fluorescent Tube 
of the right size and color for every 
type fixture. And the cathodes of 
Amplex Tubes are designed for high 
efficiency and long burning life... 
spec ial coating methods assure even 


light output from end to end, 
Amplex Fluorescents make friends! 


AMPLEX 
REFLECTOR 
. LAMPS 


Here’s the fastest-moving accent 
lighting line on the market! The 
inside surface of these | unps is pure 
silver. Their sealed-beam reflectors 
can't get dirty... always retain their 
brilliance And Ample x Reflector 
Lamps come in a full range of watt- 
ages and bulb types... all quality- 
built for topmost dollar value. 


AMPLEX 
INCANDESCENT 
LAMPS 


With Amplex you've a complete 
range of Incandescent spec ialty and 
pe neral service lamps In every type 
and wattage. They are built to 
Amplex high quality standards and 
are proven sales leaders... setting 
new records of efficiency and 
economy for users everywhere. 


AMPLEX 
INDUSTRIAL 
HI- BAY 
LAMPS 


Amplex R-57 Lamp is designed for 
continuous maximum light output 
in high bays. Hermetically sealed 
pure silver reflector can’t become 
soiled... auxiliary metal reflectors 
are not needed grime and dust 
never obscure the bulbs’ under sur 
face from which light is projected 


R-57 comes in 500 and 750 wattages 


AMPLEX SOUTHERN REPRESENTATIVES 


OTHER PROFIT-MAKING 
AMPLEX PRODUCTS 





? » 
Amplex Spots g va 
and Floods V 





Amplex Par 38 wan? 


Spots and Floods 
° 





Amplex Weather- 4 = 
proof Lamps \ 





Amplex 


Swivelites 





Amplex 


Colorbeams 


Ample Street 
Lighting & Traffic 
Signal Lamps 





Amplex Mercury 
Vapor Lamps 





AMPLEX 


‘Welcomes you to the Southern Electrical Wholesaler’s 
Association Convention 
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Amplex “Hi-Hat” 


Recessed Fixtures 





Amplex 
Infra-Red Lamps 








quality speak Various achitect 
tell me that this comparison be 
tween good, better and best in the 
way of fixtures sells up a job much 
more readily than would be po 
ible if each item were priced to 
how and customer were thu 
under the psychological urge to 
economize. The result i 


complete 


often a 
change in plan and 
pecifications with more and better 


fixture and a more adequate 
wiring job replac neg or ivinal pec 


fications 


Selling wiring system 

Mr. Smith is a firm believer in 
wiring for the future. As he ex 
plains it, “There’s just no telling 
what will come up next and it’ 
only sensible to be prepared for 
all possible electrical needs. We 
stress the importance of adequate 
wiring with every contact we make 
professionally.” 

He pointed out that the entire 
fixture display is set up as a work 
ing mocel low voltage remote con 
trol system. Prospective 
owners and industrial clients are 
quick to see the advantage of in 
stalling this most modern, con 
venient and efficient system be 
cause they see it in operation, if 
only in a limited way. And that 
means a sell-up wiring job also 

The ceiling number and Cardex 
file system of display has proved 


home 


advantageous to the company in 
other ways, too, Mr. Smith say 

“We are now almost free of those 
people who come shopping strictly 
for a serial number that they can 
pass along to others for price cut 
ting purposes. No brand names, no 
price tickets are on display, and 
we avoid giving out this informa 
tion except to qualified person: 
Every wholesaler can spot these 
shoppers but until we installed our 
present system, anyone could walk 
into our shop, browse around and 
walk out with all of the informa- 
tion necessary—serial and mode] 
numbers, as well as full catalog 
price 


Blow to price cutters 
“It’s a satisfaction to us to know 
that we are not making it easy for 
someone to boast, ‘Oh, it cost us 
than you think. We 
could never have afforded thi 
handsome fixture, but you see we 


much less 


bought it wholesale.’ 

Because he appreciates the im 
portance of quality merchandise 
Mr. Smith is proud of the fact that 
he has the exclusive distributor: 
ship for what he believes to be 

(Continued on page 127) 
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HOW WHOLESALERS SERVE THE ELECTRICAL TRADE 


PULTUUER ODETTE 


Wholesaler’s training program 


is mutually advantageous 


@ “THERE IS NO DOUBT that both 
we and our contractors have made 
business gains from the help and 
training wears iving then 
tates Hugh P. Marsh, manager 
the Wesco Electric Supply Co 
Washington, D. C 

As a member of the local whol 
ociation, the Wesc« 


Electric Supply Company sponso1 


aler trade a 


a speaker on electrical equipment 
at meetings to which contractor! 
In these 


venineg ( 


are invited once month! 
two-and-a-half hour ¢ 
ions, ome 75 contractor who 
usually attend are shown the ap 
plication of items in old lines plu 
new developments and new item 

The wholesalers are eager to bring 
greater efficiency and economy to 
contractors in their handling of 
electrical items that will mean 


more busine for them 


Typical program 
With each member Wholesale: 
called on about once yearly to pro 


vide such a speaker, Wesco Ele 


tric Supply Company wa ible to 


have a talk on new circuit break 
ers that were coming on the mat 
ket, and another talk on 
controls. The 
tractors the type of motor con 


motor 
peaker showed con 
trols available and their applica 
tion. A movie added details to the 
talk. Wesco at the ame time 
stressed the large and complet 
stock of motor control parts ca! 
ried by them to give prompt se 
ice in putting machine back in 
operation in the event of break 
downs in industrial use 

A question and answer period 
usually follows these talk 

“We make it a point to sit dow 
with a contractor who brings prob 
lems to us, and help him in the 
election of equipment and its ap 
plication that is most suitable t 


his need added Mr. Marst 


Exchange of ideas 

At other 
given by peaker 
have talked on fire law and pr: 


contractor meeting 


wholesaler 


rical 
larsh 

that br 

contrac 


ood ¢ 


tome 


With 


contrac 
Dring 
supp! i 
consistent! 
tractor 
ng fixture 
atisfactior 
nave Col 
quality I nt 
Cone 
contracto 
of about 
cluding 
ing fix 
control 
ment 
pleme! 


ng by w f onal conta 


Invoice pricing 


ELECTRICAL SOUTH for JANUARY, 1955 





~LODESTAR” 


by 


MITCHE 


“LODESTAR” LIGHTED 
Offices of American Photocopy 
Equipment Company, Chicago 

Architect—Henry | Newhouse, AIA. Chicag 
Lighting Contractor — LeRoy Liectric Chicag 
Lighting Distributor — American Electric Supply ( 








BETTER LIGHTING FOR MODERN INTERIORS 


MITCHELL “LODESTAR” Luminaires are lighting modern interiors everywhere 
units offer important lighting advantages attained by a substantial upw 
which provides a “general diffuse” lighting effect. Semi-translucent 
pleasing low brightness contrast. The superior louver design deliver 
shielded illumination. This superior lighting with its smooth modern 
maintenance factor and surprisingly low cost makes the MITCHELL “LODES! 
wisest choice for Commercial, Institutional and School use 


MITCHELL MANUFACTURING COMPANY 


2525 N. Clybourn Ave., Chicago 14, Ill., Dept 


in Canada: Mitchell Mig Ceo. Lid, 19 Weterman Ave., Torente 
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where quality counts 
SPECIFY MITCHELL 0 





HUAADASUEUAAAAUAAUAANAEA AAA EAA 


HOW WHOLESALERS SERVE THE ELECTRICAL TRADE 


QURUUUUUUDEEAE ATER 


“Service is my business’ — 


this firm's functioning motto 


@® MEMBERS OF THE sTAF¥ of Joe 
Williams Electric Supply Co., 231 
South West, Jackson, Miss., think 
of themselves not merely as sup 
pliers of electrical products but 
more as providers of “service” to 
electrical contractors and dealers 
in Jackson and the surrounding 
territory. 

Joe Williams, who founded the 
wholesale firm in 1939, is quick to 
tell you that “Service is my busi 
ness.” 

Through the years, electrical 
contractors have found that they 
can depend on the Joe Williams 
organization for anything in the 
way of electrical supplies any 
time and any place in Mississippi 


Former contractor 


Charles H. Little, city salesman 
for the Williams firm, says “All 
our customers know that our 
normal working day at the office 
and warehouse ends at five o'clock 
But, they also know that if they 
call in an order at five minutes to 
five that it will be delivered and 
ready for use on the job before 
the next work day begins.” 

Joe Williams has spent many 
years in the electrical business 
He was a contractor in Jackson for 
15 years previous to the establish 
ment of his supply operation, One 
of his prized possessions is a 15 
year-old copy of ELECTRICAL SOUTH 
in which he was featured as one of 
the South’s outstanding electrical 
contractors for his careful plan 
ning and proper subdividing of 
work between his shop and the 
job. Mr. Williams keeps this March, 
1940, issue locked in his safe with 
his other valuables as a remindet 
of the days when he was in the 
contracting business 

With this background, Joe Wil 
liams knows the problems of the 
present day contractors who are 
his customers, and he assists them 
in every way possible in coping 
with these problems. He keeps on 
hand as large a stock of electrical 
merchandise and as large a variety 
as he possibly can, 


82 


Joe Williams, seated, chats with A. R. Finley, his Northwest Mississippi 
salesman, and Charles H. Little, city salesman for the wholesale firm 


Mr. Williams, Mr. Finley, and Mr. Little frequently check supplies in their 
several warehouse buildings, all of which have central locations 


“Electrical contractors in Jack- tate ‘When 
son, and all over Mississippi, have for merchand 
come to know that if Joe William 
doesn’t have it, it’s not availabl 
in the territory,” Mr. William 


tried in 
several of th 


(Contin 1 on page 120) 
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~ ae 
Cat. 4633-618 Flush or Surface 


100 amp. Service Equipment 


pAdequate Wiring needs tt ar ; aie 


General Switch delivers it! 


neral Geer 
© Write for 
switch corm, at 
#5201 
45 ROEBLING ST. + BROOKLYN 11, W. Y. 


ENCLOSED SAFETY SWITCHES « SERVICE ENTRANCE EQUIPMENT « BRANCH CIRCUIT PANELS 


parallel 


EIGHT 
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i ~6HOW WHOLESALERS SERVE THE ELECTRICAL TRADE = jw 


Marvin Bell, left, talks to warehouse counter salesman written in one of the books by the customer. Several 
about placing “want books” in each order filled. Over half contractors provide workmen with books so that needed 
of the orders placed at the counter sales office are supplies may be listed as they are noted 


The time has come for extra services 


@ A LITTLE ExTRA effort has en- by Theron Garvin matches to eve! customer whe 
abled Warren Electric Co., of Beau visits the warehouse. The com 
mont, Texas, to offer customers pany’s two outside salesmen carry 
something extra besides merely a good supply of these items around 
handling good merchandise and of and contractors in keeping thei on their service calls and furnist 
fering fast service inventory to a minimum and pro each dealer and contractor enough 
When Marvin Bell opened the viding better service for their cus to give one to each of his workmen 
Beaumont branch in June 1953, he tomers Each of these want books con 
began looking for something to of ‘ . tains 25 sheets of blank white paper 
i ile customers that they didn’t Handling night calls 
expect or pay for and the result For the night service, custome! their pockets to jo 
was a list of little extras that have are given the home phone number . plies they need 
really paid off of Mr. Bell and the part ervice these books | he allowable 
First. the Warren company will counter manager. When a call i rent-carryin api of insu 
open the warehouse any hour of received by Mr. Bell, he take lated conductors and the numbe! 
the day or night to sell custome! down the customer’s name and the of conducto n conduit or tubing 


3o custome! may carry them in 


parts or supplies for emergency upplies he needs. Since there are 
service. Since many of the firm’ rarely more than one or two eme! Contractors use plan 
customers service large industrial gency calls each week, Mr 3e1] ‘It’s amazi 

machinery, this means that they handles most of these night re valuable 

have to make service calls all quests himself custome! 

hours of the day and night. Thi Second, the Warren company) t especial! 

24-hour service helps both deale1 passe out want books” and book (Cont é 
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protect your cable ends with 


G:.W potheads 


» 
+ 


Bis: 

i“ 

li“ 
re 


There is a proper size and form 
for every size and type of cable! 


Simple basic design details of G & W 
potheads, proven by years of satisfa 
tory service, help provide trouble-tr 


operation of cable circuit 


G&W ELECTRIC SPECIALTY CO. 
7780 Dante Avenue, Chicago 19, tilinois 


(USA 


sentative 





News of the industry 





Adequate Wiring Bureau 
sets annual conference 


THE ONE NATIONAL CONFERENCE 
devoted entirely to the electrical 
industry’s number one sales pro- 
gram—Adequate Wiring, has been 
scheduled for the La Salle Hotel, 
Chicago, Ill., on February 24 and 
25, 1955. Sponsored by the Nation- 
al Adequate Wiring Bureau, this 
is the llth annual National Ade- 
quate Wiring Conference 

The Bureau has announced that 
Conference delegates will hear 
how adequate wiring promotional 
problems are being served in the 
home modernization and new home 
construction markets; opinions on 
adequate wiring from electrical 
industry leaders; and fresh ideas 
from promotional experts 

Those desiring to attend should 
make their hotel reservations now 
by writing Reservation Manager, 
La Salle Hotel, Chicago 2, Ill. Be 
sure to mention you are attending 
the Adequate Wiring Conference 

The National Adequate Wiring 
Bureau, 155 East 44th St., New 
York, N. Y., would also like to 
know in advance if you plan to 
attend so that they will be able to 
have an idea of how many con- 
ferees to prepare for, Other details 
of the Conference program will be 
announced later 


PUAA announces 32nd 
Better Copy Contest 


ANNOUNCEMENT has been made 
that the 32nd annual Better Copy 
Contest, sponsored by the Public 
Utilities Advertising Association, 
is formally under way 

There are 23 classifications rep 
resented, covering almost every 
type of public utility advertising 
A total of 183 awards will be made 
and the winners will be announced 
at the association’s national con 
vention in Chicago, May 12 and 
13, 1955 

Basically, the rules remain the 
same as last year. Changes have 
been made, however, in both the 
radio and television classifications 
Both of these classifications have 
been divided into two divisions: 
division (a) for programs not ex 
ceeding five minutes in length, and 
division (b) for programs of more 
than five minutes in length. First, 
second, and third awards will be 
made in both divisions 

A special classification has been 


86 


edited for Southern readers 


included in the contest for 1955 ers Electric, was elected chapte1 
only, for the best “Single New governo! Robert W Allison 
paper Advertisement on Light Brooks-Allison Electric, was re 
Diamond Jubilee.” elected vice-president; and Charle 
The contest is open to non-mem G. Fulton, Fulton Brothers Electric 
bers as well as members of PUAA wa elected ecretary-treasurel! 
Deadline for receipt of entries by George L 
the various classification chairmen chapter manager for the 
is February 1, 1955, with the ex eal 
ception of the annual report to Mr. Barksdal 
stockholders — classification the Jr., Jarrett Electric, and Orville 
deadline for which is April 1 V. Scott, Scott Electric Co., were 
Rule books, containing complete elected directors of the Atlanta 
instructions for entering the con Chapter 
test, have been mailed to all a Some 20 electrical contractor 
sociation member Copie are from other sections of the state of 
available from Ernest R. Law Georgia, together with power com 
contest chairman, Philadelphia pany officials and labor leader 
Electric Co., Philadelphia, Pa attended the election 
Mr Kun man Wa quite opti 
mistic about the future. He stated 
Kunsman named to head that, “The industrial and home 


con truction boon appeal to be 

Atlanta NECA chapter continuing with no apparent ceil 
ing thu upsetting prediction 
made earlier that 1954 would sec 
a decline in the industry.” 
“Ten year ago the 


named 
coming 


Peterson wa 


Foster L. Jarrett 


ceremonie 


CHARLES J. KUNSMAN, JR., Fish 
back and Moore, was elected to the 
presidency of the Atlanta Chapter 
National Electrical Contractors A homeowner had approximately 
sociation, succeeding Henry Ff ippliance loday Ol home 
Jarksdale, Whitehead Electric, re have as many as 20 requiring 
cently electric power. Many homes built 

T. Hermon Fulton, Fulton Broth as little a 


three Cal back are 


averagpe 


Charles J. Kunsman, Jr., left, Fishback and Moore, is congratulated on his 
recent election as president of the Atlanta Chapter, National Electrical 
Contractors Association, by Henry F. Barksdale, Whitehead Electric, out 
going president 
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WHY IT WILL PAY YOU TO USE 


BELL SYSTEM COMMUNICATIONS SERVICES 


You save money 


With Bell System services. you vet efherent and de pe nd 
able communications at low cost. You are relieved of 
maintenance, depreciation and other costs of privately 


owned communications 


You get the service you need 


It’s flexible and complete. We furnish communications 
tailored to your exact needs. No more. no less \ change 
in number or type of circuits can be made any time t 


keep your communications in ste p with ch invging need : 


You get the best service 


The Bell System is constantly developing new equip 


ment, methods and tee hrique s to improve your service 


ind keep your communications from 


You have more investment money available 


Your ¢ ipital is not tied up in comn if 
but is available for investment 


power equipment and service 


You concentrate on your own business 


Qur business is entirely communicate ind that 


reason the Bell System offer ompanie 
finest services today A communication tudy by 
cialists, made without charge ! quently imadicate 
a power company Can improve ( imication 
realize increased benefits and ec lalk th 


with the Bell Pelephone re 


pre 


BELLI PE LEVHONSE 
SYSTEM 





already considered to be 
quately wired,” he said 
“Industry, too, is using more 
electricity. Because of these fac- 
tors, kilowatt consumption has 
gone far beyond that expected by 
power companies. These corpora- 
tions have found it necessary to 
build new power plants to take 
care of this ever increasing de 
mand, Since the harnessing of 
atomic energy, we will soon see 
this type of plant erected to handle 
the needs for more electrical 
power,” Mr. Kunsman concluded 


inade 


Landers staff hears 
Accurate sales plans 


SALES PROMOTION and advertis- 
ing plans for 1955 were outlined 
for members of the L. Morris 
Landers Co., Atlanta, Ga., electri- 
cal manufacturers representatives, 
by Accurate Manufacturing Co., at 
a recent sales conference in Gar 
field, N. J. 

Present at the meeting for the 
Atlanta firm were L. Morris Lan 
ders, B. A. Bryant, William Thur 
man, and C. E. Parker. Represent 
ing Accurate were Victor DeMattia, 
president, and T. J. Lackner, vice 
president and sales manager. Other 
firms representing Accurate were 
also present 

The company reported at the 
conference that’ it is planning on 
“the largest advertising and direct 
mail campaign ever used in the 
electrical tape industry to help 


wholesalers get more tape busi 
ness.” 

Two interesting items Accurate 
plans to send to tape users are 
their “10 second kit,”’ which allows 
a tape user to test the quality of 
various tapes, and a report of the 
International Testing Laboratorie 
Newark, N. J., reporting on test 
made at the laboratory on Accurate 
tape 


Fasco fans appoints 
Dallas sales agency 


THE CONSUMER Goods Division 
of Fasco Industries, Rochester, 
N. Y., has announced the appoint- 
ment of the W. H. “Jack” Mc- 
Adams Co., Dallas, Texas, as their 
sales representative for Fasco fan 
and ventilating fans throughout 
the states of Oklahoma and Texas 


Sarnoff heads AIEE 
winter meeting speakers 


USES OF ELECTRICAL ENERGY from 
the Sun and from nuclear energy 
are among the latest development 
to be discussed in five of the 400 
reports and papers to be presented 
at the Winter General Meeting of 
the American Institute of Electri 
cal Engineers January 31 to Feb 
ruary 4 in the Statler Hotel, New 
York City, according to N. §S 
Hibshman, secretary of the society 

Ninety-three sessions, the largest 





T. J. Lackner, vice-president and sales manager of Accurate Manufacturing 
Co., Garfield, N. J., shows members of the L. Morris Landers Co., Atlanta, 
Ga,, Accurate’s new “10 Second Test Kit,” which is being mailed to electrical 
contractors. From left to right: Bucky Bryant, Mr. Lackner, C. E. Parker, 


Morris Landers, and Bill Thurman. 


number in the 71 years of the In 
stitute, are expected to attract a 
record registration of more than 
5,000, A. J. Cooper, of Allis Chal 
mers Co., general chairman of the 
committee arranging the event 
pointed out 

Speakers at the opening general 
ession Monday afternoon January 
31 will be Brig. Gen. David Sar 
noff, chairman of the board, Radio 
Corporation of America, and A. C 
Monteith, vice-president of West 
inghouse Eleccric Corp., and presi 
dent of the Institute 

Four major engineering honor 
awards will be presented to out 
tanding engineers during the 
five-day meeting. They are the 
Edison Medal, the John Fritz 
Medal, the John Scott Medal and 
the Eta Kappa Nu award to the 
outstanding young electrical eng) 
neer of 1954 

In addition to the olar and 
nuclear energy session, others will 
run the gamut of the electrical 
engineering profession, with most 
of the 46 committees and many 
of the subcommittee ubmitting 
papers on advances and discoverie 
in the profession and the allied 
arts 

Highlight of the technical © 
ions, some of which will be held 
at the Hotel Governor Clinton, in 
clude a symposium on engineering 
code of ethic another on better 
use of modern science by utilitie 
a session on management, a panel] 
discussion on the American Society 
of Engineering Education report 
on the evaluation of engineering 
education, and a symposium on 
physics in the electrical engineet 
ing curriculum 

Reports also will be given on the 
recent developments in commun} 
cations, color television, radio 
power, transmission and distribu 
tion, electronics, nucleonics, bask 
science, land transportation, tran 
istors, safety, the petroleum in 
dustry, navigation aid feedback 
control, computer ystem eng) 
neering, industrial power system 
the chemical industry, industrial 
control, X-Ray equipment in 
strumentation and facsimile 

In addition to the comprehensive 
technical program Mr. Cooper and 
his committees have planned an 
extensive entertainment progran 
and 14 inspection trip 


Line Material opens 
Oklahoma City branch 


OPENING OF A NEW Sales and 
branch office at 317 N. E. Hill St., 
Oklahoma City, Okla., has been an 
nounced by R. G. Wheaton, Line 
Material vice-president for mar- 
keting and sales. According to Mr 
Wheaton, the new 12,000 square 
foot building provides efficient 
warehouse facilities from which 
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Makers of BUSDUCT « PANELBOARDS « SWITCHBOARDS eo 


LOAD CENTERS and SERVICE EQUIPMENT 


Approved by the Underwriters’ Laboratories, 
Inc., for label serviee, these new @ assemblies 
embody many featares that should make them 
extremely popular with contractors, and build- 
ers, as well as ultimaté Users. 


Besides providing safe, dependable, automatic 
circuit protection against short circuits and 
harmless and dangerous overloads, these new 
units are so designed to make the addition of 
new circuits, changes in capacities and replace- 
ment of damaged units a simple, easy task 
. too, are facilitated due to the fact 
that the new units are of the ‘panel base assem 
bly”’ type, which means that all components 
box, front, panel-back, bus bar and main lug 
connection are available in one complete 
package from @ distributor’s stocks for quick 
and easy assembly on the job 


Deliveries 


An outstanding feature of the new unit is the 
new () T-M Thermal-Magnetic Trip Circuit 
Breaker with quick-make and quick-break op 
eration on manual or automatic trip and 
design magnetic blow-out 


The thermal magnetic action of the circuit 
breaker automatically trips the handle, indi- 
cating the circuit in trouble. Service interrup 
tions caused by harmless, momentary overloads 
are eliminated, due to the time-lag action of the 
circuit breaker’s thermal element 


On short circuits and dangerous overloads, the 
magnetic trip hastens the action of the circuit 


Srank Adam 
Glectric Co. 


ELECTRICAL SOUTH for JANUARY, 1955 


breaker. Once the cause of the trouble is re 
Moved, service is restored by flipping the handle 


back to “‘off”’ position and the 1) 


Screwless assembly (just slip breakers in), 
one pressure type of connection between circuit 
breaker and bus bar, and ‘‘sequence bussing" to 
/ 


double pole, in 


features 


balance the load and permit 
dividual trip combinations 


Four basic combinations to afford a maximum 
of 4, 8, 12 and 20 poles (all single pole on com 
binations of single and double pole) are avail 
able. These, plus a supply of dependable, indi 
vidually-packed single and double pole indi 
vidual trip @@ type T-M Circuit Breakers, 
available from distributor's shelves, meet almost 
any job requirement 


For contractors and builders, these new 
assemblies all add up to greater convenience, 
faster deliveries, and quick and easy installation 
on the job. So include these units on al! 
quiring Load Centers and Service Equipment 
For further details, see your nearest ¢@ distribu 
tor, or contact a @ representative, listed in 
Sweet's 


jobs re 


( T-M Circuit Breakers ar: 
capacities: 10, 15, 20 and 

pole and/or 120/208 

trip; 40 and 50 amp., capac 
Quicklag P Circuit Breaker 
maximum, 115 40 volts, 3-wir 
volts, 4-wire three phase mains 
able for service equipment.) 


BOX 357, MAIN FP O 
ST. LOUIS. MISSOURI 


SERVICE EQUIPMENT «+ SAFETY SWITCHES + LOAD CENTERS « QUIKHETER 
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L-M customers in Oklahoma and 
the Texas Panhandle can be 
served, Allan Steitz has been ap- 
pointed branch manager in charge 
of marketing activities 

Mr Wheaton also announced 
that the Line Material sales and 
marketing group in Nashville, 
Tenn., soon will move into a new 
building, which is presently undet 
construction 


Electric Institute 
folder sells wiring 


AN ATTRACTIVE two-color folder 
recently published and distributed 
by the Electric Institute of Wash- 
ington, D. C., is being used effec- 
tively by electrical contractors and 
appliance dealers in the area to 
help sell customers on the need 
for more and better wiring 

The simplicity of the story told 
is readily understandable by the 
home owner who has no concep- 
tion of the wiring system he has 
and needs. One D. C. contractor 
reported that a job of adding one 
circuit developed into an $800 com 
plete heavy-up and rewiring after 
the customer studied the folder 

The front cover of the folder 
carries a complete sale message 
for adequate wiring 

The wiring in your home should 
be as modern as safe as free 
of interruptions and’ slowdowns as 
today’s broad, well planned high- 
ways ,’ the cover story states 
Continuing, it. says, “Does the 


wiring in your home have the 
capacity for all the labor-saving 
appliances you some day will own? 
Do it right the first time SAVE 

The inside two pages of the 
folder feature a simple drawing 
showing the main service panel of 
a modern home with complete 
detailed information, in easy to 
understand form, on the require 
ments for all the appliances pic- 
tured 

Closing the story, the final page 
of the folder state Your Electri- 
cal Contractor will protect your 
home and save you money 
Your electrical contractor is a 
highly skilled expert on safe and 
adequate wiring. Through his tech 
nical knowledge and experience he 
can advise you on the number and 
the types of electrical circuits your 
home should have to give you 
maximum safety and = conven- 
lence to provide for future 
needs. By taking care of the need 
for today and’ tomorrow, at the 
same time, you do save money.” 


The folder urged the prospective 


customer to call the Potomac Elec 
tric Power Co., giving the phone 
number and the proper extension 
for further information. Leads are 
passed on to electrical contracto! 
on a rotation basi 


W. F. Bishop appointed 
Crescent representative 


APPOINTMENT Of William F 
Bishop, P. O. Box 148 








Enough highways 
for all the electrical 
traffic in your home 


Lighting Qyewlt ( geners! pe pome 

















Fietemem Circuit 

Ame fan Crew 

Als Conditioner Civcwt 

Lighting Oteutt ( general pul pose 
Lighting Chow! (goneral purpose 
Water Heoter 

Deyer 

Wosher 

Range 


Diahwosher und Deepene 





Hetrgernin & Applionce Quiles 








BSH Seexe reve 


|. Feweme 


SAVE MONEY . BE SATE Poe it right 0 


You oom hove the peare of mind you shuwhd huve 
Che ight cUeudie aad 0 eulifeime! 
- 


This inside spread in the four-page, two-color adequate wiring folder recently 
published and distributed through electrical contractors and appliance deal 
ers in Washington, D. C., by the city’s Electrical Institute, shows customers, 
in easy to understand form, requirements for an adequately wired home 
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Avondale 


Estates, Ga., as their representative 
South Carolina, East- 
ern Tennessee, and Alabama (ex- 
cept Mobile), has been announced 
E. L. Robinson, vice-pre ident 
the Crescent Insulated Wire & 


inf Geo! Pla 


W. F. Bishop 


Cable Co Ine Ti on, N. J 
Edgar E. Dawe Atlanta 
Ga., will continue to represent 
Crescent in the state of Florida 

Mr. Bishop well known amo! 
member of the trade in the 
southeastern tate He ha been 
associated with the Dawes firm for 
the past nine year following hi 
release fron the Nav‘ vith the 
nk of Lieutenant Commander at 
the end of World War II 

Mr. Bishop attended Emory Uni- 
versity, Atlanta and Alabama 
Polytechnic Institute, Auburn. Hi 
new manufacturers’ agency organ- 
ization is interested in securing 
allied lines for representation in 
the Southeastern territor’ 


Smith named president 
of Holden Line Company 


HOLDEN LINE Co., Cleveland 
CGhio, pioneer in the field of fluore 
cent lighting has passed to new 
ownership and 


management 1 
was announced recentl 

New president of the firm will be 
Ellsworth M. Smith, president and 
ales manager of the Canton Manu 
facturing Co., Canton, Ohio, mak 
Cl of load binder fo! 
trailers and I 

Executive V I lent and 
treasurer will varl R. Earnest 
who was executive vice-president 
of the Tyson Roller Bearing Co 
and the Domar Co. « Massillon 
and of the Heston & Ande 1 Di 
vision St Paul Foundry and 
Manufacturing Co 

The two new worked 
together years ago at Tyson Rolle: 
Bearing and bring together 40 
vears of industrial and sal man 


truck 


ownel 


agement experience in the opera 
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tion of Holden Line 

New directors of the company 
in addition to Smith and Earnest 
will be Herman L. Vail, Cleveland 
attorney who will also serve a 
secretary; C. W. Close, Jr., presi- 
dent of American Forge & Manu- 
facturing Co Pittsburgh and 
G. M. Cook, Cleveland accountant 

The new management plans to 
manufacture and market a com- 
plete line of commercial and in- 
dustrial fluorescent lighting fix- 
tures, Mr. Smith reported 


: L. L. Dailey Tom Harrison 
Electric Supply gets 
Electrend heating line for one of the Southwest's large 
electrical jobbers, is well known to 
ELECTRIC SupPLY Co.. 134 Wal- the many contractors in his area 
ton St., N. W., Atlanta, Ga., ha With headquarters at 4325 Con 
been appointed a distributor fo! ho. Dallas 6. Texas. Mr. Dailey, 
the Electrend electric circulating will cover Texas. Oklahoma. New 
air heating ystem, according to Mexico, the Western half of Kan 
a recent announcement. Electrend as, and the cities of Shreveport 
Product Corp St Joseph 2 La and Texarkana, Arkansa . 
Mich., manufactures the line.. Texa Barnickel named to head 
Concurrently, Tomic announced KC Electric Association 
the appointment of three additional 
Tomic appoints Dailey ales representatives in the South 
vestern territory 
Southwestern manager Tom Harri on of the Tom Harri 
on Co P 8) Box 11185 Dalla 
ANNOUNCEMENT of the appoint 23, Texas, will cover Oklahoma 
ment of Lucius L. Dailey as di Shreveport, La., the Northern half 
trict ale ! rager for the South of Texa ona traight line wTo 
western i] j Dee! made bh thre tate, from and including W 
the Tomic Sale ® Engineering ¢ for Tomu 
Detroit Mich manufacturer 7 Bob Robert © Box 4591 
Thinwall connector ouplings and Houstor Texa will cover the ) 


irector during 

other product Southern half of the State of Texa Elected a 
Mr. Dailey, formerly an electri exclusive of El Paso, for the De various divi 

cian, and more recently a salesman troit manufacturer Association at 
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Florida representative 
appointed by Keystone 


SAFETY AWARD—4J. E. Cunningham, president, A. R. Watson, executive 
vice-president, and Travis Aaron, safety supervisor, left to right, happily 
accept gift of 3,000,000 man hours without a lost time accident from South 
western Public Service Company employees with longest safety records 
Continuing left to right, they are: Claude C. Bell, 27 years; Ganess Landers, 
35; Ernest A. Fowler, 35; Ervin O. Hopson, 27; and W. S. Jones, 32 


KEYSTON! 


Cente 
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turer’s representative in the State 
of Florida. 

Prior to his present association, 
Mr. Quilter had been active for 
many years in electrical manufac- 
turing and selling. He was formerly 
sales manager of Allied Electric 
Products, Inc., and sales manager 
of Crosley Radio, as well as branch 
manager of Robbins-Meyers, Inc 


G. C. Devine named Uno 
Florida representative 


APPOINTMENT of George C. De- 
vine, 5809 Sage Drive, Orlando, 
Fla., as manufacturer’s representa 
tive for the State of Florida has 
been announced by J. L. Tobey, 


George C. Devine 


sales manager of the Uno Venti 
lating Co., Malden, Mass. 

Mr. Devine, who also represents 
Diehl Manufacturing Co.,, Somer 
ville, N. J., in the Florida territory, 
states that the Uno firm manu 
factures a complete line of sta 
tionary power roof ventilators. The 
company has only recently ex- 
panded its sales territory to in 
‘clude the Southern states 


G-E announces home 
lighting ‘slide rule’ 


A HOME LIGHTING “slide rule,” 
designed to automatically produce 
the right home light conditioning 
answers in a matter of seconds, 
has just been announced by the 
Lamp Division of General Electric 
Co., Nela Park, Cleveland, Ohio 

The desired illustrated lighting 
recipes appear in a special “win- 
dow” of the home lighting calcu- 
lator, revealing the right lamp and 
the right fixture for virtually any 
home seeing situation 

Measuring approximately four 
inches by nine inches, the slide- 
rule type of guide provides the 
solutions to situations involving 
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both portable lamps and fixtures 
Both sides of the calculator are 
used. Included in the situations are 
recipes for sewing, reading at sofa 
or chair, reading in bed, desk work, 
piano, make-up when seated or 


ae. a Te 
pile * SAOe 


ow - — 


standing, lighting of valances, 
cornices, dining room, kitchen and 
dinette, range, sink, kitchen, bed 
room, bathroom, incandescent and 
fluorescent lighting for utility 
needs. By setting the slide’s arrow 
at any seeing situation, the correct 
recipe appears in the “window.” 

G-E points cut that the new 
calculator sums up “in a jiffy” the 
basic information in its “See You 
Home in a New Light” recipe 
booklet. The guide is described as 
being ideal for use by home light 
ing specialists as well as by house 
holders. It is now being distributed 
through trade channels by G-E 
Lamp Sales Districts at 25 cents 
each 


Berns adds Southern 
sales representatives 


APPOINTMENT of two new South- 
ern sales representatives was an- 
nounced recently by Gilbert 
Meyers, sales manager of Berns 
Manufacturing Corp., Chicago, Ill. 
These representatives will handle 
the Berns Air King line of window 
ventilators, exhaust fans, unit 
heaters, floor circulators and 
blowers in their appointed terri- 
tory. 

H. A. “Hap” Pendergraph, At- 
lanta, Ga., will handle the Berns 
line in Georgia, Alabama, and 
Florida. 

Dudley J. Woodman, formerly 
general sales manager of Northern 
Electric Co., Chicago, electric heat- 
ing appliances manufacturer, has 
recently joined the Pendergraph 
organization and will assist with 
sales of the Berns line 

W. N. “Bill” Wilkerson, man- 
aging partner of the John T 
Everett Co., Memphis, Tenn., will 
represent Berns in Mississippi, 
Texas, Louisiana, Arkansas, and 
Oklahoma. : 
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Dates Ahead 


American Institute of Elec- 
trical Engineers, Winter Gen 
eral Meeting, Hotel Statler, 
New York, N. Y., Jan. 31-Feb 
4, 1955 


Southeastern Electrical 
Wholesalers Association, Fifth 
Annual Industry Day Meeting, 
Atlanta Biltmore Hotel, At 
lanta, Ga., Feb. 2-4, 1955. M. L 
Tice, Exec. Vice-Pres., P. O 
Box 176, Ben Hill, Ga. Tel 
Atlanta Amherst 6182 


Florida Electrical Exposition, 


‘9th Annual Exposition pon 


sored by Tampa Electric Co 
Florida State Fair, Tampa, Fla., 
Feb. 5-19, 1955 


Edison Electric Institute, 
Transmission and Distribution 
Committee Shoreham Hotel 
Washington, D. C.. Feb. 10-11 
1955 


Public Utility Buyers’ Group, 
National Association of Pur 
chasing Agents, 24th*® annual 
Mid-Winter Conference, the 
Shamrock Hotel, Houston, Tex., 
Feb. 13-15, 1955 


National Adequate Wiring 
Bureau, |]!th Annual Confer 
ence, LaSalle Hotel, Chicago 
Iil., Feb. 24-25 1955 


Southern Safety Conference 
and Exposition, Jung Hotel, 
New Orleans, La., Feb. 27-28, 
March 1, 1955. W. L. Groth, 
Exec. Dir., P. O. Box 8927, 
Richmond 25, Va 


American Institute of Electri- 
cal Engineers, Utilization of 
Aluminum Conference, William 
Penn Hotel, Pittsburgh, Pa., 
March 15-17, 1955 


Oklahoma Utilities Associa- 
tion, Annual Convention, 
Mayo Hotel, Tulsa, Okla., 
March 24-25, 1955 


American Institute of Elec- 
trical Engineers, Southern Dis 
trict Meeting, St. Petersburg, 
Fla., April 13-15, 1955 


Protective Relay Engineers, 
Eighth Annual Conference, De 
partment of Electrical Engi 
neering, A. & M. College of 
Texas, College Station, Texas, 
April 25-27, 1955 


American Institute of Elec- 
trical Engineers, Electric Heat 
ing Conference, LaSalle Hotel, 
Chicago, May 10-11, 1955 


National Industrial Service 
Association, 22nd annual con 
vention of the national associa 
tion of motor repair shops, 
Hotel Statler, Los Angeles, 
Calif., June 6-10, 1955 











To All Our Distributor Friends... 


PHELPS DODGE C 
CORPORATION 


to visit Parlor No. 3, Mezz 
vention of the 


anine Floor 


cordially invites you 
during the con 


SOUTHEASTERN ELECTRICAL WHOLESALERS 


ASSOCIATION 
anta, Ga. ° Fe 
LPS DODGE WILL BE: 


. William Farr i 
A. L. Soule iW 


Atlanta Biltmore, Atl bruary 2-4, 1955 


RE PRESENTING PHE 


William K. Dunbar, Jr. 


Pp. 1. Persons - B. H. Bell, Jr. - 
j.P. Mullally - J. L. Rosenblatt 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


4 
O WALL STREET, NEW YORK 5, N 
» 4. Y. 
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News about people 





The following appointments have 
been announced by the Lamp Divi- 
sion of the Westinghouse Electric 
Corp., Bloomfield, N. J.: 

L. M. Wallace, Jr., was named 
manager of the St. Louis Lamp Sales 


L. M. Wallace, Jr. 


District. The appointment was an- 
nounced by F. C. Cline, Southwest- 
ern Regional manager. The St. Louis 
District includes Arkansas, Southern 
Illinois, Eastern Missouri, Western 
Tennessee, and Northern Mississippi. 
Mr. Wallace joined the Westinghouse 
Lamp Division in 1948 following 


J. C. Gilmore 


service in the U. S. Army, and prior 
to his recent appointment was re- 
gional sales engineer for the South- 
western Region, with headquarters 
in St. Louis. 

. J. C. Gilmore was named manager 
of the Texas Lamp Sales District, 
with, headquarters in Dallas, Mr. 
Cline announced. The Texas District 
includes Texas, neighboring New 
Mexico, and eastern Arizona. Fol- 
lowing service in the U. S. Army, 
Mr. Gilmore joined the Westinghouse 
Lamp Division in 1947, and was nam- 
ed manager of the St. Louis District 
in 1951, the position he held at the 
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time of his recent appointment. He 
succeeds R. K. Leonard who has been 
named manager of the South Pacific 
Lamp Sales District, headquartered 
in Los Angeles. 


Appointment of John C. Kaufmann 
as a product manager for the 
Thomas & Betts Co., Elizabeth, N. J., 
was announced recently by Edward 
C. Hewitt, general sales manager. 

Mr. Kaufmann will supervise sales 
and applications of cast solderless 
mechanical and compression con- 
nectors for industrial uses. He will 
serve original equipment manufac- 
turers, plant maintenance and con- 
struction men and contractors. 

The new product manager joined 
the company in 1951 as a sales 
representative serving the Delaware 
and lower New Jersey areas, where 
he sold electrical connectors to the 
many and varied industries in that 
locale 


Changes in Line Material Com- 
pany’s engineering and sales depart- 
ments have been announced by A. G. 
Steinmayer, vice-president for engi- 
neering, and R. G. Wheaton, vice- 
president for sales and marketing. 

Richard C. Kirk, formerly man- 
ager of Kyle products sales, has been 
promoted to chief engineer, Kyle 
Products Plant. He assumes the en- 
gineering responsibilities for Kyle 
reclosers, sectionalizers, and oil 
switches, and for new product de- 
velopment. Mr. Kirk succeeds An- 
thony F. Van Ryan who will continue 
to serve L-M as a new product con- 
sultant. Frank W. McStay has been 
advanced from apparatus engineer 
in L-M’s North Central Division to 
manager of Kyle products sales. 

Prior to his promotion, Mr. Kirk 
had held the sales position since 
1950. After several years of utility 
experience in distribution engineer- 


A. F. Van Ryan 


ing and systems planning, he orig- 
inally joined the Kyle organization 
in 1945 as a division engineer. In 
1948 he became apparatus engineer 
in L-M’s South Central Division. Mr 
Kirk received a BS.E.E. and an 
M.S.E.E. from North Carolina State 
College 

Mr. McStay joined Line Material in 
1947 after several years as a switch- 
gear engineer. He served initially 
as assistant to the manager of trans- 
former sales, later became a field 
engineer in the company’s South 
Atlantic Division, and in 1950 moved 
to the apparatus engineering position 
that he held until his recent promo- 
tion. 

Mr. Van Ryan joined the Kyle 
Corporation in 1941 after about 20 
years of switchgear engineering ex- 
perience. In 1943 he was appointed 
chief engineer, and when Kyle 
merged with L-M in 1948, he was 
assigned additional duties as direc- 
tor of new product development 


The promotion of David W. Bryan, 
Jr., to the post of manager of Arkan- 
sas Power & Light Company proper- 
ties in the Gurdon area, was an- 
nounced recently by L C. Beam, Hot 
Springs, manager of the power com- 
pany’s Western Division 

Mr. Bryan steps into the position 
left vacant by the death of E. W. 
Lawrence, who had served with the 
power company for 30 years prior to 
his death on November 25 

Mr. Bryan’s new duties at Gurdon 
will place him in charge of the en- 
tire area served under the Gurdon 
control. In addition to the city-wide 
distribution system at Gurdon, he 
will supervise the AP&L network 
serving Delight, Antoine, Okolona, 
Curtis, Reader, Whelen Springs and 
the rural area around Prescott 


David E. Allen, recently appointed 
vice-president in charge of sales, 
Anaconda Wire & Cable Co., an- 
nounces the following changes 
among members of the Anaconda 
Sales Department: 

New sales manager for the com- 
pany will be H. V. Van Valkenburg, 


F. W. McStay 
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formerly head of district sales in 
Chicago. He will make his head- 
quarters in the New York offices of 
the company. 

C. B. Peck, Jr., has been appointed 
manager of industrial sales. Mr. 
Peck, formerly, was manager of sales 
of rubber and plastic insulated prod- 
ucts. 

J. L. Tindale has been named 
manager of utility sales. Previously 
he was manager of sales for bare 
and weatherproof power cable and 
accessories. 

H. E. West has been appointed to 
the position of manager of contractor 
sales. Formerly, Mr. West was 
manager of industrial promotions 

A. W. Koch continues as manager 
of magnet wire sales. 

Dan Mancini has been appointed 
administrative assistant. 

Ernest B. Miller, Jr.. 
named district manager 
Chicago sales district. 

John N. Ratcliff, Jr.. has been ap- 
pointed district manager for the 
Houston sales district, succeeding Mr 
Miller in his former capacity 


has been 
for the 


N. E. Cannady, electrical engineer 
and inspector for the State of North 
Carolina since 1914, was recently 
promoted to the position of chief en- 
gineer and will take over both the 
electrical division and the fire mar- 
shals division, according to a state- 
ment by Charles F. Gold, commis 
sioner of insurance 

In assuming this position, Mr. Can- 
nady’s duties will expand to include 
work previously done by Sherwood 
Brockwell, who was the state’s fire 
marshal from 1914 until his death in 
1953 

In his former position as state elec- 
trical engineer and inspector, Mr 
Cannady had under his direct super- 
vision approximately 300 electrical 
inspectors in the various towns and 
counties, whose duties are to inspect 
all electrical installations in cities 
towns and counties throughout the 
state. He was also in charge of elec 
trical specifications for all state work 
and makes inspection of all installa- 
tions on state properties. 

Mr. Cannady assisted in preparing, 
sponsoring, and has been largely re- 
sponsible for the enactment of a 
number of North Carolina laws for 
the protection of life and property 

Since 1915, with the exception of 
two years during World Wars I and 
II, he has conducted annually an 
Electrical Institute for electrical in- 
spectors, contractors, electricians, 
utility representatives, jobber and 
manufacturers’ representatives. He 
entered the Navy in 1903, and his 
electrical training came in three 
years at the Naval Academy. 

Mr. Cannady is one of eight North 
Carolinians who are fellows of the 
American Institute of Electrical En 
gineers 

During World War II he was co 
ordinator of electrical affairs for the 
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“Periodic motor checks pay off 


“l can check appliance current at plug” 
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“A real short cut for checking fuses” 


save hours 
this way! 


Did you read the comments under 
the photos? They’re typical reports 
from Amprobe users in the field, 
telling us how much easier their 
work has become now that they can 
measure current and voltage in- 
stantly and accurately, with one 
pocket tool, without having to shut 
down equipment. 


There’s an Amprobe for every 
job, every budget: from 10 amp 
and 250 volts to 1200 amp and 600 
volts AC; from $19.85 to $67.50. 
See them at your jobber’s today. 


Send for valuable Amprobe serv- 
ice bulletins showing many more 
ways to save time and eliminate 
guesswork. Mail coupon now to: 
PYRAMID INSTRUMENT 
CORP., LYNBROOK, N. Y. (Ex- 
port Div.: 458 Broadway, N. Y. 
14), world’s largest manufacturer 
of snap-around volt-ammeters. 


Amprobe 


snap-around volt -ammeters 


Pyramid Instrument Corp. 
Dept. §5”'5. Lynbrook, N. Y 
Please send me the Amprobe service bu! 
letins checked below 
How to cut costs ond land more jobs 
Trouble-shooting electric motors 
How to boost service profits 


Electrical servicing of hermetic units 
NAME 
COMPANY 


ADORESS 





Contractors 


Prefer 
Ci ife}y 


BECAUSE 
UNION 
BUSHINGS 
DO NOT 


Atlanta Warehouse Stock 
5 Produce Row 
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North Carolina office of civil defense. 

Mr. Cannady is one of four found- 
ers of the International Association 
of Electrical Inspectors and served 
as its President in 1933. He also as- 
sisted in organizing the Southern 
Section, IAEI, in 1929, and was elect- 
ed to the office of president the same 
year. 

In 1930, he organized the North 
Carolina Chapter, IAEI, and has held 
the position of Chairman for the 25 
years of its existence. 

Among his other activities and 
achievements are the following: 
Chairman, State Board of Examiners 
of Electrical Contractors since 1937; 
member, electrical committee, 
N.F.P.A., since 1930; member, elec- 
trical council, Underwriters’ Labora- 
tories, Inc., since 1930; member of 
the AIEE from 1930-1947, and fellow, 
AIEE since 1947, and from 1941-44, 
co-ordinator of electrical affairs, 
State of North Carolina, during 
emergency. 


BullDog Electric Products Co., De- 
troit, has appointed Parker H. Stough 
advertising and sales promotion man- 
ager, Leo H. Lipscomb, general sales 
manager, has announced. 

This will fill the opening created 
by the resignation of Donald H. An- 
derson who has been BullDog adver- 
tising and sales promotion manager 
for the past three years. Mr. Ander- 
son will affiliate with his father in 


Free bulletins 


the operation of the J. E. Anderson 
Co., in Saginaw, and will also estab- 
lish an industrial sales agency rep- 
resenting several leading advertising 
specialty and display manufacturers 
throughout the state of Michigan 

Mr. Stough has been associated 
with the BullDog organization as 
sales and product counselor for the 
past two years. In his new position 
he will supervise the creation of 
company advertising and promotional 
programs and will also retain super- 
vision of all BullDog sales training 
activities 


The American Society of Refriger- 
ating Engineers, New York, N. Y., 
has announced the appointment of 
Robert C. Blatt, as director of publi- 
cations. 

Mr. Blatt was formerly with Mc- 
Graw-Hill as associate editor of 
Electrical World. Earlier he was 
editor of Airports and Air Carriers, 
a Haire Publication, and technical 
editor of Conover-Mast’s Aviation 
Maintenance and Operations. 

Prior to that he was chief airport 
lighting engineer for the Civil Aero- 
nautics Administration in Washing- 
ton, D. C. He served as electrical 
engineer for the municipal architect 
of the District of Columbia from 1929 
to 1941 and earlier was Illuminating 
Engineer for the Potomac Electric 
Power Co. in the same city. During 
this period he also served as an elec- 
trical consulting engineer. 





(For your free copies, 


A chart showing lead and circuit 
requirements for home wiring sys- 
tems has just been published by 
Kennecott Copper Corp., 161 East 
42nd St., New York 17, N. Y. The 
chart is intended for wall mounting 
as a ready reference source for archi- 
tects’ drafting rooms, builders, elec- 
trical contractors and others in the 
building and electrical trades. It is 
printed in a type size that is large 
enough to be easily legible at a dis- 
tance of several feet, an obvious ad- 
vantage when working on house lay- 
out plans. It is available on request 
and without charge. 

The chart, which measures 20 x 28 
inches, lists circuit and load require- 
ments for kitchen, laundry, and liv- 
ing areas, and includes similar data 
for such fixed utilities as air condi- 
tioners and heating plants. The typi- 
cal wattage of each appliance is 
shown, as well as the type of circuit 
preferred, voltage, wire size, circuit 
breaker or fuse capacity, and num- 
ber and type of outlets necessary for 
proper installation. Typical power 
center and circuit requirements for 


available to our readers 


use coupon on page 115) 


a six room house comprising 1500 
square feet of floor space are also 
given. 

For your free copy, circle number 


B101 on the coupon on page 115 


A new illustrated 12-page price 
list has recently been published by 
Light & Power Utilities Corp., 1035 
Firestone Bldg., Memphis, Tenn. This 
is a complete list of all L & P fluores- 
cent fixtures and all other informa- 
tion, plus a list of all L & P parts and 
accessories. 

For your free copy, circle number 
B102 on the coupon on page 115 


A new book containing 24 com 
plete sign blueprints by the well- 
known sign designer, George F 
Meyers, is being offered to sign and 
advertising men by Sylvania Electric 
Products, Inc., 1740 Broadway, New 
York 19, N. Y 

The blueprints can be used as they 
are, or if preferred, can be adapted 
or converted in part to fill a particu- 
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KUHLMANC SP 


es 


LIGHTNING 
ARRESTER 


Four-way protection gives 
better service, longer 


life at lower cost ; — 


Protects customer service by signaling a 
warning in growing load areas before over- 
loading occurs and providing for emergency 
overloads. 


Protects transformer life by providing o secondary 
breaker that operates within the safe limits of the winding 
temperature and protects against unsafe overloading with- 


out sacrificing short-time overload capacity 


Protects the line by clearing transformer frorn the line in 
case of internal failure and preventing service interruption 


to the remaining transformers on the line 


Protects against lightning by safely bypassing electrical 
surges without interruption of service or damage to the 


transformer. 


Brecker Operating Han- Expulsion Type Arrester Valve Type Arrester with Expulsion Type Arrester Valve Type Arrester with 
dle with Warning Light with Isolating Gop Isolating Gop with Isolating Gop Isolating Gap 

and Emergency Control 

Lever. Voltages above 5,000 Volts—Mountings Interchangeable. Voltages below 5,000 Volts—Mountings Interchangeable. 
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KUHLMAN ELECTRIC COMPANY, say CITY, MICHIGAN + CRYSTAL SPRINGS, MISSISSIPP! * SALINAS, CALIFORNIA 
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a above all else 


CUT OVERHEAD GLARE 
: | specify... sea, 5 


*"NEVA-GLARE™ 
eee in qd r 0 U 


‘*NEVA-GLARE’”’ 
LIGHTING FIXTURES 
° : with Plexiglas Diffuser 


ter Easy to install * Easy to clean and maintain 
Institutions 


Solve your lighting problems with “NEVA- 
GLARE” fixtures—diffused, glare-free yet 
bright lighting, that makes for relaxed 
efficiency. You will know the moment you 
turn them on. 


MARLOU’S new line of “Neva-Glare” Plexi- 
catsy same glas units are opthalmically designed to 
Commercial diffuse light evenly with an absolute mini- 
Buildings ° . . . ” 
mum of light absorption. “Neva-Glare 
fixtures are made to blend into the sur- 
roundings and the Plexiglas is easily re- 
moved for cleaning and maintenance, no 

tools required. 


--—avaeUane” Available in square or rectangle units that 

for Factories » P > @ — 2 . al. 

Rg Econ eate A are adaptable for flush or recessed instal 
lation. E.T.L. Curves on request 


“Above all else... MARLOU is Quality Lighting”. 





Some select territories open to 
>>... recognized Manufacturers Agents 


—~ 


 — 


DERS 


RE" the ee ) 
Sig 


Lighting. 


A complete line of lighting fixtures 
for Fivorescent, Slimline and Cold 
Cathode Lights . 

vate, ¥ 


I Write For 

LIGHTS, INC. Complete 
¥ MARLOU 

—E W JeEeRs 8: ¥ Catalog 
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lar sign job, according to Sylvania. 
The simplified designs show exact 
dimensions to scale. Included are 
wiring diagrams and suggested tube 
colors. 

Contained in the collection of 
blueprints are sign designs for such 
businesses as jewelry stores, used car 
lots, supermarkets, drug _ stores, 
banks, restaurants, shoe stores, and 
taverns. The manual also contains 
a special collection of sign designs 
for suburban shopping centers 

For your free copy, circle number 
B103 on the coupon on page 115. 


Burbank Electrical Products, P. O 
Box 7, Burbank, Calif., has announ- 
ced new literature illustrating and 
describing their line of electricians’ 
tools. Featured in this literature is 
the B.E.P. Stripex, described as a 
four-in-one tool for electricians 

For your free copy, circle number 
B104 on the coupon on page 115. 


Two new bulletins pointing up the 
opportunity for profit in the Holiday 
lighting field have recently been 
issued by the Steber Lighting Co., 
Broadview, Il 

This new literature covers the 
complete line of Steber Utilities, in- 
cluding two new swivel type port- 
able units with complete shielding 
for PAR-38 and R-40 lamps. Bulle- 
tins 1040-54 and 1050-54 are available 
upon request. 

For your free copy, circle number 
B105 on the coupon on page 115. 


Announcement of the publication 
of a new booklet “Electrical Con- 
trols for the Textile Industry.” has 
been made by the Arrow-Hart & 
Hegeman Electric Co., 103 Haw- 
thorne St., Hartford, Conn. The new 
folder contains detailed information 
on electrical controls that have been 
engineered and_ “specifically con- 
structed for textile applications and 
are not adaptations of present equip- 
ment 

For your free copy, circle number 
B106 on the coupon on page 115. 


A new, eight-page Motor Control 
Center Bulletin No. 401 is announced 
by Continental Electric Equipment 
Co., Box 1055, Cincinnati 1, Ohio. 
The bulletin explains how “Concen- 
trol” standardized modular struc- 
tures concentrate a larger number 
of motor controls in one complete 
“packaged” unit 

Numerous illustrations show mi- 
nute details of design and construc- 
tion features. Cutaway views show 
back-to-back mounting of plug-in 
units and tilt-out test position. Also 
described and illustrated are “Con- 
centrol” structures in three NEMA 
types; (1) with unit starters; (2) with 
motor and control terminal blocks at 
unit starters; (3) with unit terminal 
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GRAYBAR CAN SUPPLY VIRTUALLY ANY PORTABLE ELECTRICAL TOOL riearby Graybar office or warehou 
needed for plant production line, construction, or mainte- accurate price and specificat 
nance work. Just call your local Graybar Representative or 


ovide prompt 
on data on ua ell as any 
of your other electrical needs 


The right tools get the job done faster 


Better tools make better workers . work goes faster, and more 


FREE... Graybar Tool Catalog smoothly with quality tools built for the jo! 


Check your tool inventory, today — then order the hand or port- 





64 pages of price and ordering information able power tools you need... via Graybar 


z 4 For, as with all of your electrical needs, Graybar offers a special- 
make this one of the most comprehensive : : : : 
ized service in their procurement 
tool catalogs ever published. Hand tools, ; 

9 P © Well-known makes — of proved design and construct 
motor-driven tools, and miscellaneous sup- hard usage 


plies for every elec- 





Availability — via more than 110 strategically-located Gray- 
trical construction or bar offices and warehouses 


ne 
mot ne 
“Pe 
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. nk 
clo 
yoo" ‘eli Pepin - 
ay, for your free 1 years oO ‘ 

ee d for y f Graybar Specia ists men with years of experie 
\ CG copy. the major electrical fields to advise and consult 

and your customers. 


maintenance need One source . . . one responsibility — through centralization of 


are listed. Write, to- all order assembly, shipping, and billing functions 


Everything Electrical — for plant maintenance and construc 


i- 


tion. Over 100,000 items... the products of over 300 lead 





ing manufacturers 








CALL GRAYBAR FIRST FOR... / ae 
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1 ELECTRIC CO., INC. 
GT ayD aR 420 Lexington Ave., New York 17, N. Y. 

















Now...88% longer 





% LIFE EXPECTANCY 
... ee ee 





NOTE THAT NEW U. S. ROYAL 
MASTER OUTLIVES THE AVERAGE 
MOLDED CORD ALMOST 2 TO 1 
AND THE AVERAGE SHORT-LIVED 
CONTINUOUS VULCANIZED 
CORD 3 TO 1. 

















U.S.ROYAL 


Chart—summarizing individual 
service factors weighted by their 
contribution to overall service life 
— shows new U. S. Royal Master 
Cord gives 88% longer life than 
the average of competitive molded 
cords. 











Superior on every count!” 
® 33.3% greater heat resistance 
@ 55.7% greater impact strength 
@ 53.8% greater abrasion resistance 
@ 30.6% greater resistance to cutting 
@® 110.3% greater resistance to tearing 
@ 21.2% greater tension or breaking strength 
@ 23.3% greater oil resistance 
@ 128.8% greater flexibility 


*to the average of molded cords of other makes 


"™IiTED STATES 


ELECTRICAL WIRE AND CABLE DEPARTMENT 
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cord life—with NEW 
MASTER portable cord! 


Far outlasts any other cord made! 


Service to cost ratings show new U. S. Royal Master Cord 
actually gives $1.88 in value for every cord dollar when 


compared to the average competitive molded cord! 


Two years ago, “U. S.” engineers began a com- 
plete reexamination of portable cord construc- 
tion, service life, and the causes of cord failure. 


Over 10,000 tests were made. More than a 
thousand cords of all leading makes, including 
our own famous U. S. Royal Cord, were ana- 
- lyzed, tested, and compared. 


Every life factor was considered and carefully 
evaluated, alone and in its relation to overall 
cord performance and service life. 


Backed by 64 years of experience in the manu- 
facture of electrical wire and cable, U. S. Rubber 
engineers then translated their findings into an 
entirely new portable cord, designed to surpass 
any other previously made. 


Extensive tests, both in the laboratory and in 
outside plant installations have proved this new 
portable cord startlingly superior in every respect! 


New U. S. Royal Master is unquestionably 
the finest cord you can buy! 

From every standpoint, new U. S. Royal Master 
is a finer, more durable cord — actually gives 
88% longer life than the average of other molded 
cords — far longer than any other cord — sur- 
passing even a hypothetical cord incorporating 
the best features of all those tested! 


Far greater value, too! In spite of almost doubled 
service life, this great new cord is in the same 
price category as other molded cords—giving you 
$1.88 in cord value for every cord $1.00! 


Prove to yourself the outstanding superiority of new U. S. 
Royal Master Portable Cord—in both service life and 
economy! Get in touch with your “U.S.” distributor today! 


Approved by Underwriters’ Laboratories, Inc. 


RUBBER COMPANY 


ROCKEFELLER CENTER, 
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blocks, plus master terminal blocks 
in each structure. A. fusible com- 

For Dependable bination type is also shown. 
7 © ; Layout and short circuit applica- 
Service Connections tion data, as well as dimensions, rat- 
ings and specifications are included. 


For your free copy, circle number 
B107 on the coupon on page 115. 
I pag 


A handy, “tell-at-a-glance” wall 
chart, furnishing condensed informa- 
tion on how end welded studs of 


many shapes and sizes are used for 


, various fastening jobs in the con- 

struction field, is now available on 

| re () CLS request from the Nelson Stud Weld- 
ing Division of Gregory Industries, 


Inc., Lorain, Ohio 


“ Mt Pe | The chart is illustrated with cuta- 
a ..ethe BUY sola way and simple line drawings of 
AN typical construction applications of 
—F ce) BETTER Tatititetre) a studs, and shows the equipment with 
which studs are welded to steel in a 
split-second. Available dimensions of 
the most commonly used construc- 
tion studs are also listed 
The chart, second in a series be- 
ing prepared by Nelson (the first 


reinforced. : 
nied Gece. covered studs in industrial applica- 
tions), is included as part of a new 
“Cost Saver Kit.” Mailed in a spe- 
tes, cial tube simulating a threaded stud, 
ih ate the kit also includes a Nelson catalog 
i ‘ and data sheets on specific construc- 


tion applications when reque sted. 
For your free copy, circle number 


1980 
Copper-bell 


B108 on the coupon on page 115 


A new six-page condensed catalog 
on their complete line of lighting 
equipment has been issued by Multi 

ie tal ao Electric Manufacturing, Inc., 4235 W. 
Standard Duty sliced. setae, Lake St., Chicago 24, Ill. The catalog 
Size es PS RT a Rigid screw. places emphasis on Multi items used 

“Semi-Floct” ection. in school lighting. 
For your free copy, circle number 


. B109 on the coupon o > 5. 
ALL PORCELAIN ‘METAL REINFORCED wpon on page 115 


45 STYLES AND SIZES TO CHOOSE FROM Starring & Co.. 1600 Seaview Ave., 
Bridgeport 8, Conn., have published 

vee a 12-page, two-color catalog of their 

* fluorescent lamp ballasts, featuring 

The best and broadest line reproductions of the Electrical Test- 
ing Laboratories’ reports on ballast 


e e ° characteristics as required for certi- 
ee « Insures customer satisfaction! Ranhion tir tan Cactiiad Weltess Wien. 
ARAN. = ENN ERE 





ufacturers, of which Starring & Com- 
pany are members. In addition to the 
ETL reports on the certified ballasts, 
compiete electrical and physical data 
celain Products’ wireholders— Known and accepted the are given on representative units in 
the line 

For your free copy circle number 
from! Quality, too—sharp, clean old, established line of wire- B110 on the coupon on page 115 


threads that speed installation— holders—Porcelain Products. A 


You get what you want, in Por- means reliability! 


45 styles and sizes to choose world over! You can rely on the 


large, smooth wireways that pro- good name is priceless. Write Copies of their new Catalog No. 
ductors. A name that for detailed literature. 2100 have been announced as avail- 

sect concucto ° able from Federal Pacific Electric 
Co., 50 Paris St., Newark, N. J. This 
ELECTRICAL PORCELAIN SINCE 1894 catalog contains complete data and 
descriptions of the new and improved 
Federal line of Type D (NEMA Type 
PR. y/ e Pp y/ G) Safety Switches, in 30, 60, 100, 

200, 400, and 600 amp capacities 
OrCE Qs} oducts. lio For your free copy, circle number 


FINDLAY, OHIO B111 on the coupon on page 115. 
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From Lamp Cords 
to Power Cables... 


. the ROYAL line hos EARNED the 
confidence of users everywhere by uni- 
form dependability. Each type and every 
size is engineered and manufactured to 
rigid quality-control standards. 


You con profit by the recognition and 
acceptance the ROYAL nome has built. . . 
stock ROYAL flexible and portable 
cords for greater wire volume. 


ROYAL Wire is warehoused 
in strategically located 
principal cities 

throughout the 

country 


ROYAL 
Cord Sets, Trouble Lites \ 
Fuses & Wiring Devices we Thru the Wholesaler 


Christmas Lighting 


WB ora ELECTRIC COMPANY, Inc., PAWTUCKET, R. I. 


Represented (except for Florida) by Cory Chapman Co., Atlenteo—Greensboro—New Orleons 
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A new full-color, four-page, pub- 
lication describing motors 
(direct current types MD and MDP, 
600 series) is available from the Gen- 
eral Electric Co., Schenectady 5, N. Y. 

Designated GEA-4654C, the bulle- 
tin provides information on perform- 
ance and maintenance features of the 
heavy-duty G-E motors. Included in 
the bulletin are horsepower ratings 
and mechanical data. Diagrams and 
photographs illustrate various appli- 
cations of the armored motors in the 
steel, lumber, oil, and construction 
industries. 

For your free copy, circle number 
B112 on the coupon on page 115. 


The ABC’s of School Lighting, a 
20-page booklet (B-4556-B), is avail- 
able from the Westinghouse Electric 
Corp., P. O. Box 2099, Pittsburgh 30, 
Pa. Recently revised, the booklet 
gives the basic requirements for 
school lighting systems and de- 
scribes lighting systems which satis- 
fy these requirements. It discusses 
both new installations and relighting 
projects. 

In non-technical terms, answers 
are given for such basic questions 
as: How much and what kind of 
light is needed? What lighting fix- 
tures and how many should be in- 
stalled? What lighting plan will yield 
best results? And what other factors 
must be considered? 

For your free copy, circle number 
B113 on the coupon on page 115. 


Jasper Blackburn Corp., 35 Madi- 
son St., St. Louis 6, Mo., manufac- 
turers of electrical fittings, has re- 
leased their new catalog. This 40 
page book is divided into six sections 
— Copper to Copper Fittings, Copper 
to Aluminum Fittings, Aluminum to 
Aluminum Fittings, Ground Rods 
and Accessories, Terminal Lugs, and 
Hoists and Miscellaneous. Each sec- 
tion is thumb-tabbed and labeled for 
easy location. The cover page of each 
section shows photos of Blackburn’s 
complete line in that category. The 
inside pages repeat these photos 
along with dimensional drawings 
and data, prices and catalog num- 
bers. Blackburn has kept this de- 
scriptive material and prices for each 
fitting together on a single page so 
that buyers can avoid the necessity 
of thumbing back and forth through 
the book for information on a single 
unit. The back of each section con- 
tains “Terms of Sale” that apply to 
items in that group. 

For your free copy, circle number 
B114 on the coupon on page 115. 


A new eight-page catalog on Heat- 
flex electrical heating elements has 
been released by Continental Electric 

Co., Box 1055, Cincinnati 
1, Ohio. It contains descriptive mate- 
rial, applications, specifications and 
engineering data. 

Heatflex is a new type of copper- 


104 


clad electrical heating element, offer- 
ing important advantages in ease of 
installation and precision heat con- 
trol. The unit can be wrapped around 
almost anything, immersed in any 
solution non-corrosive to copper, or 
enclosed in any material. The new 
heating element consists of a seam- 
less sheath of self-annealing copper 


in which is enclosed a pair of copper 
resistance wires, spaced and insulat- 
ed by tightly packed magnesium 
oxide. Heatflex can be operated at 
any temperature from below freezing 
to 482 degrees F., and can be furnish- 
ed in any length. 

For your free copy, circle number 
B115 on the coupon on page 115. 


Technical books 





National Electrical 
Code Handbook—8th Ed. 


By Arthur L. Abbott; revised 
by Charles L. Smith. 8th Edition, 
published by McGraw-Hill Book 
Co., 330 West 42nd St., New York 
36, N. Y. 642 pages, $7.50. 


The many former editions of this 
book prepared by Arthur L. Abbott 
have kept electrical workers reli- 
ably informed on the meaning and 
intent of the various rules of the 
National Electrical Code. Now 
thoroughly revised by Charles L. 
Smith, electrical field engineer of 
the National Fire Protection As- 
sociation, and secretary of the 
International Association of Elec- 
trical Inspectors, the new volume 
for the first time has been pre- 
pared by an official of the organi- 
zation originating the Code. 

The handbook explains the NEC 
rules in brief, easy-to-understand 
language. It gives the general plan, 
scope, and intent of Code require- 
ments, and discusses them in 
simple fashion to aid electrical con- 
tractors, electricians, and others in 
making and planning electrical 
installations that are in conformity 
with the National Electrical Code. 

The present edition contains all 
the changes reflected in the 1953 
Edition of the Code. In addition, 
the format of the book has been 
changed to provide greater ease 
in use—the various sections of the 
book are numbered exactly as the 
Code. The actual language of the 
Code is given; then in a contrast- 
ing typeface, the meaning and in- 
tent of the particular rule is 
clarified in the author’s own words. 

Contents include rulings for wir- 
ing design and protection, wiring 
methods and materials, general 
equipment, public occupancies, 
special equipment and conditions, 
communication systems, and con- 
struction specifications. A final 
section includes tables, diagrams, 
and examples, together with an 
appendix clarifying rules of pro- 
cedure of the National Electrical 
Code Committee. 


for the electrical man 


Magnetic Control 
of Industrial Motors 


Second Edition. By Gerhart W. 
Heumann, John Wiley & Sons, 
Inc., 440 Fourth Ave., New York 
16, N. Y., 706 pages, $9.50. 


Since the first edition of this 
book appeared, many changes have 
taken place in the design of control 
components and systems. These 
are reflected in the new second 
edition, which has been brought 
completely up to date in line with 
recent advances in the electrical 
art. Expanded about 20 per cent, 
it includes much new material on 
adjustable voltage and regulating 
systems, particularly with regard 
to rotating and magnetic amplifi- 
ers; obsolete controller designs 
have been entirely eliminated. The 
reference material in the book has 
been thoroughly modernized and 
emphasis has been placed on the 
theoretical background underlying 
recognized National Standards and 
Safety Codes. Considerable stress 
has been placed on explaining the 
rules of the National Electrical 
Code which apply to motor con- 
trollers. 

Since the performance of control 
equipment is based on the desired 
motor performance, care has been 
taken to discuss the external per- 
formance characteristics of all 
types of industrial motors in the 
introductory chapters of the book 
This is followed by a discussion 
of components and devices avail- 
able to the designer. Basic circuits 
are introduced which obtain the 
necessary motor performance for 
industrial drives. The practical 
combinations of these building 
blocks are illustrated by an exam- 
ination of widely used general 
purpose and special purpose con- 
trollers. 

With this book in hand, you 
should be able to select quickly 
and accurately the proper type of 
controller for a given application. 
For example, the relative merits 
of full voltage starting and reduced 
voltage are discussed. 
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HOME VENTILATING FANS 


for Kitchen, Bath and Utility Rooms 


Easy to Install! 

Whisper Quiet! "4 

Tops in Looks! ~\ ee 
Guaranteed Hose be eel i tn os viel 


5 y, / ... in kitchen, bath and utility rooms—and FASCO gives 
ears them what they're looking for! Here is the one complete line 


of ventilating fans . . . offering a choice of styling, performance 


and price to satisfy everyone. Builders all over the country 


Write today for all the facts on tell us FASCO ventilating fans are helping to sell their homes. 
FASCO Ventilating Fons : Install FASCO .. . the leader in home ventilation. 


Model 847 —1047 
for outside wall, chain 
operated 


VISIT BOOTH 410 HOTEL SHERMAN at the Chicago Builders’ Show in January and see the 


complete line of FASCO Ventilating Fans. 


MANUFACTURERS OF THE 
ONE COMPLETE LINE 
OF VENTILATING FANS. 
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PIPE WRENCH? 


It's easiest to work with... perfect 


balance . .. comfort-grip I-beam handle... 
handy conduit scale on hookjaw. . . easy-spin- 
ning adjusting nut .. . clean grip on conduit, 
no slip or lock. 


It lasts longer... rst guaranteed hous- 


ing, won’t break or bind... ever. Every 
wrench individually tested before shipment 
... and millions of them in use. Sizes 6’ to 
60’’—end pattern, 6” to 36”. 


For the most for your money, buy RIFAID 
... Your local Supply House stocks them for 
you, delivers them fast! 

THE RIDGE TOOL COMPANY - ELYRIA, OHIO, U.S.A. 











Gains in Income 
Payments to Individuals 
Highest in the South 





+ +4 


SOUTHERN STATES 











o« 242 43 44 1945 1946 4T e468 1949 1950 


Broken Line All Other States 


Increases in income payments to individuals have 
been truly phenomenal in the South and South- 
west. From 1939 to 1952 there was a 316% gain 
in this area while the gain in the rest of the 
country was only 247%. No other large geo- 
graphical region has had such a significant rise 
Of the many influencing factors none has been 
more important than the continuing industrial- 
ization of the Southern States. This has had the 
effect of stabilizing an agricultural economy by 
income payments from manufacturing. These 
two. complement each other and provide a basis 
for the stable and prosperous development of this 
region for many years to come 


To stay abreast of the continuing growth throughout 
the South-Southwest, be sure to keep your subscription 
to ELECTRICAL SOUTH in force 


ELECTRICAL SOUTH 


806 Peachtree Street, N.E. Atlanta 5, Georgia 
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70 BUILD Stab-lok SALES SELL BUILDERE 


(they’re your biggest prospects) 


FOR QUANTITY SALES of Stab-lok Circuit Breakers there 


no one else equal to the builders in your area. They know 
that modern circuit protection goes over big with prospective 
home buyers, and that Stab-loks cost only pennies more than 
old-fashioned fuse boxes. Besides that, Stab-lok is the most 
flexible circuit breaker line ever marketed...it's Magic “E” 
sequenced bussing, sté undard NA and space saver NC breakers 
permit an amazing choice of circuits when first installed and 
when later changes are required. 

And only Stab-lok provides these extra advantages 
Complete dependability — More Stab-loks are being installed 
today than all other circuit breakers combined ...they’re the 
only breakers service-proved in millions of homes. 


Lowest cost — Across-the-b than other 


circuit breaker; less in the less when 


circuits are chang« 


Most complete line — With its unequalled range of enclosures 


} 
Stab-lok meets every sensible specification for circuit protec- 


tion easily and quit kly 

Most distributors—N o matter where you are located, you can get 

fast delivery of Stab-lok breakers and enclosures at any time 
Don't pass up your smaller Stab-lok prospects, but for top 

sales go after the builders. And write for the Magic “E” booklet 

that brings the whole Stab-lok story up to the minute. Federal 

Pacific Electric Company, 50 Paris St., Newark 1, New Jersey. 


FEDERAL PACIFIC ELECTRIC CO. 


FORMERLY — FEDERAL ELECTRIC PRODUCTS COMPANY AND PACIFIC ELECTR 


Main. Office 


$0 PARIS 


MANUFACTURING CORP 


STREET, NEWARK 1. WN. J 


Federal Pacific products: Stab-lok Circuit Breakers, Motor Controls, Safety Switches, Service Equipment, Industrial Circuit Breakers, Panelboords, 
Switchboords, Control Centers, Bus Duct, High voltoge circuit breakers and power switches x Sales offices in principal cities 
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New products 





(For more information, use coupon on page 115) 


Prescolite features 
modern fixture line 


A COMPLETE, MODERN LINE of light- 
ing fixtures, including portable and 
pin-up lamps, surface units, and die 
cast aluminum units for ceiling and 
wall, is being offered to the electrical] 





trade by Prescolite Manufacturing 
Corp., 2229 Fourth St., Berkeley 10, 
Calif. 

One of the featured products in 
the Prescolite line is the A-11 sur- 


face unit with switch and swivel. 
This unit is 100 watt and is available 
in the standard finish, gloss gray or 
satin chrome, or is also available in 
cranberry red, chocolate brown, 
green, black, and brass. 

The T-94-2 Tree Table Lamp, one 
of a number of portable and pin-up 
lamps, features two adjustable Fab- 
riglas shades. The two lamps are 
individually switched. This versatile, 
modern lamp has highly polished 
brass accents and dual _ tension 
swivels. 

The number WB-2-2 die cast 
aluminum unit for ceiling or wall 
mounting on a four inch outlet box 
is available in standard finish, gloss 
gray or satin chrome, or in cran- 
berry red, chocolate brown, green, 
and black. This unit is suitable for 
either interior or exterior installa- 
tion and has screw-in white opal 
globes that are made weatherproof 
by cork gaskets. It is also a 100 watt 
unit. 

For additional data, circle item 
116 on the handy coupon on page 115 


Thomas & Betts tool 
cuts armored cable 


ARMORED ELECTRICAL CABLE as well 
as copper and aluminum conductor 
to 4/0 AWG, can be cut quickly and 
cleanly without a hacksaw by using 
the new No. 364 cable cutter, recent- 


ly announced by the Thomas & Betts 
Co., 72 Butler St., Elizabeth 1, N. J. 
Designed similarly to the larger No. 
365 tool introduced two years ago, 
the new cutter has specially ground 
and hardened, blunt cutting edges 
Its blades are of forged steel with 
%-inch overlap, thus allowing re- 
peated sharpening. Together they 
form a heart-shaped opening (patent 
applied for), which provides a slid- 
ing, slicing action that forces the 
cable toward the tool’s fulcrum. This 





nothing succeeds 


-~PLYMOUT 


eS eS 


like. 


TAPES 


SOLD ONLY 
THROUGH 
RECOGNIZED 
WHOLESALERS 





~o 





The World's Largest Selling FRICTION TAPE + The World's Finest PLASTIC ELECTRICAL TAPE 


PLYMOUTH RUBBER COMPANY, 


CANTON, MASSACHUSETTS 


INC. 
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for CONNECTORS... 





SERVIT SCRULUG 








QIKLUG HYLUG 


See ial 


ND Y 


YOUR BASIC SOURCE With more than 30,000 individual 
Burndy connector designs—Burndy 


FOR LATEST DEVELOPMENTS is ready to serve your connector 


needs promptly, efficiently. 
70 graduate engineers will help you 
IN ELECTRICAL CONNECTORS solve any connector problems in 
joining, terminating, clamping, or 
eoccccccccccecceccccccccesocecsoceoscess «grounding every size and type of 
electrical conductor. 














ALWAYS PAYS TO CONSULT 


REPRESENTATIVES IN ATLANTA, BALTIMORE 
BIRMINGHAM, CHARLOTTE, DALLAS, HOUSTON 
JACKSONVILLE, LITTLE ROCK, MEMPHIS, MIAMI 

NEW ORLEANS, TAMPA, WASHINGTON, D. C 


Burndy connectors and tools 
provide maximum mechanical 
strength and electrical efficiency 
—at low installation cost. 

Write for free technical counsel 
or catalogs... to 


@eereteeeeaee ee eas 


BURNDY—NORWALK, CONNECT. - FACTORIES: NEW YORK - CALIFORNIA 
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Don and Fred Gleason 
. 657 East 45th Street 
Seattle, Washington 
s 


John Allen Ware 
301 West G Street 
San Diego, Calif John Allen Ware. Jr : 
P. O. Box 4216 Commerce Sta 
Phoenix. Arizona 








. += : 
NOW! Complete Prescolite 


production facilities on both 
coasts with strategically located ? 
warehouses to better serve you 








ey 
[ 


SES 


ter & Bud Gorham 


Ave 





Write for 
new catalog 
showing full 

line of Prescolite 

Recessed and Surface 


fixtures. 


Factories: Berke'ey slifornia * Neshaminy, Pennsylvania * Weorehouses: los Angeles * Denver *. Alionto * hicago * Bojton + St. Par 















ANTYDRER recuse 


with the buclt-ta Galoshes.. 


Snow, slush, and rain call for galoshes. You might catch pneumonia if you leave them home. Your power 
cables need galoshes, too. They can’t catch pneumonia, but if they get wet enough they’ll eventually 
need expensive doctoring. @ Simplex-ANHYDREX Cable has those galoshes. They’re built-in in the 
form of Anhydrex insulation. Anhydrex insulation is guaranteed not to absorb more than 20 milli- 
grams of distilled water per square inch after 7 days’ immersion in 158° F. (70° C.) water. It is the 
most stable rubber insulation when exposed to water and moisture. @ Besides its notable low 
water-absorption characteristics, Simplex-ANHYDREX Cable is unaffected by summer heat 
and winter cold. It won’t crack under vibration and is highly resistant to acids, flame, grease, 
and oil. @ Your Simplex representative has more information about the cable with ‘the built- 

in galoshes” — Simplex-ANHYDREX Cable. Ask him about it. 


é 
-ANHYDREX 


SIMPLEX WIRE & CABLE COMPANY 
79 Sidney St.;Cambridge 39, Massachusetts 
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reduces the required cutting effort 
and eliminates burring or deforming 
the cable. After cutting, the cable 
retains its round shape. 

The No. 364 cutter also can cut 
hard drawn copper and aluminum 
cable, according to its manufacturer. 
Other cutting jobs are; non-metallic 
sheathed cable; service entrance 
cable; multi-telephone and com- 
munications cable; super service 
cords; rope and garden hose; flexible 
conduit; trench-lay cable, etc., up to 
a maximum diameter of one inch. 

Since the cut. is compact and 
almost perfectly round, no filing, 
pounding or trimming is necessary. 
A minimum opening of three inches 
between the black tubular handles 
prevents barking of the  user’s 
knuckles. The tool is ideal for plant 
electricians and maintenance men, 
electrical contractors, utility crews 
and warehousemen. 

For additional data, circle item 


117 on the handy coupon on page 115. 
ST. JOHN'S LUTHERAN CHURCH, CLEVELAND, OHIO 


acieee Gee CHURCH LIGHTING 
ae ee ees BY NOVELTY 


by the G&W Electric Specialty Co., 
7780 Dante Ave., Chicago 19, IL, for 


use with oil switches, either double sani 
makes your job easier! 


= 
= 
2 


Easier to sell, easier to install, and more 
profitable, too! Novelty features a com- 
plete line of the most beautiful and 
authentic designs for churches of all 
denominations. A year-round advertising 
program to the church makes your sell 
ing job easier. Our church lighting ex- 
perts provide you with free engineering 
counsel to help you plan. Novelty lumi- 
naires are unsurpassed in technical de 
sign and manufacture. 


VMGUAIOGU AT ARAL MASE EL 


Lighting by Novelty is your assurance of 
profitable sales and satisfied customers. 
Write today for illustrated church light- 
ing catalog. 


throw or two single throw units, —— 


supplying load from either of two ey a 
— 300 watt R-40 floodiamp for con- 
The mechanism automatically 


a centrated downlighting through the 
transfers the load from “preferred louver bottom. 


feeder to “emergency” feeder when 
“preferred” feeder voltage fails. It 
throws back automatically when 
“preferred” feeder voltage is re- 


> A 
i \ 
stored. 


— 5 
With Circuit F3A, the load is held ; AT MOT 7 
on the emergency (after throwover) \ () \ Ky] TL) 
until a push button is manually op- a -% J au ia’ | - 
erated. : , ri , 
With Circuit F3B, for use with “os Ktghli —- OY 2OAALOF? 
diesel motor generator as_ the 3 
“emergency,” throwover is delayed 
until diesel is automatically started 2481 EAST 22nd STREET . CLEVELAND 15, OHIO 
and generator has built up voltage. 
With Circuit F3C, with current 


transformers and latching relays, 1905 OUR FIFTIETH YEAR 1955 
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« ut your finger on the one 


complete line... 


= 
_ 

3651 RANGE AND POWER RE- 
CEPTACLE, FLUSH MOUNTING. Heavy 
Bakelite with Patented Swing-oway 
Terminals that prevent dropping or 
lesing of ports. Allows easy one- 
hand wiring. Polerized for Range 
and Power Cords. Designed for 4” 
or 4 11/16" square box. 50 Amps. 
— 250 V. 


Ne. 3550 3-WIRE RANGE AND POWER 

CORDSET. All Rubber, 36” Long. 

Blodes are Welded to Wire. No solder 

is weed. One piece molded rubber 

cap. includes cable clamp. 50 Amps. 
v. 


We. 3601-5586 
STEEL RANGE 
RECEPTACLE 
PLATE, 
SPRAYED 
srepass 
PinisH. 
Grounded. 


Ne. 3650 RANGE AND POWER RE- 
CEPTACLE, SURFACE MOUNTING. 
Heavy Bakelite with Patented Swing- 
ewey Terminals thet prevent drop- 
ping or losing ports. Aliows easy one- 
hend wiring. Polarized for Range 
and Power Cords. Heavy steel — 
plote has knockouts for ¥%,”, 
1%" conduit. Hes built-in echt 
clamp for beck or bottom wiring. 
Complete with mounting screws. 50 
Amps. ~ 250 V. 


CIRCLE F MFG CO. 


TRENTON 4, NEW JERSEY 











throwover is blocked in case of a 
short circuit on the load side. 

With Circuit F6, either feeder 
may be selected as the “preferred” 
by manually operating a remote se- 
lector control switch. 

The Model “F” mechanism is a 
watertight sealed housing. The 
mechanism unit is mounted on the 
steel supporting frame of G&W Type 
“RA” oil switches in 5000, 7500 and 
15,000 volt ratings. 

For additional data, circle item 
118 on the handy coupon on page 115. 


New P&S duplex outlet 
has screwless terminals 


A NEW DUPLEX OUTLET featuring 
easy-to-wire screwless terminals and 
double strip contacts has been an- 
nounced by Pass & Seymour, Inc., 
Solvay Station, Syracuse 9, N. Y. 
Termed the P&S 1500, it can be wired 


in two easy steps—strip wire to 
gauge (molded in.back of outlet) — 
insert wires in wire holes. There 
are no wire loops to make and no 
screws to run down. Just a few 
seconds and connections are made. 

High quality phosphor bronze 
spring contacts hold wires securely, 
and far exceed UL “pull” require- 
ments. When necessary, wires can be 
removed by inserting eight penny 
nail or other pointed instrument in 
center hold on either side. 

Double, torsional contacts are of 
high quality phosphor bronze and 
are designed to give a perfect “long 
line” contact witha minimum amount 
of heat, assuring long life. The back 
is completely insulated for greater 
safety. 

The unit is available in brown, 
P&S 1500, or ivory, P&S 1500-I. 

For additional data, circle item 
119 on the handy coupon on page 115. 


Federal drum switches 
are small and compact 


Feperat Evectrric Propucts Co., 50 
Paris St., Newark, N. J., is now pro- 
ducing a new reversing drum switch 
for all ratings up to two hp. This 
Federal Bulletin 905 reversing drum 
switch is suitable for use with many 
types of electrically-driven equip- 


ment, including conveyors, hoists, 
wood and metal working machinery, 
machine tools, pumps, and processing 
equipment. 

The new drum switch is small and 
compact and features double-break 
silver contacts for long wear. Con- 
tacts are closed by positive straight 
line action to increase interrupting 
capacity and eliminate sliding or 
teasing and resultant wear. 

These switches are available in a 
compact Type A (NEMA Type I) 
sheet steel enclosure with a 
U-shaped cover. Mounting holes on 
the bottom and back of the enclosure 
are provided for mounting in various 
types of locations. Also featured 
is a reversible operating handle 
which may be changed to operate 
from the front, back, or either side 
to facilitate mounting in difficult or 
obstructed locations. 

For additional data, circle item 
120 on the handy coupon on page 115. 


New air-break starters 
have safety door-switch 


A NEw LINE of Air-Break Starters 
for 2200-5000 volt squirrel-cage, 
wound-rotor and synchronous mo- 
tors is announced by the Electric 
Controller & Mfg. Co., 2700 E. 79th 
St., Cleveland 4, Ohio. 

These starters are built in three 
styles—50,000 kva interrupting ca- 
pacity, with power fuses for systems 
of 150,000 kva (2300 volt) and 250,- 
000 kva (4600) availability; and in 
the Valimitor (volt-ampere-limitor) 
style in which air-core reactors 








How 10 Seconds 
Could Have 
Saved $10,000 


See Page 7 


Or 


L. Morris Landers Company, 
Biltmore Hotel during the SEWA 
industry Day Meeting February 2-4. 
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FOR MORE INFORMATION — Use this handy return 
coupon for requesting manufacturers bulletins or addi- 


limit infinite kva to a finite value 
within the rating of the starter. 

The Type ZHA Air-break Con- 
tactor has an interrupting capacity 
of 50,000 kva. High silicon steel 
blow-out ears are magnetized from 
a single blowout coil on each pole 
and the arc chutes are equipped with 
cooling plates which remain mois- 
ture free for high efficiency to cool 
and extinguish the fault arc quickly. 

Incorporated in the complete 
starter are safety door-switch on 
the disconnect-switch compartment, 
swinging overload panel, self con- 
tained bus for group installation, 
meters as required and cabinet- 
doors which may be lifted off con- 
cealed-type hinges during installa- 
tion. The contactor is accessible 
from the front and rear of the 
cabinet. For reversing service, for- 
ward and reverse contactors are 
mechanically as well as electrically 
interlocked. 

For additional data, circle item 
121 on the handy coupon above. 


Crown wire stripper 
has lock-open feature 


AN IMPROVED hand wire stripper 
for general work and production 
jobs is announced by Crown Indus- 
trial Products Co., 1049 Amsterdam 
St., Woodstock, Il. 

Fabricated of hardened steel con- 
struction throughout, the stripper 
has interchangeable precision-milled 
cutters, carefully matched in size to 
cut insulation cleanly without dam- 
aging the wire. 

A patented lock-open feature holds 
the jaws open automatically so that 
the wire can be removed after strip- 
ping without crushing. Release of 
the jaws is accomplished by a single 


finger-tip touch on the lower handle 
making it unnecessary to shift the 
grip on the tool while resetting. 

Durable, but light in weight, the 
stripper is available in three sizes, 
adaptable to stripping No. 10 
through No. 22 wire. Replacement 
cutter blades are also available in 
three sizes 

For additional data, circle item 
122 on the handy coupon above. 


Frank Adam increases 
service equipment line 


A NEW TYPE of service equipment 
that effectively solves the problem 
of steadily expanding residential 
power demands has been introduced 


to the trade by the 
Electric Co 
3, Mo 
Known by the trade name of (FA) 
Split-Bus Service Equipment, the 
new units provide capacity for elec- 


Frank Adam 
, P. O. Box 357, St. Louis 
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tional information on new products listed in these pages. 
Be sure to give firm name and your position or title. 


tric ranges, water heaters, dryers, 
air conditioners, etc., and sub-feeder 
circuit to additional centers of dis- 
tribution 

The new units are of the “enclosed 
panel base assembly” type and are 
approved (UL) for label service 
They have 100 or 200 amp., main 
lug feeder capacity for single phase, 
solid neutral service 

Each is furnished with one service 
connection having a double pole 50- 
amp., circuit breaker with wire con- 
aection to the lighting and appli- 
ance branch circuit section 

For additional data, circle item 
123 on the handy coupon above 


Leviton adds weatherproof 
switches and receptacles 


NEW WEATHERPROOF switches and 
receptacles that offer complete pro- 
tection against the ravages of weath- 
er, have been added to the wiring 
device catalog of the Leviton Manu- 
facturing Co., Brooklyn 22, N. Y 

Ideal for all outdoor use on 
porches, patios, garages and indus- 
trial installations the weather- 
proof single pole and three way 
witches are fully enclosed. The high 
quality Leviton switches are lever 
operated so the switch mechanism 
is fully protected against rain, snow 
and all moisture 

The single and duplex outlets too, 
are permanently weatherproof for 
plugging in all outdoor lighting and 
appliances such as outdoor grills 
Perfect too for industrial installa- 
tions and indoor use in damp places 
such as laundry and base- 
ments 

All devices are individually boxed 
with plates, screws and heavy rubber 
mat which fits snugly under the 


rooms 


115 





PROFIT 3-caye 


Plugmold opens the 

door to extra profits 

" . + « profits on Plug- 

Yn, mold sales — profits 

on extra rewiring 

business—and valu- 

able prizes, too! EVERY SALE of 

Plugmold EARNS VALUABLE 

PRIZE POINTS FOR YOU Special 

New Kitchen Package helps you mer- 

chandise and sell Plugmold. Ask your 
jobber. 


OUTLETS calimted 


Plugmold answers 
the demand for more 
electrical outlets for 
lighting, appliances, 
tools — in homes, 
offices, stores, factor- 
ies, institutions, 
Plugmold is easier, 
faster, cheaper to in- 
stall — and leads to 

MORE PROFITS. 
Bes 














For NEW WIRING or REWIRING, 
Plugmold is the most economical, 
modern way to provide plenty of out- 
lets. Once your customers try Plug- 
mold in the kitchen, they'll want it 
in every room. In- 
stall the Kitchen 
Package in your own 
home and see for 
yourself. 


WIREMOLD’S Full Profit Line 
Builds Better Business for YOU 


WIREMOLD Surface Raceways 
PANCAKE Overfioor Raceways 
WIREMOLD Fivorescent Units 


THE WirREMOLD COMPANY 
Hartford 10, Conn 





plate for extra protection. The plates 
are corrosion resistant and the out- 
let has a cover on chain which can 
be screwed into the outlet when not 
in use. 

For additional data, circle item 
124 on the handy coupon on page 115. 


LPI troffers permit 
unlimited arrangements 


NEW TROFFERS, designed and built 
by Lighting Products, Inc., High- 
land Park, Ill., can be installed glass 
to glass to form a line of light un- 
broken by dividers. These troffers 
are adaptable to any known form of 
ceiling, and offer a wide selection of 
shielding media, including metal and 
plastic louvers, Corning lenses (flat 
and curved), Albalite glass (flat and 


dished), and dished Plexiglas. All 
are interchangeable in the LPI 
troffer frame. This frame is quickly 
and easily slipped into place — no 
tools required — and is secured by 
a stable floating hinge, hidden from 
view. This eliminates the need for 
screws or other fastening devices 
which would mar the appearance of 
the trim. 

The unitized boxed construction of 
the LPI troffer body results in ex- 
ceptional rigidity and assures perfect 
alignment in long runs. Engineered 
to prevent light leakage, the LPI 
troffer will accommodate from one 
to four lamps — preheat, rapid start, 
and slimline. It requires less than 
eight inches in the ceiling and is 
suspended by LPI’s patented Flexa- 
hanger which permits the contractor 
to install and adjust the troffer with 
complete accuracy. All lengths are 
standardized — 24, 48, 72, and 96 
inches. They come in 12 and 24 inch 
widths. 

For additional data, circle item 
125 on the handy coupon on page 115. 


G-E announces remote 
control switch support 


A NEW SWITCH SUPPORT, designed 
specifically for low-voltage remote- 
control flush swiches and remote- 
control master selector switches has 
been announced by General Elec- 
tric’s Conduit Products Dept., 


Bridgeport 2, Conn 

The new switch support can be 
used on dry-wall, plaster wall, or 
heavy wall (%-inch, %-inch and 1- 
inch) construction. It will take one, 
two, or three remote-control switches 





or one master selector switch. Three 
nail holes provide easy, rigid mount- 
ing, and recessed holes allow tight 
seating of switch mounting strap 
screws 

Catalog number of the new sup- 
port is SP7600 

For additiona lata, circle item 


coupon on page 115. 


126 on the handy 


Guardian producing 
high-mounted flood 


PRODUCTION of a new high-pole- 
mounted flood light for service sta- 
tion lighting has been announced by 
Guardian Light Co., 500 North Blvd., 
Oak Park, Ill. Incorporating the 
latest advances in fluorescent ligh- 
ing techniques, the new 9000 Series 
luminaire projects an unusually 
broad long-throw beam of white 
glareless light over driveways, ramps 
and approaches 

Designed for use on existing poles, 
the fixture is smart and modern, 
without encumbering guys, trusses 
or supports to detract from its ap- 
pearance. Watertight housing is of 
welded, die-formed aluminum, while 
frames using either Plexiglas or 
Alba-Lite glass are of extruded 
aluminum. Specular reflector is 
formed from Alzak aluminum sheet. 

Pole-fitted mounting arm is ad- 
justable from horizontal to 10, 20, 
30 or 45 degrees. Unit measures 75 x 
16% x 8% inches, carries union label 
and is completely wired ready for 
supply connections in the field. Four 
100-watt cool white, rapid-start 
F10CT12/CW/RS fluorescent lamps 
constitute the light source 

For additional data, circle item 
127 on the handy coupon on page 115. 


Moe Light announces 
new Decorator line 


THE ADDITION of an entirely new 
selection of contemporary light fix- 
tures to their line has been an- 
nounced by the Moe Light Division 
of Thomas Industries, Inc., Fort At- 
kinson, Wis. The new fixtures, called 
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the “Decorator” line, are styled in 
keeping with the increasingly popu- 
lar “spacious” contemporary trend 
in home decorating. 

Modern in design, the lights are 
available in three general types: 
contemporary ceiling-mounted plas- 
tic “bubble” lights; pull-down reel 
types in both “bubble” and reflector 
shade designs; adjustable plastic 
shaded wall-mounted plug-in fix- 
tures—all at relatively low prices. 

The “Decorator” line is currently 
being promoted on a national scale 
by Moe Light. Ads in national maga- 
zines, featuring the “Decorator” line, 
will tie-in with Moe Light’s Inspira- 
tion Lighting program. 

For additional data, circle item 
128 on the handy coupon on page 115 


Royalite’s 1955 line 
includes outdoor lantern 


INCLUDED AMONG the new items in 
the “Royalites” line, manufactured 
by the Royal Electric Co., Inc., Dec- 
orative Lighting Division, Manville, 
R. L., is the No. 917 lantern. 

Formed of clear plastic, in three- 


dimension, the frame of this fixture 
is printed in red and accented with 
gold. The transparent panes make 
this reproduction a true replica of 
the metal and glass original from 
which it was styled. 

A laminated silver foil back dif- 
fuses the light of an orange bulb 
which tops a red candle. UL listed 
for outdoors, the 917 lantern has 
many uses. It is particularly effective 
on a front door. 

For additional data, circle item 
129 on the handy coupon on page 115. 


C-H tank light designed 
for chemical processing 


DEVELOPED TO ASSIST the proc- 
essing of flammable chemicals, an 
explosion-proof pendant tank light 
(type EV 2375) has been introduced 
by Crouse-Hinds Co., Wolf at 7th 
N. Sts., Syracuse, N. Y. When equip- 


ped with a Type R 75 watt, 120-volt 
spot lamp and suspended over a tank 
porthole, the new fixture illuminates 
the surface of the mixture inside 
the tank. The exact state of the 
mixture may then be easily observed 
by the tank operator. 

Machined from cast aluminum, the 
joints of the 12%-inch by 6 7/16- 
inch fixture are threaded and com- 
pletely flame-tight; the top joint is 
gasketed as additional protection 
against the entry of dirt or liquids. 
The heavy glass lens is heat and 
impact resistant. A separate unit, 
the fixture’s lamp receptacle is capa- 
ble of absorbing severe shocks with- 
out damage. By employing a type 
EC flexible fixture support, the 
lamp may be swung out from the 
tank porthole for relamping 

For chemical processing applica- 
tions, the new fixture qualifies for 
use at Class I, Groups C and D 
hazardous locations. When installed 
either in a horizontal or vertical 
base up position, it is suitable for 
Class II, Groups E, F and G loca- 
tions. 

Fixture Hub sizes are %-inch and 
% -inch. 

For additional data, circle item 
130 on the handy coupon on page 115 


Allis-Chalmers announces 
new wound-rotor motor 


A NEW RIB-TYPE enclosed, fan- 
cooled wound-rotor motor, made 
with slip rings, brushing rigging, 
rotor and stator inside a _ single 
frame enclosure has been announced 
by Allis-Chalmers Manufacturing 
Co., 938 S. 70th St., Milwaukee 1, 
Wis. 

The first Allis-Chalmers explo- 
sion-proof wound-rotor motor to 
bear the Underwriters’ Laboratories 
label, the new unit is available at 
1800 rpm and slower speeds, in 
frames 284 to 505, in standard en- 
closed or explosion-proof construc- 
tion. 

In general, the new motor is ap- 
plicable where very low starting 
current, high starting torque, smooth 
acceleration, jogging or variable ad- 
justable speed dictate the use of a 
wound-rotor motor and where 
moist, dirty, corrosive, or hazardous 
atmospheres require a totaily en- 
closed motor. 

The frame of the motor has an ex- 
tended front end to include the slip 
rings, brushes and brush rigging in 
one enclosure. The elongation pro- 
vides added surface for heat dis- 
persal. Removal of two large pipe 
plugs from the upper quadrants of 
the frame on the slip-ring end pro- 
vides large openings for maintenance 
work and adjustment of brushes and 
brush rigging. Slip-ring leads enter 
a separate cast-iron conduit box and 
the lead opening in the frame is 
sealed. 

For additional data, circle item 
131 on the handy coupon on page 115 
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Thermador offers 
new fan heater 


THE NEW LOW WATTAGE wall heat 
fan recently announced by Therma- 
dor Electrical Manufacturing Co., 
Los Angeles 22, Calif., is a sturdy, 
compact, safe unit which is easily 
and quickly installed and economi- 
cal to use. 

Separate switches for fan and heat 
are located near the top of the heater 
for more convenient operation and 
a neon indicator light glows when 
the heater is working. This unit is 
ideal for small rooms such as dress- 





















































ing rooms, nurseries, dinettes, dens, 
et 

The Thermador wall heat fan has 
a louver grille which forces the flow 
of warmed air downward to warm a 
room from the floor up, with less 
heat waste at the ceiling level. Re 
sistance coils are Nichrome wire and 
fan action induces constant air flow 
over coils preventing oxidation and 
deterioration through red glow and 
maintaining even “black heat.” 

The quiet, heavy-duty motor is a 
single-phase induction type and the 
four-blade fan is dynamically bal- 
anced. Thermostatically controlled 
heaters offer the same features as 
manually controlled, plus a built-in 
25 amp thermostat. Finishes offer 
choice of bronze, white enamel or 
stainless steel 

For additional data, circle item 
132 on the handy coupon on page 115 


Federal Pacific adds 
200 amp safety switch 


A new 200 amp type D safety 
switch, companion to the new 100 
amp switch, is now being manufac- 
tured by Federal Pacific Electric Co., 
50 Paris St.. Newark, N. J. The 
latest in the Federal Noark fuse 
line, these safety switches are among 
the most advanced available on the 
market. 

These new type D switches are 
side operated, and feature an un- 


17 





usually quick break, and accelerated 
make. 

Other special features of this 
switch include visible blade con- 
struction, ample gutter space on each 
side for easy and neat wiring, new 
patented fuse holder, and optional 
use of solder or crimp type lugs. 

Designed for residential and com- 
mercial applications such as lighting 
and appliance loads, the new 
switches come in attractive, sturdily 
constructed enclosures. 

For additional data, circle item 
133 on the handy coupon on page 115. 


Hykon adds portable 
extension cord reels 


A NEW AND PRACTICAL portable ex- 
tension cord reel has been added to 
the line of electrical equipment 
manufactured by Hykon Manufac- 
turing Co., P. O. Box 923, Alliance, 
Ohio. 

This new cord reel is equipped 
with lead-in cord and continuous 
current collector for simple, easy 
connections. It will hold up to 150 
feet of 18-2 cord—other sizes in 
proportion. 

Model 9 weighs but eight pounds, 
and is built for rugged portable use 
in commercial, industrial or home 


workshop applications. Larger reels, 
special reels for three and four wire 
cable and non-live extension cord 
reels are also available. 

For additional data, circle item 
134 on the handy coupon on page 115. 


Pigtails, free tool, 
in new Sta-kon kit 


A NEW STA-KON KIT, containing an 
assortment of wire joint connectors 
and. terminals and a free installing 
tool, has been announced by the 
Thomas & Betts Co., Inc., 72 Butler 
St., Elizabeth 1, N. J. 

According to the manufacturer, 
this is the first time that pressure 
terminals and pigtails are available 
in the same package, providing fit- 
tings for the widest range of uses 
for plant electricians and electrical 
contractors. The kit can be used for 
terminating and splicing all conduc- 
tor from No. 20 to No. 10 AWG, in- 
clusive. 

Over-all applications cover fixture 
splices, circuit splices and pigtail 
joints for home and industrial wir- 
ing. Specific uses include: hospital 
call and alarm systems; electric mo- 
tor leads; control wiring for pro- 
duction machinery; and municipal 





FOR FASTER INSTALLATION 
Specify and Install 
. Blackhawk Industries SNAP-STRAP 


Exctusive self-holding feature saves time, eliminates 
fumbling and dropping, makes difficult installations easier. 


Made of heavy gauge steel, zinc plated after fabrication. 
Wide range of sizes for rigid and thinwall conduit. 


Ask for SNAP-STRAPS for all your conduit jobs. 


Sold only through electrical wholesalers 


SNAP IT ON 


HOLDS IN POSITION BLACKHAWK 


HAS IT 


BLACKHAWK INDUSTRIES ovvusuaque, iowa 








Contect your st tive 


or 


Griffin & Griffin, 931 W. Peachtree St. N.E., Ationto, Ga. 
Kenneth H. Hill, P. O. Box 217, Mt. Dora, Florida 
Lamps, Inc., 176 Express Street, Dollies 2, Texes 
Onoreckoer-Roberts Co., 2518 Times Bivd., Houston 5, Tex. 
5. T. Schooler Co., 2616 N. Davidson St., Charlotte, N. C. 








equipment such as vehicles, radios, 
traffic signals, etc 

The company says that the new 
kit is a great convenience to the 
electrician doing work at a distance 
from his stockroom source of parts. 
Its light weight and pocket size 
make it easy to carry to the job site 
with other commonly used elec- 
trician’s tools and supplies. 

Since each Sta-kon connector is 
installed simply by staking its barrel 
on a wire end, this type fitting saves 
time and money, T&B points out. A 
quick squeeze of the tool bonds wire 
and connector together creating a 
mechanically strong joint with low 
electrical resistance. The stake mark 
runs parallel to the wire’s length 
and serves inspectors as a quick 
check of a good joint. 

For additional data, circle item 
135 on the handy coupon on page 115. 


Lightolier introduces 
three new Claremonts 


LIGHTOLIER, INc., 346 Claremont 
Ave., Jersey City 5, N. J., has an- 
nounced the addition of three new 
designs to its popular “Claremont 
Collection” of deluxe lighting fix- 
tures, first introduced a year ago. 

The three new designs—like the 
earlier ones—represent a_ tasteful 
compromise between elaborate dec- 
oration and cold, sterile modern in 
lighting design. Elegant, yet warm 


in feeling, they are appropriate sup-. 


plements to the basic collection. 

Through a special glass-making 
technique, the fixtures give off a 
decorative, pale golden glow. Seven 
differently colored groups of micro- 
scopic beads in the glass break light 
into sparkling champagne fragments 
and endow the glass with a truly 
gem-like fire. 

Among the three new designs is 
a round double bow! fixture (No 
4234), illustrated, measuring 23 
inches in diameter, and described 
as the largest fixture Lightolier has 
ever produced. The fixture has a 
six-inch coloured lens and takes a 
300 watt bulb 

Another new Claremont places a 
round bow! within a square bowl 
(No. 4240), and the third new addi- 
tion is a wall bracket, of simple, 
understated shape (No. 4241). 

For additional data, circle item 
136 on the handy coupon on page 115. 


Vertical surface fixture 
developed by Smithcraft 


Tue CHALKBOARDER, a new fluores- 
cent lighting fixture designed for the 
supplementary lighting of vertical 
surfaces, has been announced by the 
Smithcraft Lighting Div., Chelsea 
50, Mass. The Chalkboarder provides 
excellent vertical lighting of echalk- 
boards in classrooms, libraries, art 


ELECTRICAL SOUTH for JANUARY, 1955 


an a del a LS 





galleries, and similar installations. It 
is also effective when used with dis- 
plays, exhibits and bulletin boards, 
and can be utilized for cornices, in- 
direct lighting and wall desk light- 
ing. 
Designed for rapid-start Bi-Pin 
and Slimline lamps, the Chalkboard- 


er can be easily installed and quickly 
adapted to meet specific lighting re- 
quirements. The reflector may be 
rotated for proper shielding, and 
apertures in the top of the reflector 
permit a soft uplighting to reduce 
the contrast between the unit and 
the lighted area below. 

The Chalkboarder is finished in 
Smithcraft’s gray Neutra-tone, to 
harmonize with any interior motif. 
The reflector is aluminum, with the 
inner reflecting surface finished in 
white supercoat baked enamel. 
Chalkboarder units may be easily 
mounted individually or in contin- 
uous Trows. 

For additional data, circle item 
137 on the handy coupon on page 115. 


Walker Powerduct offers 
built-in flexibility 


A NEW UNDERFLOOR distribution 
system offering concealed large-ca- 
pacity raceways with unlimited 
access possibilities, called Powerduct, 
has been announced by Walker 
Brothers, Underfloor Division, Con- 
shohocken 28, Pa., manufacturer of 
electrical wiring and distribution 
products. Powerduct removes the 
hazards, weight, and inconvenience 
of overhead bus or duct systems, yet 
provides for future electrical expan- 
sion or rearrangement of machines 
without power famine. 

Powerduct is furnished in 10 foot 
lengths and is installed with junc- 
tion boxes, couplings, and self level- 
ing supports on form, slab, or fill 
prior to pouring the finished floor. 
Pre-set inserts in the duct provide 
evenly spaced outlet points for 
standard connections to machines or 
equipment. If additional outlets 
should be needed, special “afterset 
connections” can be made through 
floor to duct using simple tools. 

The duct has 17 square inch cross 
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ELBOW and TEE 


“U" CONNECTOR 
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they’re made in the right sizes 
with larger capacities... and 
they cost less to install!” 


Say “cost conscious” Electrical 
Contractors all over the country 


BE AUxitary currens 


TYPE “SD” 4x4, 6x4 and 6x6 
1 ft. through 5 ft. lengths 


For Switches, Panel Boards or Straight 
Runs you can't match the flexibility, greater 
capacity and easy installation of B&« 
wireways. Die formed construction of 
heavy gauge sheet steel, as specified by the 
Underwriters Laboratories and the National 
Electrical Code 


Finished in hard light grey enamel or 


galvanized when specified. All mounting 
screws furnished. Standard knockouts 


Write for complete cotalog dota, 


sizes ond specifications 


METAL STAMPING CO. 


sectional area, which provides great- 590 MEANS ST., MH. W., ATLANTA, GA 


er capacity than 4% inch conduit 
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and will accommodate cables up to 
500,000 circular mils. 

Other features include strong, 14 
gauge steel construction, electric 
welded seam, and corrosion protec- 
tion provided by a layer of Sherard- 
ized Zinc, covered with Dualcote. 

Complete Powerduct systems are 
available from stock, including con- 
crete-proof junction boxes, ells, sup- 
ports, couplings, caps, etc. Only 
standard electrician’s tools are need- 
ed to assemble the entire system. 

Powerduct can also be used as an 
underfloor raceway to give protec- 
tion or permit future installation of 
such services as water, gas, oxygen, 
coolants, etc. 

For additional data, circle item 
138 on the handy coupon on page 115. 


Briegel adds insulated 
throat indenter connector 


Rep Turoat B-M 21 B, a new 
insulated throat indenter type con- 
nector for thin wall tubing, has been 
announced by the Briegel Method 
Tool Co., Galva, II. 

This entirely new connector has a 
permanent locked-in red plastic 
bushing that not only covers the en- 
tire inside area of the throat but also 
insures a smooth, burr-free raceway 
for easy fishing. The smooth, round- 


ed lip of this red plastic bushing pro- 
trudes slightly beyond the threads 
of the connector, which not only pro- 
tects threads from damage due to 
impact, but also eliminates shorts 


and grounds caused by wear in wire 
insulation due to vibration where 
wires leave raceway. 

The new Red Throat B-M 21 B 
connector, like all other B-M fittings, 
is UL approved as concrete-tight. 

For additional data, circle item 
139 on the handy coupon on page 115. 


Rodale adds grounded 
type extension cord set 


A GROUNDED EXTENSION cord set, 
claimed to be the first on the market, 














~<———— INDENTED HEAD 
WITH “NOB’S” 
KEEP HAMMER OFF 
CABLE 


<——— RIGID 
SEMI-FLAT LEGS 
DRIVE STRAIGHT 
HOLD BETTER 


NO BARBS OR 
BURRS 


THIS, plus 85 YEARS OF FASTENER 
KNOW-HOW, plus HONEST COUNT 
IN EVERY VIKING PACKAGE 





W. W. CROSS & CO., INC. — JAFFREY, N. H. 








GENERAL SALES AGENTS 


J. J. WALSH and COMPANY — GREENVILLE, R. I. 
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is now being manufactured by the 
Rodale Manufacturing Co., Inc., Em- 
maus, Pa., in the form of a complete- 
ly shockproof, grounded three-wire, 
U-blade extension cord set. 

This cord set was especially de- 
signed to meet the new grounding 
requirements which went into effect 
the first of this year, and will ac- 
commodate the new three-wire caps 
which will be components of many 
portable tools and appliances 

Features of this set include an 
armored cap and connector with 
metal cord clamps, and No. 16-3 type 
S. J. heavy duty wire. These sets, 
available in lengths of 10, 25, 50, and 
100 feet, are guaranteed to give de- 
pendable service without fear of 
shocks 

The rating for the grounded ex- 
tension cord set, listed as Rodale Cat 
No. 396, is 15 amperes, 125 volts. It 
is UL listed 

For additional data, circle item 
140 on the handy coupon on page 115 


Economic comment 
(Continued from page 4) 


it. Nevertheless, in several exam- 
ples where wage increases have 
been granted, there has been no 
increased production nor any de- 
crease in operating costs. This is 
not only the fault of management, 
but also that of labor. Their obli- 
gation to the public is not fully 
appreciated 

Cost reduction cannot be ac- 
complished over night. Yet it is a 
goal which can be striven for by 
all members of the industrial com- 
munity. In fact, all might be 
pleased with a defined program of 
increased productivity, decreased 
costs, and consequently lowered 
prices. In this way better true 
wages and true profits could be 
attained without a further round 
of monetary wage and price in- 
creases 


Service is my business 


(Continued from page 82) 


supply, they usually find we have 
it. And, the next time they need 
something they call Joe Williams 
first.” 

Mr. Williams didn’t even leave 
home to become a success in the 
electrical business! This may sound 
strange, but it is factual. Actually, 
the house in which Mr. Williams 
was born is very much a part of 
his electrical wholesale business 
This house is located across the 
street from his main office and 
warehouse, and Mr. Williams has 
converted it into a display area 
The downstairs rooms of this 
building contain one of the largest 
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displays of electrical fixtures in 
the state, and each fixture is plug- 
ged in and ready to light up for 
the prospective customers. 

In addition to his main office and 
warehouse, and the house of his 
birth, Joe Williams maintains two 
other warehouses in Jackson 
These are filled at all times with 
electrical supplies of every de- 
scription for use by the electrical 
contractors in the area. All build- 
ings in the Williams organization 
are centrally located for fast pick- 
up another facet of the many 
service features of the organiza 
tion 


Good lines carried 


Included in the electrical prod- L 0 WwW 1g $ T Pp os ‘  ¢ 7 o 


ucts distributed by Joe Williams 


are fans and traffic appliances A U T 0 a AT 1 C 
Names of manufacturers whose 

products are distributed by the G A & A G t D 0 0 we 
Williams organization read like a 

“Who's Who” of the electrical in- 0 ? & te t R 4 
dustry Hunter fans, Pryne blow ° 

fans, BullDog electric, Rodale, 


Hubbell, National Electric, Wes- OPERATES INSTANTANEOUSLY! 
sick electric heaters, Westinghouse 


lamps to name but a few. BURGLAR PROOF— 


Joe Williams maintains that as , 
long as he is in business that “serv LOCK POST CONTROL! 


ice” and not just a supply function 


will be the business NO UPKEEP OR REPAIR COSTS! 
FULLY GUARANTEED 





Extra services FOR 11/2 YEARS! 


(Continued from page 84) 


EASILY INSTALLED ON 
ANY OVERHEAD DOOR! 


to have the sheets easily detach- 
able. Over half of the orders plac- 
ed at the city sales counter are 
wheee by the customer in a “want Every homeowner a prospect for 
00 
‘ : j j -O-MATIC electric 
Many of the contractors remark this unique DOR-O : 
that they give each of their work- garage door opener, costing so 
men one of the books so they can little yet providing that luxury touch 


list the supplies as they become to every home. Opens the door to 
known during the day. These lists 
are turned in each noon or night to : 
be brought to the warehouse. We increase the sale of other products 


give out hundreds of want books Best selling features are quick and 


the man of the house—yowur way to 


each week and there isn’t a week easy installation, no maintenance, 
that passes that we don’t receive 
compliments on them and the serv- 
ice they are doing.” 


Speeding up sales A COMPLETE 
Third, the Warren firm provides PACKAGE UNIT 


a large 20 car parking area on the Eoch complete package unit consists of post 

right side of the warehouse fo! pe ab oe Secs te cae deen 

customer parxing. Customers may 

drive into the lot, park, visit the 

sales office and place their orders, 

then stop at the delivery door on ¢ + & LS & A e RO G U CT 

the warehouse side and pick up 

their supplies without leaving the INCORPORATED 

parking area. 
“Customers who pick up thei: 188 HUNTER STREET S. E., ATLANTA 2, GA 

supplies usually know exactly 

what and how much they need,” MANUFACTURERS OF THE FAMOUS CHELSEA FAN! 


upkeep or repair work required. 
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according to Mr. Bell. “Often he 
sends one of his trucks over and is 
usually in 2 big hurry to get it 
back. We have an interoffice com- 
munication system that enables a 
customer to give his order to our 
counter salesman and as he re- 
peats it over the system and writes 
it down, one of the warehouse 
clerks takes it down in the back 
while another is busily bringing 
the needed materials to the service 
counter. This system often cuts 
customer waiting time in half.” 
Often a customer stops by the 
office to place an order to be de- 
livered to his store and has a few 
minutes to spare. He is invited out 
for coffee, or Mr. Bell has coffee 
sent in while they talk business. 


Wholesalers must sell 


The Beaumont branch office hay 
a direct Western Union teletype 
connected with the large company 
warehouse in Houston. Over one 
million dollars worth of electrical 
supplies are stocked here, and 
serve the other company store in 
Houston. The teletype system 
makes it possible to give customers 
eight hours service on all regular 
orders and two hours air service 


is given on all rush orders. 

“The time of shortages is defi- 
nitely over and a wholesaler has to 
give contractors and dealers some- 
thing extra to keep his business 
growing,” Mr. Bell believes. “We 
have found that 24-hour service, 
free gifts of our want book and 
book matches, and a free parking 
area cost very little to provide, but 
can make a big difference in win- 
ning new business. We fully be- 
lieve they are building our future 
business.” 


Making sales 
(Continued from page 64) 


that they need guidance in select- 
ing lighting fixtures. 

“It will surprise many men to 
learn that women do not spend 
hours poring over magazines to 
find just the right decorating items 
to please themselves. 


Fixtures in decor 
“Their decor is such, or so they 
hope, that it reflects their good 
taste. The homemaker strives to 
win admiration from her friends 
. who are, invariably, critical, 
but never analytical.” 





AIR-FLO MODEL 610 
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AUTOMATIC CEILING SHUTTER 
Outstanding Features of Mode! 610 
Automatic Ceiling Shutter 


@ Neutral Aluminum Color Blends 
With Any Decoration and Color 


e@ Flush Appearance 
@ One Continuous Panel Regard- 











Maximum Free Air Opening 


@ Fusible Links Release Spring 
Action in Case of Fire 


@ Full Opening Feature Minimizes 
Fan Air Delivery Loss 
"Southeastern Factory W 


orehouse 
177 Harris St.. N. W., Atianta, Ge. 


MANUFACTURED BY AIR CONDITIONING PRODUCTS COMPANY 


2340 W. LAFAYETTE 


* DETROIT, MICHIGAN 





Home decorators know and ap- 
preciate that. Hence, as Miss 
Grubb pointed out, you see ex- 
pensive furniture, expensive floor 
coverings, and expensive curtains 
and drapes in homes where the 
lighting fixtures are conspicuous 
for their cheapness. 

It is a fact that many homes have 
less money tied up in lighting fix- 
tures than they have in a set of 
curtains and drapes for one win- 
dow. 

“And that’s the point I dwell on, 
in selling women up. I compare the 
cost of a high quality lighting fix- 
ture with the price this customer 
expects to pay for a set of window 
draperies.” 


Figuring the price 

At this point, Miss Grubb got 
out her pencil. 

“A fair quality carpet — on sale 
— is priced at $10.00 per square 
yard. That’s far from being the 
best, by the way. A room taking a 
carpet that measures only 12 x 15 
feet adds up to 20 square yards... 
or a total of $200. 

“When we sell a customer up to 
spending that much to fixture an 
entire home, we think we have 
really accomplished something.” 

In her selling technique, Miss 
Grubb goes on the idea that the 
homemaker wants light fixtures 
that will complement and harmo- 
nize with the other furnishings in 
the home. She just takes it for 
granted that the new home... or 
the one being remodeled will be 
properly furnished. 

The point that E & M strives to 
get over to contractor customers is 
the essential necessity of bringing 
the customer in early, before he 
has spent all his money at a fur- 
nishings store or home decorating 
firm. 


Time for sale 

“When I get the customer early,” 
says Miss Grubb, “I find I have 
very little trouble selling her what 
she wants, not selling her what she 
really doesn’t want just to remain 
within her light fixture budget.” 

Mr. Stollnitz broke in to com- 
ment that across the country he has 
contacted wholesalers who com- 
plain that they have contractors 
who take the attitude the whole- 
saler took the customer by selling 
her the high priced fixtures 

“That’s another reason why the 
average electrical contractor should 
leave the fixture selling to his 
wholesaler. The average contrac- 
tor can’t understand why his wife 
wants, say a fur jacket, living in 
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Florida. The average practical man 
thinks he has performed a service 
when he has fulfilled a need. The 
trained salesman thinks differently. 
He lives by fulfilling desires, not 
needs.” 


Adequate fixture display 
(Continued from page 61) 


recently been remodeled and en- 
larged. 

Wells transferred its entire resi- 
dential fixtures business to the new 
store, only eight blocks away. The 
move enabled the company to con- 
vert the old residential showroom 
into a commercial display, the only 
exclusively - commercial fixture 
showroom in Alabama. 


Assisting with lay-outs 


A Wells lighting specialist co- 
operates with contractors on com- 
mercial jobs. He works with archi- 
tects and electrical engineers in 
obtaining specifications for the type 
lighting to be used. Often, he points 
out inadequacies in a particular 
layout. 

The specialist also assists in 
sketching layouts for relighting 
jobs. He calls contractors in to dis- 
cuss possible changes, additional 
needs, etc. 

Wells carries an unusually large 
stock of commercial fixtures, which 
makes for speedier deliveries. On 
most commercial jobs, which be- 
cause of miscalculations call for 
additional fixtures, the large Wells 
stock enables the company to make 
immediate delivery, rather than 
having to wait for a factory ship- 
ment. 

To facilitate such deliveries, sta- 
tion wagons are parked in front of 
both residential and commercial 
showrooms for special delivery 
service on emergency orders. Thus, 
the contractor benefits from fast 
service and Wells doesn’t have to 
tie up large trucks on small de- 
liveries. 


Special services 

Lighting specialists and home 
economists from utilities are invit- 
ed to the Wells showrooms to see 
the latest in fixtures and to confer 
with Wells officials. They then con- 
vey the information to residential 
and commercial builders. 

For example, the City of De- 
catur, Ala., recently sent its com- 
mercial lighting specialist to Wells 
to get recommendations for cus- 
tomer aids on fixtures and wiring 

A simple procedure on deliveries 
out of the immediate area has 
proved profitable to both company 





SURFACE MOUNTED 


(The only heater on the market that 

fits on walls, not in them!) Simply 

set 4 bolts, run your wire, connect 
. you're through! 


PORTABLE 


Plug into 230 volt outlets. Light 
weight, easy to move, 100% effici- 
ent, can be stored in summer. Aux- 
iliary or complete home heating 


PR CONVERSION HEATIG- 
valier® 


ELECTRIC HEATERS 


EASIER, QUICKER INSTALLATION 


You can build real volume and profits on home mod- 
ernization sales with these Cavalier automatic electric 
heaters. You get the inside track because you install 
them quickly and easily without need for ducts, 
pipes, flues, expensive carpentry or masonry. gr. 


\# 


Individual automatic room temperature control. Accurate, built-in 
thermostats. Even, comfortable heat. Exclusive easy cleaning features. And 
remember, there are NO profit consuming call-backs with trouble-free 
Cavaliers. Every installation of Cavalier electric heaters carries sales of 
wire, conduit, panels, switches and other materials which give you a bigger 
share of the builder’s dollar and build your sales and profits 
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and customer. When a call for mer- 
chandise comes from a distant cus- 
tomer, Wells calls other regular 
customers in that area to ask if 
they anticipate orders. If so, a cus- 
tomer is accommodated and the 
company is saved from duplicate 
delivery runs. 

Wells provides still another ac- 
commodation for contractors. As a 
general rule, contractors receive 
Wells invoices only one day after 
purchase. Thus, they can bill their 
customers immediately and can 
figure the purchases in their over- 
all costs. This is especially helpful 
near the first of the month when 
contractors are mailing their state- 
ments. 

Company personnel who work 
closely with the lighing depart- 
ment are G. W. Glenn, vice presi- 
dent, and Marshall Powell, pur- 
chasing agent. 


Training contractors 
(Continued from page 74) 
Scotton in describing his training 
of electricians. “We go out on the 
job with him, determine size of fan 
needed, where it is to be installed, 
how it should be installed, how the 


air taken up must be got rid of, 
the number of square feet of wood 
or metal louvres needed to exhaust 
air taken up. We show them where 
to run the wiring. We detail all 
the conditions and leave complete 
installation instructions.” 

Spending about 35 to 40 minutes 
per call, Mr. Scotton explains that 
no house should be built without 
some cooling system. With the cut- 
away hub of the fan, he indicates 
that there are no operating costs, 
no lubrications, no wear and tear 
with a stationary shaft and there- 
fore no maintenance costs, that a 
home is more readily salable if it 
has a cooling system. 


Use of films 

While a cooling system can be 
put in at a later date, it doubles 
installation costs. These are all 
effective sales weapons to both 
electrical contractor and builder 
in talking cooling systems to 
homeowners upon information ob- 
tained from Dodge Reports on 
prospective construction. 

Films are shown at meetings on 
a cooling system installation and 
how various types of fans up to 
nine feet in diameter operate un- 





atwrobe provpucts 
FLOOR BOXES ~« 


WIRING SPECIALTIES 


Preferred Throughout 
The Industry 


Because of their high quality, ready 
adaptability, ease of installation and 
sure performance ‘“‘Latrobe’’ Products 
have won wide spread approval for ail 
industrial, commercial and residential 


jobs 


Floor Boxes ¢@ 
Nozzles ¢ 


Cover Plates ¢@ 
Fish Wire @ 


Pipe or Conduit Hangers ¢ 
Cable Supports ¢ 


Gang Boxes ¢@ 


Junction Boxes e@ Insulator 


der specific conditions 

“We believe it adds prestige to 
an electrical contractor’s business 
if he follows our specifications on 
installations. When his customers 
are happy, they show their appre- 
ciation by giving him repeat busi- 
ness and the business of their 
friends,” commented Mr. Scotton, 
citing instances where contractors 
had reported to him additional 
business gained from satisfied cus- 
tomers 

The wide variety and versatility 
of fans in meeting a household’s 
requirements presented by a pho- 
tograph album furnished a wealth 
of ideas to contractors 

“They prove to a contractor how 
inexpensively a family can be 
made comfortable when a job is 
carried out with skill and a view 
to finished appearance.” 


Customer protection 
(Continued from page 72) 


and closed the deal 

Naturally this service rendered 
to electrical contractors is paying 
dividends to Anderson Fixture 
Company in expanded and repeat 
business 

Mailing pieces go out regularly 
to contractors and homeowners 
Contractors are reminded of the 
Anderson Company policy and 
urged to tell their customers about 
the displays at Anderson’s 

The mailing pieces also em- 
phasize the advantage of sending 
customers in early to avoid costly 
changes in wiring and delay in 
getting fixtures 

More than 100 contractors are on 
the Anderson Company mailing 
list. Lists of new homeowners and 
prospective builders are culled 
from published lists of building 
permits and used for direct mail 
purposes 

Managers Landman and Gress- 
man boast one of the most com- 
plete fixture houses in their trade 
territory. In their showroom at 
2818 Morton Street in Fort Worth 


d are 300 outlets. Stock consists of 
Supports @ Staples and Cable Clips the most complete and modern 
fixtures available. Displays are 
Represented in the South by . naiie 

changed constantly 
F. P. WALTER COMPANY ; : 
4030 Chouteau Ave., St. Louis 10, Mo Arranging new material 


FRED H. SIMMER CO. “We 
1406 S. Akard St., Dallas 1, Texas 


FULLMAN MANUFACTURING CO.. 
LATROBE . . . PENNSYLVANIA 


CARY CHAPMAN & CO. 
702 Whitehall St., S.W., Atlanta, Ga 
2135. Front St., New Orleans 12, Lo keep changing and rear- 
445 English St., Greensboro, N. C. ranging so things never look the 
same to customers coming in from 
week to week,” says Mr. Landman. 
“That way new pieces of equip- 
ment stand out and make an im- 
pression.” 

In addition to fixtures, the com- 
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pany handles a complete stock of 
electrical supplies for residences. 
The fact that they handle both fix- 


tures and supplies is listed by the DOES THIS METERABBIT 


managers as their number one 


selling point and greatest service SCAMPER OFF WITH 


to contractors. Heavy commercial 
supplies are gradually being added SOME OF Your MONEY @ 
to the Anderson Company store- 

room. 

Two salesmen remain on the 
floor of the company’s showroom; 
one works as a field representative 
The showroom is often crowded 
with homeowners and contractors 

ample evidence that the policy 
of protection to electrical contrac- 
tors is a good one. 


Building for service 
(Continued from page 62) 


are four steel bins, each four feet 
wide, seven feet high and eight 
feet long. At the end of the three 
aisles between these bins are 
swinging doors that provide en- 
trance to the main warehouse. On 
the right of the service counter is 
an open passage to the 20 by 30 
display room across the front cen- 
ter with glass front 
At right of the showroom, served 
by another front door, are three of- 
fices in a row. Two of these offices 
have their entrance off the show- 
room and are equipped with large 
glass windows so that two of the 
girls who work in them can see 
when customers enter. These two 
girls double as office workers and The Meterabbit is a swifty that swoops down on your 
penne i thal viae-eeedigaurtngone light bills and builds em up, if you're not too quick for 
fans, heaters, door chimes, etc. on > . p wie te 
display him. Send him packing by maintaining a goodly supply 
of efficient, dependable, long-lasting CHAMPION Lamps, 
and by following the practical, down-to-earth sugges- 
The entire front section of the tions in the Champion Maintenance Manual.* 
building, including the offices, is 
air conditioned. Two large exhaust 
fans in the warehouse help keep 


down summer temperatures there . a | 

Back of the showroom are four rest 

rooms, two for the public and two CHAM PION 

for employees. Wiring for the aes LT 

showroom displays consists of an “Ss 

18-unit breaker with nine outlets ~ 

off each. Fourteen of these, in rows 

of nine, serve the 126 ceiling out- 

lets for ceiling lighting displays 

The other four circuits serve 36 

wall outlets in rows of nine for ~/ 

wall fixtures, fans, heaters, etc 
Showroom and offices are panel- 

led in knotty pine. Ceiling and trim CHAM PION LAM P WORKS 

are painted in soft harmonizing 

colors. This provides eye - appeal 602 Broad Street, Lynn, Massachusetts 

and a home-like atmosphere to 

help the contractor’s customers 

visualize how fixtures will appear 

when installed in their own homes 


Emphasis on comfort 


% A complimentary copy will be off to you 
quick as a rabbit, if you'll say the word 
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FOR LONG-RANGE ECONOMY... 
SPECIFY... 


PYLE-NATIONAL 
ENCLOSED FLOODLIGHTS 


WEATHER-TIGHT... DIRT-TIGHT 


For permanent, outdoor lighting in- 
stallations, Pyle-National floodlights 
are the most economical in the long run. 

Rugged, corrosion-proof materials 
and tight gasket sealing against dirt 
and moisture keep maintenance and 
replacement costs exceptionally low. 
Pyie-National floodlights will retain 
their original high efficiency output 
indefinitely. Many installations are 
still in excellent operating condition 
after 25 years of service! 


Write for catalog 2100, 
which gives a complete 
description of our exten- 
sive line of heavy duty 
floodlights. Sizes: 10°-12"- 
14"-16"-20"-23" 


Seld Netionally Through 
Authorized Distributors. 
SINCE 1897 
THE PYLE-NATIONAL COMPANY 


1354 North Kostner Avenue « Chicago 51, lilinois 


District Offices and Representatives in 
Principal Cities of the U. S. and Conode 


PLUGS AND RECEPTACLES - PYLET CONDUIT FITTINGS 


126 





Next to the last private office 
and in the warehouse area is a 10 
by 15 foot vault. “This was an after- 
thought” Mr. Morgan explains. 
“We had some brick left over and 
on my visits through the territory 
I located a bank vault front where 
a bank was being remodeled. This 
vault gives us ample space and full 
protection for the records that 
must be kept for five years. It will 
also make for neater and better ar- 
ranged offices since only current 
records have to be kept in them.” 

The Morgans have always kept 
attractive lighting fixture displays 
as a part of their service to con- 
tractors but the new building pro- 
vides for about double the amount 
of fixtures ever displayed before. 
Fixtures are plainly marked with 
retail prices for contractor’s cus- 
tomer benefit but everything is 
billed through the contractor and 
delivered through him. 


Filling orders 


The usual procedure according to 
Ray R. Morgan, Jr., is for the con- 
tractor to send his customer to the 
showroom ahead of time to select 
lighting fixtures. The order is then 
made up, and when. the contractor 
is ready to install them, he orders 
them sent out. This is an indis- 
pensible service to the contractor, 
the owners feel, as most contrac- 
tors have neither the time, space 
nor sales ability to display and sell 
lighting fixtures at their offices. 

Morgan Electric Supply handles 
no appliances, other than vent fans 
and heaters, but does handle a full 
line of merchandise for needs of 
the contractors they serve. “Some 
of the things we stock are very 
slow movers,” says Mr. Morgan, 
“but this slow turn-over is a part 
of the one-stop service and a factor 
in building and holding trade.” 

Depth merchandising is also a 
policy with lighting fixtures. The 
firm concentrates on three lines. 

“When the catalogues go out to 
our contractors we have made it a 
practice to have 75 to 80 per cent 
of the merchandise in stock,” says 
Mr. Morgan, “and with our new 
set-up we will do even better by 
handling everything in the lines 
that can be moved in our territory.” 

The firm makes billings each day 
and covers everything sold the 
previous day. Packing slips are put 
in all shipments and price is in- 
cluded if the contractor wants it. 

With their new layout the Mor- 
gans feel they have eliminated all 
bottle necks and have room to ex- 
pand more if buSiness demands it. 
There is no jockeying in and out 


for convenient parking space, no 
waiting at the counter for in- 
volved paper work or service, no 
lugging materials long distances 
to load. But if contractors or their 
customers want to spend time 
making a selection of fixtures, they 
are encouraged to do so and are 
provided every modern comfort 
and convenience. 

Even when he started his own 
business, the field of electric supply 
was not new to Ray R. Morgan, 
Sr. He spent 27 years with General 
Electric in the South and South- 
west and for ten years previous to 
1946 was Southern District mana- 
ger of the Construction Division of 
General Electric 


Novel promotion team 
(Continued from page 70) 


about seventy types of scheduled 
wiring devices—from switch covers 
to fittings—is arranged in a good 
location over the city counter. 

“We always tiy to arrange racks 
of pertinent literature close to the 
different displays,” Mr. Harvey 
says. “Most people like to have 
something in their hand while they 
are looking at a product and they 
like to take something home to 
have as future reference.” 


Table for discounts 


In September, when § school 
starts, the firm features a display 
of ““Eye-Saver” lamps. During the 











WHAT 

10 SECONDS 
CAN DO 
FOR YOU 


See Page 7 


Or 


L. Morris Landers Company, 
Biltmore Hotel during the SEWA 
industry Day Meeting February 2-4. 


ACCURATE 
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Christmas season, a mass display 
of Christmas lights is arranged. 

Centering the showroom is the 
“Bargain Table,” a busy hub where 
the customer is given a chance to 
buy something he needs at dis- 
counts ranging up to 30 per cent. 
It also presents the company with 
the opportunity to move slow- 
sellers out of the warehouse. A 
recent bargain table offering, 
switchplates at 30 per cent off, 
resulted in a fast sellout. 

Direct mail pieces figure prom- 
inently in the selling job. Every 
fifteen days, at least 100 mimeo- 
graphed letters are mailed out to 
regular customers. These contain 
messages describing a single prod- 
uct and impressing on the reader 
that the product is on exhibit in 
the showroom. Though these let- 
ters usually feature only one item, 
attention is called to the fact that 
the firm has affiliated products. For 
instance, if an eight-circuit breaker 
panel is discussed in the letter, the 
reader is also informed that the 
company stocks four-circuit and 
20-circuit panels. 


Presenting opportunity 


Envelope stuffers — _ chiefly 
manufacturer-supplied literature 
—also tie in with the mimeograph- 
ed letter giving the customer more 
data on a specific product. 

“Whether it’s wiring, connectors, 
fittings, or what,” Mr. Harvey em- 
phasizes, “we want our customers 
to receive every possible piece of 
information and we want him to 
be able to see the product in our 
showroom.” 

Though John M. Harvey has 
operated his own business for less 
than four years, he’s no Johnny- 
come-lately to the electrical whole- 
saling scene in Kansas City. He 
started as roustabout and shipping 
clerk and went on to become sales 
manager and vice-president with 
other local firms. 

His own firm covers a 100-mile 
radius of North Kansas City in 
five primary fields: electrical con- 
tractors, contractor-dealers, munic- 
ipals-industrials, utilities, and REA 
co-ops 


Efficient displays 


(Continued from page 80) 


one of the outstanding lighting 
fixture lines of the country. Also 
featured are chimes and the low 
voltage control system of wiring 
as well as other products 
Electrical contractors throughout 
Alabama, Mississippi and Florida 
now call the F. E. Smith company 
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MARCUS transformers have been proven 
in the field by year after year of safe, trouble- 
free service. Leading engineers choose them 
for rugged dependability. At MARCUS there 
is nO compromise with quality. Sound engi- 
neering and skilled production result in trans- 
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to get up to the minute advice on 
lighting trends, wiring methods 
and standards and a standing in- 
vitation to utilize their shop as an 
“open house” for the convenience 
of their friends and clients. 


Experience pays off 

For 17 years, F. E. Smith, was 
known throughout the area as a 
leading electrical contractor. Nu- 
merous fine electrical installations 
and -countless satisfied customers 
provide a record of achievement to 
which Mr. Smith can point with 
pride. 

In April, 1954, Mr. Smith 
dropped out of the contracting end 
of the business to devote full time 
to building up an equally fine 
reputation as a wholesaler. The 
wide experience acquired during 
those 17 years continues to benefit 
Mr. Smith as he works with archi- 
tects and electrical contractors in 
designing and planning modern 
electrical systems for residential 
developments, offices and industrial 
plants. 

Prior to establishing his own 
business, Mr. Smith worked in the 
telephone, telegraph and automatic 
block signal department of a local 


railroad and was for seven years 
superintendent of the eiectrical 
distribution system of the street 
railway company. 

These years provided a backlog 
of electrical know how that was 
invaluable to him in his own con- 
tracting business, especially among 
industrial clients, and is equally 
useful to him now as he advises 
and assists others in the same field 


Contractor conferences 
(Continued from page 58) 
tractor has a wiring deal. 

“It would be impossible for me 
to estimate just how much this 
complete follow-through co-opera- 
tion with our contractors has paid 
off,” says Mr. Harrell, “but we 
know that it has increased our 
volume greatly. For example, since 
electric heating began to take hold 
here a few years ago, we have 
built our sales of heating equip- 
ment from scratch to where they 
are now $150,000 to a quarter mil- 
lion dollars a year. And that, of 
course, is just one of the many 
lines we handle. We notice that 
whenever we hold one of these 
get-together-talk-it-over meetings 
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and commercial prospects, and 
everyone who might be interested 
in his service. To some of them he 
invites the mayor, school superin- 
tendent, city councilmen, and other 
dignitaries. Developing the good 
will of these officials doesn’t do any 
harm when Tafel tries to get its 
share of city and school business. 

For a typical plant meeting he 
may send out 500 invitations and 
get 200 or more actual attendants 
which is a good response to any 
such event. 


Handyman plan 
Tafel has five field sellers who Next time you're figuring a wiring job, specify “Keystone” all 
follow up on these meetings. Their the way! You'll find the line includes most of the items you'll 
trade territorv embraces Nashville. need for a neat, efficient, practical installation ...all quality 
Middle Tennessee and southern built, all competitively priced. All “job-engineered” to save you 
Kentucky. The firm has one inter- time, reduce your costs, increase your profits per job! 
esting method of making itself 
available to contractors at all 


times. It has in addition to its field 
sellers and specialists, an all-round ; 
handy man whose job is to stay : ; oe 
close to the plant and fill in on 
a sales or service call when all ' ; 
salesmen are out. 
“This man is the busiest em- 
ployee we have,” explains Mr 
Harrell. “Many of our contractor ; 


customers have problems and need 
help when the five field men are 
unavailable. The handy man is 
ready with the answer and can 
usually give it by phone or quick 
visit to the one in need. This ever 
ready availability is appreciated 
and helps a lot in cementing cus- 
tomer loyalty.” 

To augment its. policy of pro- 
viding quick service, Tafel has 
off-street parking facilities that 
accommodate 30 cars. It has four 
loading platforms to take care of 
all trucks that are likely to be pres- 
ent at any one time. 
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KEYSTONE CUTOUT BOXES and Pull 
Boxes are furnished in Type “A” 
with hinged cover, Type “SC” with 
screw cover, Both feature a formed 
construction strongly fabricated and 
securely welded . . . with adequate, 
easily removable knockouts. And 
both types are available in o com- 
plete range of sizes . . . stocked for 
prompt delivery to meet your needs. 
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Installation couldn’t be easier! Re- 
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are doing a real job in down-to- 
earth industry co-operation, and 
Mr. McDonald feels that more 
training meetings and _ factory 
courses will be scheduled from now 
on. The staff has just completed 
a starter school put on by Allen- 
Bradley representatives with meet- 
ings over a ten-month period, and 
a final “exam” to prove instruc- 
tional results. 

The staff has also had courses 
in switchgear, three different 
brands of switches with the func- 
tional advantages of each, several 
courses on duct and wiremold, 
fittings and entrance caps, lamps, 
lamp contracts—both fluorescent 
and slimline, fixtures, wiring de- 
vices, and wire and cable. 

Future courses are needed and 
planned on special applications of 
wiring devices, air conditioning, 
grounding appliances, flood light- 
ing, vapor and explosion-proof 
fittings, and also more extended 
courses on subjects already taught 
and new equipment coming on the 
market 


Inventory method 


On the third major project, re- 
quested by most contractors, that 
of broad stocking of material, Mc- 
Donald’s depends chiefly on the 
Cardex system. This shows the 
maximum and minimum rates of 
tournover, and the firm figures an 
average of 60-90 days, though 
some items carried for trade con- 
venience may run _ over that 
Cardex is automatic, but the hu- 
man element in the control re- 
quires that the needed items be 
taken off promptly and reordered 
at once. This factor, plus frequent 
and periodic and unpredictable 
“runs” on certain materials, re- 
sults in unavoidable shortages at 
times. Items like switches, con- 
duits and elbows, fittings, trim- 
materials and lamps can be quick- 
ly restocked. Carload lots of many 
items are ordered for the fall-and- 
winter rush season in the winter- 
warm Miami climate; but if these 
have to be repeated, deliveries are 
slowed. 

On large contracts, there is too 
much variation in makes, models 
and sizes of equipment, and too 
great a volume involved to supply 
all from stock. For example, the 
firm carries a substantial stock of 
motor starters at great expense, 
but on big jobs, some of different 
hps are bound to be specified. Other 
items, commonly ordered “special,” 
are panels, big circuit breakers, 
vapor and explosion-proof devices, 


and large switchgear from 800 to 
1200 amperes 


Stock considerations 

McDonald’s carries complete 
wire stocks in all grades, RH, RW 
and T.W., also asbestos and control 
cables. Panel cans are no longer 
stocked because deliveries by the 
factories have recently improved, 
but still these take about a week 
to deliver and contractors are 
sometimes held up, they say 
Lamps of all types are periodically 
short in spite of large stocks, and 
this has been aggravated recently 
by price changes 

Salesmen and 
course are 


quote men, of 
always in favor of 
broader stocks of all needed ma- 
terials, but management has to 
consider available inventory space 
and a correct balance of maximum 
profitable investment 

The firm’s trucking fleet, and 
stock and warehouse set-up are 
organized to handle material effi- 
ciently and to make deliveries as 
fast as possible, which means twice 
daily to most nearby points. The 
shipping room crew is trained and 
paperwork there is streamlined, to 
expedite every order no matter 
how small. Good parking space, 
and an expert counter staff also 
assure quick service to contractors 
who sen 1 their own trucks for 
odd items 1 these are threat- 
ening to hol obs 

Stock room and inventory crews 
ging on this 
stocking and delivery problem 
They have a good stem, both on 
paper and in the physical plant, 
and Mr: 


enced supervision and close appli- 
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McDonald calls experi- 


cation to the job the answers to 
taking up as much of the slack as 


possible 


Quick delivery 
(Continued from page 68) 


including the many oil companies 
now operating in the area. The 
Lafayette store has one of the larg- 
est and most complete lighting fix- 
ture displays in that section of the 
state. The display includes a com- 
plete industrial control equipment 
layout, featuring various types 


Industry co-operation 

In New Orleans, where layout 
and design of lighting jobs is high- 
ly important, Tillman works very 
closely with the engineering de- 
utility 
recommenda- 
tions for his contractor customers 


on any lighting job. This co-opera- 


partments of the local 


companies, securing 
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tive selling also extends to special 
programs with the electrical con- 
tractors to help them become bet- 
ter salesmen for the adequate wir- 
ing program. 

“We also encourage our sales- 
men to read the trade journals 
such as ELECTRICAL SOUTH and to 
prepare themselves before each 
sales training meeting, using these 
Magazines as seminar material,” 
Mr. Tillman pointed out. “I also 
have made available seventy or 
eighty subscriptions of ELECTRICAL 
SOUTH to my contractor custo- 
mers.” 


Tours show efficiency 


Guided tours through the elec- 
trical supply firm are offered con- 
tractors and industrial accounts to 
keep them posted on new mer- 
chandise, material and price quo- 
tations, and to let them see for 
themselves just what is offered and 
how quickly it can be supplied 
once a contract is sealed. 

“However, the one great single 
item, which has helped us grow 
from nothing, is that 30-minute 
delivery on every emergency order 
which hits the building,” Tillman 
said. “Now, word of mouth has 
gotten around and we are doing 
our best to back up the idea with 
our motto on our trucks: The 
House of Quality and Service.”’ 


Potential business 


(Continued from page 53) 


and assumed, as a result, respon- 
sibilities which they are not able 
to fulfill. It seems the modern 
business way is to spread one’s 
activities over a broader and 
broader field until one is spread too 
thin to properly perform the basic 
functions originally planned.. The 
different units are never satisfied, 
and want to continually increase 
business even at the expense of 
other units who will naturally re- 
sent such activities 

The electrical contractors are 
local units in most cases. The dis- 
tributors are regional, normally 
sometimes local—and the manu- 
facturers are ordinarily national 
The utilities are regional as well 
as local because they usually have 
offices in each town and village 
side by side with the contractors 
Labor is ordinarily local, though 
with a regional and national aspect 
in the unions. The owners or con- 
sumers are local—certainly as to 
the particular system of wiring in 
question 

Each of these groups have a 
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specific function to perform in the 
industry. The manufacturers pro- 
duce the materials, and equipment 
for building the generating and 
distribution systems. The distrib- 
utors’ responsibility is to assemble 
in his warehouses the many items 
of materials made by different 
manufacturers that are required 
for the above usages, so they are 
convenient and readily available 
for the installations. 


Delegated responsibility 

The labor organizations—in most 
cases——are responsible for furnish- 
ing the properly skilled workmen 
to capably assemble the materials 
into an efficient system. The utili- 
ties duties are to furnish electrical 
energy at the proper voltages, in 
sufficient quantities, and contin- 
uously available for the uses re- 
quired by the consumer, who pays 
for the installation and the energy 
for its ability to serve him in the 
way he desires—whatever that 
may be. 

Where and what is the electrical 
contractor’s responsibility? He is— 
or should be—properly organized 
to select and purchase the neces- 
sary materials; see that they are 
on hand in proper quantities, at 
the proper time to be available to 
the workmen whom he employs 
and supervises; and produce for 
the owner an efficient and substan- 
tial installation, which he can 
guarantee as a satisfactory vehicle 
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for the utilities energy to travel 
from the power lines at the meter 
to its point of conversion into the 
uses that the owner has purchased 
it for. 

He is—if properly organized— 
the focal point through which 
everyone else in the industry con- 
tacts the consumer. Actually he is 
more important to the industry 
than he is given credit for being, 
and than he, himself, insists on 
being credited with. In thus re- 
ferring to the “contractor,” I mean 
the group who installs the electri- 
cal system, regardless of who it is, 
or to whom it belongs. In some 
instances, it is the department that 
the owner has set up himself, and, 
in others, it may be a company 
organized by the owner to handle 
the work in a number of plants 
when a series of installations are 
being handled. 


Nature of co-operation 


Mostly, it is an independent 
company whose sole activities are 
electrical construction, and very 
few exceptions to this last one are 
justified, for self evident reasons 
of proper organization and ability. 

Co-operation between the dis- 
tributors and the contractors is 
necessary—a must—in this busi- 
ness if all are to fulfill their re- 
sponsibilities satisfactorily. The 
distributor has his hands full if he 
does his job properly, and this 
certainly goes double for the con- 
tractor. Invasion of the field of 
either by the other simply creates 
unprofitable antagonisms, that are 
distinctly umnecessary, and de- 
cidedly unprofitable in the long 
run 

The Distributors should stock a 
full line of electrical construction 
materials, for the convenience of 
the contractor, and the contractor 
should make this profitable for the 
distributor by buying his materials 
locally, rather than trying to by 
pass the distributor and going to 
a manufacturer. If the distributor 
is not going to stock materials, 
then he should not expect con- 
tractors to purchase through him, 
for he is serving no useful purpose, 
but is simply a parasite on the 
industry, breaking the chain of 
orderly distribution, and creating 
confusion in the supply of ma- 
terials to a job 


Return to ethics 
Every member of the industry 
understands the functions of the 
various branches, and each one 
knows what the ethical procedure 
should be in each individual case 


of conflict. The self interest of 
every member is best served by 
acting according to these ethics, 
in spite of the temptation to do 
otherwise 

The new construction for 1955 
promises to keep us going at about 
the rate we have had for the past 
several years, which will be fine 
if we conduct our activities accord- 
ing to business principles, and in- 
sist on a profit if we are going to 
work. The real problem, as I see 
it, is the “plus business” mentioned 
above. That business which is al- 
ready available, waiting only for 
aggressive selling; but, selling o1 
not, bound to fall into the con- 
struction industry before too long 
The modernization business des- 
perately done, and 
promptly. It is becoming more and 
more evident to the consumer of 
electrical energy that something 
is wrong with his attempts to use 
that most versatile agency. It is 
up to our joint industry to tell him 
what it is and how to correct it 


Additional labor needed 

We have above that 
everyone is interested in this prob- 
lem, and it now comes to the point 
where we are going to have to do 
something about it, or be accused, 
and proven guilty, of shirking our 
responsibility in our chosen field 
The energy is going to be generated 
and sold, the purchasers are going 
to arrange to use it, and the manu- 
facturers are preparing to increase 
their production of materials and 
apparatus along with the increase 
of the utilities 

The Contractor will have to pre- 
pare and handle this additional 
business oI others with 
more ingenuity and progressive- 
ness to take over a large part of 
it. The contractors have been busy 
in the past ten to fifteen years 
They have kept the available 
workmen busy. Workmen for this 
plus work are going to have to be 
found, and will be found. If the 
present sources refuse to make 
them available, they will find that 
they have competitors also. In fact, 
they are discovering that in some 
places now. Some one is going to 
do this “plus” work and it should 
be the present contractors and 
their labor, as they have the ex- 
perience and most other require- 
ments, and are the logical first 
choice 


needs to be 


shown 


expect 


Time for preparation 
All of this modernization work 
cannot be done at once for the 
very obvious reason that there are 
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not enough contractors or work- 
men to handle it. It will take some 
time to build up these groups. The 
problem of getting it done, how- 
ever,—and there is a problem— 
should be attacked at once. 

First the owners of the obsolete 
distribution systems are going to 
have to be taught what they should 
have—in fact, have to have—be- 
fore they can satisfactorily and 
efficiently use the energy that they 
purchase, and the appliances and 
various other current consuming 
devices and equipment that costs 
them good money—bought for cer- 
tain results that cannot be obtained 
unless they furnish the proper 
amount of current at the proper 
_ voltage. 


Education of consumers 

This problem is very plain to 
us of the industry, but not to the 
average homeowner, storekeeper, 
and many industrial plant owners 
We have been too busy, all of us, to 
teach these owners the simple 
facts of electrical distribution and 
use. The solution to this problem 
is certainly not easy to find. During 
the past year, however, every 
branch of the electrical industry 
has squarely faced the issue, and 
I certainly feel that someone will 
soon come up with the answer or 
maybe several answers. 

My feeling is that the utilities 
are the ones that will have to take 
the lead in this matter, because 
each locality has one utility, and 
that utility has the sole responsi- 
bility of supplying satisfactory 
service in that area. There are 
numerous contractors, distributors, 
workmen, and manufacturers’ rep- 
resentatives. Where two people 
are faced with a mutual problem, 
each is inclined to wait for the 
other to pick up the burden—a 
selfish, but very human thing to do 
It is a chore that should be handled 
by an organization such as an Elec- 
tric League, Electrical Club, Ade- 
quate Wiring Bureau, or some 
other similar industry group where 
all can share in the cost, the work, 
and the benefits. The distribution 
of these various items among the 
participants will likely have to be 
determined by the individual 
groups 

Present industry scope 

Many of us started out in this 
industry in its childhood, you 
might say, and it had to be watched 
and properly nourished. Now it 
has suddenly reached manhood and 
we appear dazed and confused. I 
sincerely believe that we have the 


ability to develop rapidly enough 
to keep pace with it, if we all 
realize that it no longer is simply 
an industry built around some in- 
dustrial plants that found electric- 
ity to their liking. Everyone is 
now using it, and we have to real- 
ize that the demand is beyond our 
immediate ability to visualize and 
promptly handle. 

Utilities and manufacturers are 
increasing their ability to serve by 
billions of capital expenditures 
Distributors will not find it too 
hard to increase their capacity to 
serve. The contractors are begin- 
ning to emerge from their “Rip 
Van Winkle” conception of it and 
are starting to do the job that we 
must do to keep abreast of our 
responsibilities. 

The National Electrical Con- 
tractors Association is earnestly 
studying the industry problems, 
and is spending both time and 
money in an attempt to solve those 
that it can influence. Its Business 
Development Program is becoming 
stronger and more popular each 
year and attracting the best brains 
of our industry. Our Apprentice- 
ship Training Program, which is a 
joint activity with the Interna- 


tional Brotherhood of Electrical 
Workers, has the full support of all 
the national officers of each group 
and a large majority of the mem- 
berships. With continued co-opera- 
tion of all affected groups, we are 
bound to lead the industry into 
the expansion required by our 
developing economy 


Efficient city counter 
(Continued from page 67) 


Fast service includes immediate 
special delivery when necessary. 
One truck takes care of special de- 
liveries to construction jobs. Two 
telephone lines prevent delays. 

Contractors and dealers out of 
town also share in fast service. 
Their orders are shipped by motor 
express the day they are received 
Often the order is in the custo- 
mer’s hands the day he telephones 


Customer comfort 


One of the unusual features that 
impress customers is the attractive, 
comfortable 
area. Venetian blinds, muted green 
walls, the right temperature, and 
customers chairs make a few min 
utes wait pleasant. It is the sales 


reception and sales 








Good lighting in Industrial Plants is 2 must, whether the con- 
struction is open as is the case in the chemical manufacturing field. 
or closed as in heavy Industry. Revere offers the greatest Line of 
Floodlights and Poles to help you land this business. 

Write today for full particulars. 


— 
TING / Searchlights for fences, 
LIG \) i> Mercury-Vapor Units for 
yord ond road lighting, 


REVERE ELECTRIC MANUFACTURING CO. + 6005 BROADWAY - 
Available im Canada thru Curtis Lighting, Lid., Leaskde, Torente Bay 
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EVERY Plont con wse 
obstruction Lights for 
Stacks and Towers 





CMCAGO 40, i High, Medium or Low 
Reflectors, Areo 
Lighters, etc 














FOR 
MODERN 
QUALITY 
FITTINGS 


Specify 


Altuantic ("onouit J ittines 


COMPANY 
STON, MASSACHUSETTS 








CHICAGO 


Anchoring Devices 
Now Stocked 
in the South 


Chicago Expansion Bolt 
Company announces the 
appointment of 


CARY CHAPMAN & CO. 
672 Whitehall Street $.W. 


Atlanta, Georgia 
Phone: Lamar 7388 


as sales representatives and 
warehousers of Chicago An- 
choring Devices and masonry 
drills with stocks also at these 
branches 


1009 S. Elm St., 
Greensboro, N. C. 
Phone: 3-4726 
and 
213 S. Front St., 
New Orleans, Lo. 
Phone: Tulane 5184 


For complete details, write or phone 





Cary Chapman & Co 
Catalog sent on request 


CHICAGO 
EXPANSION BOLT CO. 


1338 West Concord Place 
Chicago 22, Illinois 





room and office of a modern whole- 
sale house gauged to give the cus- 
tomer fine service. 

“We don’t do anything that 
another wholesaler cannot do,” 
Mr. Hudson concluded. “Our ele- 
ments of service are simple, but 
we make sure that each one func- 
tions weli. Complete stocks, fast 
service, elimination of errors, and 
an immediate welcome for every- 
body combine to bring the custo- 
mer back and hold him. That’s 
what makes wholesale volume 
grow.” 


Inadequate wiring 
(Continued from page 28) 


wired electric systems. The ‘little 
shoe for a big foot’ relationship of 
these two types of home equip- 
ment—wiring and appliances 
must undergo a drastic change of 
proportion if Americans are to 
satisfy their dream of really liv- 
ing electrically, according to the 
Wiring Bureau 

Although the electrical industry 
generally recognizes the critical 
aspects of pinched home electrical 
capacity, the nation’s builders dur- 
ing the years since the end of 
World War II have been slower to 
grasp the meaning of the appliance 
revolution in the average home and 
have not ‘built up to it,’ Bureau 
engineers say. Approval, however, 
in May of this year by the National 
Association of Home Builders for 
a minimum service entrance ca- 
pacity of 100 amperes in future 
home construction preceded by a 
few months an expected rise in 
home wiring desizn standards (ef- 
fective January 1, 1955) set by the 
electrical industry. 

Adoption of the NAHB standard 
was made voluntary. While many 
builders are following it, the elec- 
trical industry believes that only 
demand by the public will make 
this ‘voluntary’ code fully effec- 
tive. 


Projected results 


Widespread application of either 
this builders’ standard, or the more 
comprehensive wiring design rec- 
ommended by the National Ade- 
quate Wiring Bureau, would mean 
an increase of approximately 70 
per cent in electrical capacity over 
that in the average post-World War 
II house. It would allow for radical 
increase of lighting, appliance and 
individual equipment circuits, plus 
provision for future expansion in 
home systems. 

At the present time only a small 
fraction of the 1,000,000 new 


homes being built each year is 
able to provide enough current or 


tion in the individual home of 
several major items like the elec- 
tric range, water heater, clothes 
dryer, automatic clothes washer 
and dishwasher, says the National 
Adequate Wiring Bureau. 

Some 34,000,000 older houses, 
built before 1940, are in a yet more 
hopeless state of electrical obsoles- 
cence. But wiring modernization 
campaigns, with ‘built-in’ finan- 
cing arrangements for the home 
owner begun this year by power 
suppliers interested in wiring im- 
provement, and by local adequate 
wiring bureaus and _ electrical 
leagues, are spreading, and in- 
dicate an electrical industry drive 
to reclaim these houses for modern 


living 


Automation 


(Continued from page 24) 


mechanically touching these edges 
With this control system, cloth as 
thin as mosquito netting will cut 
off sufficient light for satisfactory 
operation of the tenter guide con- 
trols 


Applicable to many products 


Photoelectric edge position con- 
trol is also widely used in different 
forms to position 
moving webs of paper, plastics 
foils and metals. The two edges of 


automatically 


these stiffer materials are always 
the same distance apart, so it is 
necessary to monitor the move- 
ment of only one edge 

In “web follow-up” the mate- 
rial is wound up on a roll. The 
photoelectric controls sense the 
similar to tenter 
frame control, but reversible motor 


edge position 


drives or hydraulic cylinders move 
the wind-up reel to keep the edge 
of the wound-up roll in line with 
the traveling edge 

The reverse takes 
place for material progressing from 
an unwind reel. Here the photo- 
electric controls sense deviation of 
the controlled edge from a prede- 
termined position. They operate 
motor drives or hydraulic cylin- 
ders which move the unwind reel 
transversely until the edge has 


returned to 


operation 


the desired position 
At an intermediate point be- 
tween unwinding and wind-up the 
photoelectric cor ls operate piv- 
oted steering which guide the 
material t } le or the other 


until the edg position error is 
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SEWA Industry Day Meeting 


(Continued from page 51) 


Friday morning with addresses by Joe B. Browder, 
manager, Commercial Sales-Engineering Division, 
Georgia Power Co., Atlanta, Ga., and Lawrence C. 
Messick, manager, National Lighting Bureau, New 
York City. Mr. Messick will discuss the new Certi- 
fied Lighting Program sponsored by the National 
Lighting Bureau, and will point out its value as a 


sales volume builder. 


The forum discussions this year will differ from 
those of previous meetings to the extent that only 
a single panel of experts will be used for the 


ucts: 


and controls. 


entire discussion period, whereas in 
meetings five different panels were used, each 
representing a different group of electrical prod- 
wire and cable; wiring devices; conduit, 
boxes and fittings; lighting products; panel boards 


previous 


Discussions will probably touch upon a wide 
range of subjects relating to electrical products 
such as standardization, packaging, application of 
recently developed products, universal 


catalog 


numbering system, design of components, sales 


training, and competitive problems such as fixture 
merchandising direct to users, motor repair shop 
sales of motor control equipment, etc 





Service “extras” please 
(Continued from page 76) 


ornate to old-fashioned, from 
colonial to comfortable and mod- 
ern. For commercial buildings 
there is a wide choice even of 
“Exit” and “Fire Escape” lights 
Specialty tie-ins include dimmer 
equipment, chimes, internally il- 
luminated street signs, and ex 
tension cord lights 


Variety of lines 


The company handles. well - 
known lines. It also handles lesser- 
known lines. 

Salesmen are prepared to recom- 
mend the best fixture to fit a par- 
ticular lighting need. While this 
is not unusual in the business, 
what is outstanding is that the 
salesmen’s recommendations are 
backed by training and experience 
with interior decorators in match- 
ing color schemes and decorative 
themes to the proper fixtures 

The extensive stock enables 
salesmen to show the customer 
just what they are recommending, 
without relying upon the often- 
unrealistic ideas a home-builde: 
may get from an impersonal cata 
log illustration 


Marking cartons 
sure that every 
installed in the 
proper room the on - the - job 
bugaboo of every electrical con 
tractor (especially if the lady 
wants a blue fixture in a pink 
room and the pink fixture some- 
where else in the house) every 
carton is marked with the name 
of the room in which it goes, be- 
fore the carton leaves Worth’s 
shipping department 

“One way in which we can out- 
do our competition is for our sales- 
people to be just a little more 
courteous than the other fellow,” 
Mr. Epstein explains. “Customers 
want to feel comfortable in a 


Just to 
fixture will be 


make 
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wholesale establisment; 
member what kind 
they get.” 

A large parking lot makes it 
possible for contractors and their 
customers to spend as much time 
as they like in the fixture room 
Worth has a downtown location, 
where parking is at a premium, 
but Epstein bought enough space 
to permit setting up a parking lot 
that prevents losing sales because 
a parking meter runs out. 

Epstein organized the Worth 
Electric Company 18 years ago, 
to concentrate on serving electri- 
cal contractors and their customers 


they re- 
of treatment 


with fixtures and electrical sup 
plies. Residential fixtures provide 
the majority of his estimated 
$1,000,000-a-year commercial fix 
ture business, but this 
substantial 
and office fixtures 

Seven years ago Mr: Epstein 
set up the fixture with its 
extensive working displays of an 
elaborate variety of fixtures. Mrs 
Kay Epstein is hostess, but her 
taste causes many 
prefer her as their salesman and 
to send many of their customers 
directly to her to work out fixture 
selections 


includes a 


amount of industrial 


room 


contractors to 











NONE 
BETTER 


ANY 
PRICE! 


Bonded Armored Cable 
cause it handles easily 


Specify American Bonded 


146 Coit St. 


Atlanta Warehouse 
Cc. C. MYRICK 
516 Elm N. W. 
Atlante, Georgia 





INSIST ON 
AMERICAN 


Gouded 


ARMORED 
CABLE 


Experienced contractors and plant men insist on American 
— because of its flexibility be 
— but most of all because there is 
none better at any price. Take a tip from experienced men, 


AMERICAN METAL MOULDING CO. 


Irvington 11, New Jersey 


Dallas Warehouse 
PEABODY BROTHERS 
3015 Taylor Street 
Dalias, Texas 











- 


UNIVERSAL -PRESSURE TYPE 


ADIJUS' BLE LUGS 


bOI Oa ay 
One or two bolt holes 


Wire sizes Nos. 14 to 1,000,000 CM. One 
piece construction — easily installed. Body is 
well proportioned to withstand excessive use, 
with ample threod orea. Makes tenacious 
grip on stranded conductors, forcing contact 
with eoch wire in strand, thereby insuring 
uimost in conductivity— bottom of tongue 
surface is ground. Not susceptible to release 
under vibration 


Write for dimensions and prices 


KRUEGER & HUDEPOHL, INC. 








\/A DSWORTH 





ACC 


(pot 30 to 600 AMP. 


INDUSTRIAL TYPE SWITCH 


SNUFFERS 
KNIFE 
BLADES 
CAST 
HANDLES 
INCREASED HORSE POWER 
CAT, 15323 ILLUSTRATED 
ARC-SNUFFERS SHOWN SEPARATE 


Ie WADSWORT Hebei CT RICMEGE INC 
x Conngton iggy Aentucky v4 


WRITE FOR FREE CATALOG 





The fixture room, with its large 
inventory and well-qualified sales 
force, was an immediate impetus 
to business. So Mr. Epstein en- 
larged it to its present size, 2,500 
square feet. He added more 
varieties of recessed lights and 
other types, to bring the total 
number of fixtures on display to 
about a thousand. 

Complete lines, large displays, 
well-qualified salesmen, and atten- 
tion to the extras that give the 
contractor and his customer more 
confidence in them—this is the 
formula that Epstein believes will 
continue to help Worth Electric 
grow in a competitive business. 


Future appliance market 
(Continued from page 21) 


the existing load in the next five 
years. Line them up, and they’d 
reach from Atlantic City to Kansas 
City. 

To operate these dryers, we'll 
have to produce and sell, in gen- 
erating apparatus, eleven 75,000 
kilowatt turbine-generators, eleven 
88,000 kva power transformers, 
and 172,000 dollars worth of auxil- 
lary motors. 

In transmission apparatus, we 
must deliver about eleven 88,000 
kva power transformers and over 
2 million dollars worth of switch- 
gear, breakers, and power switch- 
ing equipment. 

To distribute the new dryer load, 
we'll have to provide 165 5,000-kva 
power transformers in the distri- 
bution substations, almost 50,000 
25-kva distribution transformers, 
and hundreds of voltage regulators. 

We must also sell over 6 million 
dollars worth of line equipment, 
one-third of a million dollars 
worth of meters, and 50 to 75 mil- 
lion dollars in residential distri- 
bution equipment beyond the serv- 
ice entrance. 

So much for our apparatus- 
thirsty dryers. What about ranges? 
And this time, let’s talk in terms 
we all can understand, and by that, 
I mean dollars. 


5 million kw range load 

Over 7 million new ranges will 
be added to the existing residen- 
tial load during the next five years. 
That’s enough to cook a string of 
rib-roasts extending from Atlantic 
City to the Chicago stockyards, 
not including gravy. 

Thése new ranges will increase 
the residential load by 5 million 
kilowatts. How much new appara- 
tus will we have to produce and 
sell to serve that extra 5 million 


kilowatts? We'll list dollar value. 


Turbine generators, $105,000,000 
Power transformers, $19,000,000 
Switchgear & breakers, $15,000.- 
000 


Power transformers, $12,000,000 
Distribution transformers, $79.- 
000,000 

Voltage regulators, $9,000,000 
Pole line apparatus, $21,000,000 
Meters, $13,000,000 

In addition there will be re- 
quired some 48 million dollars in 
residential distribution equipment 
beyond the service entrance. Let’s 
total it up, and see, in terms of 
dollars, how much apparatus we’re 
going to have to produce in the 
next five years to take care of 
ranges, alone. The total is $321,- 
000,000. Three-hundred twenty- 
one million dollars worth of trans- 
mission, generation, and distribu- 
tion apparatus just to serve the 
increase in the range load. That’s 
a goal worth shooting for! 

There are now 54 different types 
of appliances on the market. This 
evening I have mentioned only 
three. With so small a sample, it’s 
really very difficult for me to ex- 
press my true feeling about the 
future of the appliance market. To 
me, it’s a wonderful thing to fore- 
see and consider the comfort and 
convenience these millions of 
electrical servants will provide. 

But it means something else, too 
As I have said, the appliance 
people are optimistic. That opti- 
mism is symptomatic of the opti- 
mism of everyone in this wonder- 
ful electrical business of ours. We 
are on the threshold of the electri- 
cal age; we are emerging into an 
electrical world 

Toasters, and dryers, and ranges 
are only three small parts of elec- 
trical living, and they represent 
only one segment of the electrical 
industry, appliances. But, what I 
want you to realize from this is 
that these examples make it 
apparent, make it obvious, that 
the growing appliance market has 
real significance for those of us in 
the capital goods area of the elec- 
trical industry 

You will recall that the esti- 
mated total additional load, re- 
quired by the use of these new 
appliances, was twenty million 
kilowatts. This is only the power 
needed to operate these units, and 
does not include the energy re- 
quired to manufacture the 428 
million new appliances 

Conservative, reliable, industry 
market forecast groups estimate 
that these new appliances represent 
two billion dollars in sales oppor- 
tunities—two billion dollars worth 
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of apparatus just to take care of 
the increase in the appliance load. 
Just to give you a yardstick, that’s 
half the dollar volume of the total 
annual production of the entire 
NEMA membership. 

Yes, there’s profit aplenty for 
all; for those of us who make 
motors, for those of us who make 
control, wire and cable, trans- 
formers, line material, poles, and 
guys — as well as turbine-genera- 
tors. This new appliance market 
is a rainbow — a rainbow path to 
a pot of gold, containing over two 
billion dollars. 

But to gain and share in this pot 
of gold; each of us, in every branch 
of the electrical industry must 
realize our stake in the appliance 
market; we must conceive and 
implement a positive, industry- 
wide appliance marketing effort; 
we must achieve this goal of 
selling 428 million new appliances 
by 1959; and finally, we must pro- 
duce the apparatus to power them 


Tool up for profits 


(Continued from page 20) 


studied the advantages of special 
attachments. 

A right-angle drilling attach- 
ment with a %-inch chuck is ob- 
tainable for drilling in out-of-the- 
way places and in work on joists 

Use of a horizontal drill stand 
permits use of the electric drill 
for stationary drilling, reaming, 
light buffing, grinding and wire 
brushing. Wheel arbors are avail- 
able for mounting wire wheels, 
sanding disks, reamers for pipe and 
conduit and other equipment 

For big jobs the advantages of 
positive and adjustable clutch elec- 
tric screwdrivers may be investi- 
gated. Tools are available for 
standard slotted screws, Phillips 
screws, sockets for bolts and nuts 
Allen screws 


Shop production 


One of the most fertile fields for 
speeding up work and reducing 
costs lies in establishing a pre-fab 
shop and consistently checking 
each print for repeat operations 
that can be pre-fabbed. 

Such a shop should be able to 
profitably use a variety of equip- 
ment. A metal band saw is one of 
the fastest methods of cutting pipe 
and conduit, an electric-powered 
reamer to remove the inside burr 
A hydraulic power operated bend- 
er can produce an almost unbe- 
lievable number of identical bends 
An electric wire stripper speeds up 


this troublesome task 

Each unit must complement the 
other and not delay the progress 
of the work in order to make the 
equipment justifiable if the volume 
of work permits. 

For instance to use a bandsaw as 
a cut-off tool requires the attention 
of one man, whereas an ordinary 
power hacksaw may be used to cut 
several lengths at one time and re- 
quires no attention other than 
loading and unloading. 

Before you can profitably use a 
production bender you must have 
the facilities for high speed cutting 
of required lengths. Power thread- 
ing can be used 

Part of the shop equipment must 
be used to maintain the field equip- 
ment. A grinder for sharpening the 
tools used in the electric hammers 
is needed. Most shops have a 
grinder. Some imagination could 
be used in equipping a two-wheel 
electric grinder; one wheel might 
be a rough cut wheel, the other a 
fine grained wheel, the usual com- 
bination. But one wheel could be 
removed and a deburring reame! 
installed for fast deburring of cut 
lengths of tubing 

If the shop does any motor work 
worth mentioning it will have a 
lathe, and this lathe can then be 
used for other things such as mak- 
ing special tools that will help get 
a job underway faster: 


Crew setup with tools 


One contractor used a two-man 
crew on each job and complete 
equipment that made it possible 
for the two men to do plenty of 
work without the drudgery that 
often enters into some jobs. Com- 
pletely worked 
at a speed impossible when inter 
rupted by heavy jobs of manual 
labor which saps the vim and 
vigor 

Another: figured all 
his jobs of any size with the mate- 
rial laid down on the job. Built a 
shack to house it and eliminated 
the warehousing, hauling and rec- 
ord-keeping 


,0werized, they 


contractor 


Truck fleets 


Truck setups have been pretty 
well refined so that almost every 
way of handling job work with a 
truck has been tried out. Inventory 
shrinkage has been a big trouble 
but most of it has been solved with 
proper checking and inventory 
schedules since the shrinkage has 
been largely due to faulty record 
keeping 

But most contractors complain 
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NEW COUNTER 


MERCHANDISER 


TO BUILD-SALES 





Here neip for 
way ft yet quick 
na imcrease your 


MULTI SPARIites 


AULA 


PARGite> 


The COUNTER MERCHANDISER is an 
ther MULTI cooperative etfort We 


know thot it works and that it will pro 


duce for you. it bright orange 
colored counter display which will nly 
ccupy a few squore inches of space or 


your counter it means impulse sales 


The COUNTER MERCHANDISER 
equipped witt pocket arrangement 
whic securely holds nd = disploys 
MULT! SPARIite. This unit 
item and being on disploy creates in 
terest 

YOU GET THE COUNTER 
DISER FREE 

Each carton of 10 unit ntair 
COUNTER MERCHANDISER. It is 
constructed as to be simple to set 
for display on your counter. It's an idea 
attention getter for your contractor trad 


m installed 


MERCHAN 


» for your dealers’ counter 


The SPARIlite 

aIso made in plug 
type for the 

Do it Yourself 


trade 





that repair jobs are not profitable ting one by drill and keyhole saw to revise their setup to fit the do- 
and this can definitely be remedied method or chiseling it out with a it-yourself market. A recent sur- 
by revising the power tool equip- wood chisel. vey indicated that 78 per cent of 
ment carried on these trucks. You Tooling up must ever be an in- the people in the United States ex- 
have only to consider the differ- dividual problem but the fact re- pected to paint the insides of their 
ence in cutting a hole for an out- mains that tooling up must come houses themselves but so far there 
let box in a baseboard with a before the job. In all lines of en- has been little do-it-yourself wir- 
portable electric jig saw and cut- deavor the firm which has the ing except in rural areas. In the 
equipment seeks out the work to same survey 36 per cent of the 
fit it and the men with the jobs people plan to build additions to 
seek out the firm with the equip- their homes next year which means 
ment. This is reason enough to a lot of wiring jobs and 35 per 
put in the equipment because the cent plan to remodel bathrooms 
work will follow. and kitchens which usually means 

The market for electric wiring is changes in wiring 
increasing all over the country. — 

i The market for rewiring of exist- Tools meet competition 
PEF al ing buildings is increasing and will Wherever you are, there is a big 
hundreds of large continue to increase because the market for the work of the elec- 
utilities help you?” loads on the wiring are increasing. trical contractor, a market that 

Write today. New home starts will continue to will bear working. Most contrac- 
“a grow because of the birth rate and tors complain that others are 
a ea the number of marriages per year. working the same side of the street 
Recent relaxing of terms by federal the unlicensed, the unfit, the 
agencies will also have a profound licensed and the fit, but in busi- 
effect. Industry is girding its loins ness, competition was ever thus 
for a competitive fight to the finish Your advantage can be built-in 
and must have better buildings by tooling up for profit so you can 

SALES AGENT WANTED and better machines which means do two jobs in the time formerly 
idee tn eee heatieee Misihetens ond more wiring. Pleasure resorts and required for one. That’s an advan- 
western Tennessee, for several excellent motels are growing at unprece- tage that you can bring about by 
electrical supply lines already established . F 
Represent the factories calling on Electrical dented rates the use of your own set of brains 
Wholesolers. Must have experience. Address Many other businesses have had and the catalogs of supply houses 


inquiries to Electrical South, Box 708, 806 
Peachtree St., N. E., Atlanta 5, Georgia 





















































GRAND NEW— MULTIFLEX Brushes 
QUICK ANSWER with NEOPRENE pads\ 


ELECTRICAL : 
ESTIMATING GUIDE Speed Installation 


Increase Brush Life 


Slash Motor Maintenems a o/ 


Covers Over 2000 Wiring Jobs E 
This new, entirely different estimat Cut Motor Down Time 
ing guide has 175 completely work 
ed out chorts 


Authentic, Time Seving— HOR) HELWIG CO. provucts 


Easy to Use 2536 N. 30th Street, 
This book is easy to use—it has no Milwaukee, Wisconsin 
complicated mathematics or formu 
as to work over. You merely de 
termine the nature of the wiring 
check it in the BLUE BOOK OF 
ELECTRICAL ESTIMATING and 
there's your onswer—it’s the sim 
plest estimating book ever written 





See It 5 Days Free W. R. C. Smith Publishing Co. 


This book was written by a successful electrical contractor and Department ES-11 New Subscription 

estimating engineer with over 20 yeors’ experience. It hos on en 

tirely different method of determining estimates on wiring jobs 806 Peachtree St., N. E. 

Electrical contractors, journeymen, architects, and engineers will Atlanta 5, Georgia 

find use for this book every day. Gives time required to do jobs 

along with complete labor charges in every state in the country — on — 
. r o : m subsecric n? c } sol = 

Order this book now from your supplier at special introductory You may renew /enter y subscrif ELE AL SOUTH for 

price of $7.75, or send coupon below 3 yeors 

Deoler inquiries invited 


Renewal Subscription 


N ) 
ESTIMATING HANDBOOKS ASSOCIATES — DE KALB, ILL. — 


fond, me the NEW BLUE BOOK OF ELECTRICAL ESTIMATING 
~ days free triel. | understand | may return the book within 
a. t = owe nothing. If | keep it | will pay $7.75 plus postage 


one City 
ADDRESS 


TOWN ane STATE Firm 
ae enclose $7.75 to sove chipping eae 
Send C.0.D. I'l! poy postmen $7.75 shee C.0.D. fee on delivery 


january ES-11 


P. O. Box or 
Street and No 





Enclosed find $2.0¢ 














Lee eee ee eee eee ee ee ee ee eee eee eee ee eee 


ELECTRICAL SOUTH for JANUARY, 1955 








Meta ms 


ade MIVIERTISIERS 


A 


1 & A Supply Co 
Abolite Lighting Division 
Jones Metals Product Co 
Accurate Mfg. Co. 7, 114, 126, 13 
Ackerman, J. H 7 
Adam Electric Co.. Frank 59 
Advance Transformer Co 13 
Air Conditioning Products Co. 122 
Ajax Elec. Sales Co. 
All-Steel Equipment, In ts 
Allis-Chalmers Mfg. Co. 37, 45 
Aluminum Co. of America : 
Amelia, J. Donald 
American Metal Molding Co 135 
American Steel & Wire Div.. 
S. Steel Co 

American Telephone & 

Telegraph Co. 
Amplex Corporation 
Anderson Brass Works, Inc 
Anderson Co. C. B 
Anderson Co.. Geo. EF 
Arro Expansion Bolt Co 
Arrow-Hart & Hegeman 

Elec. Co 
Art Metal Company 
Atlantic Conduit Fittings Co 
Atlantic Steel Co. 


B & C Metal Stamping Co 
Bagby Co. S. 1 49. 133 
Beaven, W. H 112. 116 
Benjamin Electric Mfg. Co 
Benjamin Electric Mfg. Co 
Leader Div 
Berry Co... W. H 
Bielin Co., Inec.. H. ¢ 
Bissell, T. I 
Blackhawk Industrie< 
Briegel Method Tool Co 
Brown, Clark F 
Bryant Electric Co 
Buffalo Forge C« 
Bulldog Elec. Products Co 
Bullivant, F. J 
Rurndy Engineering Co 
Burrus & Matthews 6, 96,119 


C 


alverley K 
apy 
arol i r Co. Div. of 
the Crescent Co... Im 
sor William 
avalier Corp 
ertified Equipment Mfgrs 

Ballasts 
hampion Lamp Works 
hapman & Co., Gary 

63. 103, 107, 108 

helsea Fan & Blower Co 
hick & Co., Louis P 
hicago Expansion Bolt 
ircle F. Mfg. Co 
larkson, Ben 
lassified Ads 
liften Conduit Co 
lower, Henry W 
olcock, Hutson 
ole. J. f 
ollyer Insulated Wire Co 
olumbia Cable & Electric Corp 
onrad, H 1 
ope, In« 7. 
opy I. BE. & Co 
ornish Wire Co 
raig-Owen Co 
rescent Insulated Wire & 
Cable Co 
rockett-Lund Co 
rouse-Hinds Co 
urtis Lighting 


D 


Dawes, Edgar 

Day-Brite Lighting. In 

Distribution Assemblies 
Department, General Electric 
Company 

Dossert Mfg. Co 

Douty and Downie 

Doxsee. Leigh A 

Drake. Arct 

Dreyfuss, M. Jack 

Duncan Electric Mfg 

Dunlop & Dunlop 


E 


Faster Fixtures Co +9 
Fider & Co.. John W 126 


’ 
1 


Electro Compound Company 

Electromode Corp 

; Eng. & Sales Co 

Shutter & Mfge. Co 

Engineer Sales Co 

Epperson, W ‘ 

Estimating Handbooks 
Associates 


7 


Fain & Levin 

Fasco Industries, In« 
Fay, G 

Federal Electric Prod. Co... Inc 
Felter Co.. John 
Ferguson, Lynn W 
Fishburne, R. W 
Fleming & Co 
Forester Equip. Co 
Fullman Mfg. Co 
Furnas Electric Co 


G 


G & W Elec. Specialty Co s5 
Gaines & Co... John G 133 
Gearhart. Walter \ (« 
Gedney Electric Co Second Cover 
General Electric Co... Conduit 
Underfloor & Construction 
Materials Div 
General Electric Co 
Lamp Div 
General Electric Co.. Trumbull 
Components Department 
General Electric Co.. Wire & 
Cable Construction 
Materials Div 
General Electric Co 
Wire & Cable 
Contractor Market Fourth Cover 
General Electric Co Wiring 
Devices Construction 
Materials Div 
Genera! Electric Co 
Distribution Assemblies 
Department 
Ceneral Switch Corp 
Gerstenberg, EF 
Gibson Manufacturing 
Company 
Gill, Allen G 
Glenn & Larson 
Glidden Eng. & EKauip. Co 
Gold-Rick Eauip. Co 
Graybar Electric Co 
Green, Ceorge 
Gregory-Salisbury Co 
Gulf Sales Agency 
Guokas, Henry I 
Guth Company, Edwin | 


H 


Hagan, EF. J 

Hagan. Jack 

Harris-Hanson Co 

Harrison Co.. Tom 

Helwig Company 

Henderson, I! 

Hill, Ker 

Hindle Transformer ( 

Hinson, Walter M 

Hogan, Jr.. Paul 

Holiman Co.. W. F 

Holmyard, Hal 

Hopper & McCoy 

Hover, Ernest 

Howe & Co.. W. F 

Hubbard & Cx 

Hubbell, Inc Harvey 

Huemmer, Walter J 

Hunter Fan & Ventilating Co 
ront Cover 


Ideal Industries. Ine 

lisco Corporation 

L.T.KB. Cireuit Breaker 
Company 


J 


Jones, J. W 
Metal Products 
Judge. Fred 
Junghans, Herman J 


Jones 


K 


Kaiser Alum um & Chemical 


Cory 


ELECTRICAL SOUTH for JANUARY, 1955 





THERMADOR 


BILT-IN 
Electric Ranges 


waist-level ovens 

extra storage space 

cooler, cleaner, safer 

12 cooking tops from 1242" 
to 45” length 

cooking tops with Duo-Cook 
or middle griddle 

warming drawer or 
secondary oven 

handsome lifetime 
stainless steel 


NEw! Ask about the 


Thermador ventilating fan! 
9” and 11” models 


FOR COMFORT — 


THERMADOR 


WALL-TYPE 
Room Heaters 


@ easy installation 
@ room-by-room control 

@ top switches, indicator lights 
@ automatic thermostats 
. 
. 
. 
. 





no flues or ducts 
fit between standard studs 
a heater for every size room 


stainless steel 
bathroom models 


44aeeeeseeee 


Send coupon today for complete information 


THERMADOR ttecraicat manuracturine co. 


Division of Norris-Thermador Corpc 


5119 District Boulevard, Los Angeles 22, California 


Thermador Electrical Manufacturing Company 
Division of Norris-Thermador Corporation 


5119 District Boulevard, Los Angeles 22, California Ranges 


Please send me ustrated literature or 


Bilt-in 
Heaters 


Ventilating 
Fan 
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ON 60 HP 
AIR CONDITIONING 
INSTALLATIONS! 


Use this Part Winding Motor 
Starter on Your Reduced 
Voltage Starting Jobs... 


This part winding motor starter can be used with most 
standard 220/440 volt, Y connected motors, when used at 220 
volts* It costs only “% to % as much as the least expensive 
(primary resistor) starter, depending on horsepower. Yet, its 


starting torque is essentially the same and the starting current 
is actually lower. 


* Part winding starters arranged for 440 volts are also available 


Write for Bulletin SM-251 
Address Square D Company, 4041 North Richards Street, Milwavkee 12, Wisconsin 


ASK YOUR ELECTRICAL DISTRIBUTOR FOR SQUARE D PRODUCTS 


SQUARE JT) COMPANY 
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HOW TO SIMPLIFY FEEDER 


Solve the problem of installing cable in congested 
areas with a G-E V-c interlocked armor cable system 


The easiest way to speed installation of primary and secondary feeder 
systems is to use lightweight, flexible G-E interlocked armor cable— 
indoors or outdoors. Easily-installed racks or troughs can be attached 
to existing structures. Corners and long unbroken runs are no prob- 
lem because the cable is flexible, and is supplied in lengths to meet 
the requirements of the job. This cable system weighs only about a 
third as much as conventional cable and conduit installations, and 
the small over-all cross section of interlocked cable permits easy 
installation in crowded areas. Splicing is a simple mechanical job— 


easily done by electricians on the site. 


For more information see your G-E Construction Materials dis- 
tributor or write Section W142A-124, Construction Materials Divi- 


sion, General Electric Company, Bridgeport 2, Connecticut. 


INSTALLATIONS 


The flexibility of G-E interlocked armor cable 
saves layout and installation time because 
the cable can be run easily around corners 
and over beams 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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